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CREDIT CONFERENCE: Banking, business leaders look ahead (See page 37) 
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Bank of America 


NATIONAL {8UST/82 ASSOCIATION 
Condensed Statement of Condition December 31, 1955 


(Figures of Overseas Branches are as of December 23, 1955) 


Cash and Due from Banks . . «© «© «© «© «© «© © « @ « $1,609,581,021.51 
United States Government Securities and Securities 
Guaranteed by the Government . . . .« «© «© «© «© « « 2,149,433,488.43 


Federal Agency Securities . . ie @ we © & @ 147,209,756.53 
State, County, and Municipal — s+ *« & © 576,145,111.55 
Other Securities . . _s* s+ © @ «@ 111,779,432.42 


Loans Guaranteed or ened m= the United 
States Government or its Agencies . . « « «© «© « « « 1,273,977 ,300.06 
Other Loans and Discounts . . . . + «© © © e« e e e 3,453,984,172.54 








Bank Premises, Fixtures, etc. . . cae © * * @ 87,145,920.50 
Customers’ Liability on Letters of Credit, on. «ee & * 203 963,115.65 
Accrued Interest and Other Resources . . « «© «© «© « e 55,926,652.94 
TOTAL RESOURCES ...... + © © © «© «© + $9,669,145,972.13 
LIABILITIES 
Capital ‘ise es 2. «* = « « & @® $ ] 50,000,000.00 
OS a a a a ae a ee a 200,000,000.00 
Undivided Profits and Reserves. . « « 135,848,396.30 
TOTAL CAPITAL FUNDS ..... «+. « « « « $ 485,848,396.30 
Reserve for Possible Loan Losses . . «© «© «© «© © © @ « 71,133,473.10 


Demand . . . . « « « = $4,577,799,240.25) 
DEPOSITS joo and Time . . . .  4,224,706,887.96f °802,906,128.21 


Liability for Letters of Credit, etc. . . «© «© «© «© © © o@ « 205,235,881.78 
Reserve for Interest, Taxes, etc. . »« «© «© «© © © «© « « 104,422,092.74 


TOTAL LIABILITIES . . . «© © «© © © © © «© «© « $9,669,145,972.13 





Main Offices in the two Reserve Cities of California 
SAN FRANCISCO e LOS ANGELES 


Branches throughout California 
Overseas branches: London, Manila, Tokyo, Yokohama, Kobe, Osaka, Bangkok, Guam 


Member Federal Deposit Insurance Corporation « Member Federal Reserve System 





Bank of America 
(International) 
Home Office—New York, N.Y. Branches: Duesseldorf * Singapore * Paris 
A wholly-owned subsidiary 


Condensed Statement of Condition December 31, 1955 





RESOURCES LIABILITIES 
Cash and Due from Banks . e« e $ 54,261,259.17 Capital . .« « « $10,000,000.00 
United States Government Surplus . « « e 4,000,000.00 
Obligations . .« « e« e ee 13,984,649.66 Undivided Profits . 708,686.09 
Other Securities . «6 « e« «© e 8,789,717.09 —_— 
Loans and Discounts. .« « « e 76,970,419.74 TOTAL CAPITAL FUNDS. . . $ 14,708,686.09 
Customers’ Liability on Letters of Reserve for Possible Loan Losses . 1,117,093.13 
rey, OM. ss cs : * 78,746,526.53 Deposits . « «© © © © © @ 137,309,776.27 
Accrued Interest and Other Liability for Letters of Credit, etc.. 79,697 ,301.81 
Resources» + + « © 6 6 « 1,304,407.95 Reserve for Interest, Taxes, etc. . 1,224,122.84 
TOTAL RESOURCES. . « « «  $234,056,980.14 TOTAL LIABILITIES . . « «  $234,056,980.14 
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Operating Idea 


Sirs: We have just developed a device 
to eliminate the possibility of our book- 
keepers using the wrong date in posting 


— 
ease 


Perit 





ledger sheets. This is particularly effec- 
tive in delayed posting where bookkeep- 
ers occasionally use the current date in- 
stead of that of the previous business day. 

What we did was to prepare a series 
of cards with large date numbers printed 
on them. Each day a card carrying the 
correct posting date is displayed promi- 
nently on the wall of the department in 
view of all twenty bookkeepers. A dif- 
ferent color used for each day and the 
date itself is in a different color. 

The system has completely eliminated 
the wrong-date problem and has saved 
time and money in double-checking ledger 
sheets and in making date corrections. 

WALTER B. DAvis, Assistant Cashier, 

The First National Bank & Trust Co., 

Oklahoma City 1, Oklahoma 
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Pocket Calendars 


Sirs: Pocket calendars have become a 
tradition for the Idaho First National 
3ank. We have used them as enclosures 
in our November 
month-end state- 
ments and in a 
direct-mail cam- 
paign. 

Changes in 
postal regula- 
tions, however, 
during the past 
year made it 
necessary to de- 
vise some differ- 
ent means of 
distribution in 
Idaho’s larger 
communities 
served by letter 
carriers. The en- 
closed envelope 
with die-cut end, 
suitable for hang- 
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ing on doorknobs, was designed for 
delivery by our special messengers. 
The postal change did not affect the 
smaller communities or rural routes. 
E. C. UNDERHILL, Cashier, 
The Idaho First National Bank, 
Boise, Idaho 
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A Reader Writes 


Sirs: Our sincere thanks for the ex- 
cellent coverage given our new banking 
home in January and also for continuing 
to publish such a fine magazine. 

JOHN E. TENGE, President, 

The Midland National Bank, 

Billings, Montana 
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Parakeet Commercials 


Sirs: We thought you might be in- 
terested in our latest advertising effort. 
Somebody asked “Has a parakeet ever 
been taught to speak a commercial?” 
So, we located one named Billy, billed 
him as Thrifty Tom. We taught him his 
line and tape recorded it and then filmed 
him for television. His performance con- 
sists of saying “Bank at First National.” 
The little guy is really a sensation. 
D. H. TUuTTLe, Asst. Vice-President, 
The First National Bank of Memphis, 
Memphis, Tennessee 
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Nuclear Energy 


Sirs: The interest shown in our book- 
let in French on the financial aspects of 
nuclear energy, covered in your October, 
1955 


issue, was such that we have 
decided to print a translation. 
The new, English title is “Nuclear 
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Energy, financial aspects.” We _ believe 


the English text will be more useful to 
your readers and will be glad to mail 
them copies upon request. 
JACQUES J. VAN AUBEL, Representative, 
Banque de Bruxelles, 37 Wall Street, 
New York 5, New York 
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Stamps for Veterans 

SirS: During past years you have been 
kind enough to publish three appeals for 
our very important project, “Stamps for 


veterans in government hospitals. Each 
has brought wonderful results. 
Recently we became affiliated with 


Kiwanis International, so we will appre- 
ciate your publishing our new name. 
P. N. WILLIAMS, Stamp Distributor, 
Kiwanis Club of Pacific, 
1150 Divisadero Street, 
San Francisco 15, California 











More People for a Growing Business 


Bell telephone companies offer good opportunities 


for capable men and women 


There’s a great deal of wonderful equipment 
connected with your telephone. But it takes 
people to bring it into being and make it 
work. And there have been big increases in the 
number of telephone people—especially in the 
last few years. 

Despite the large increases in the use of dial, 
there are today 234,000 operators in the Bell 
System. This is about double the number that 


were required before the war. And in many 
places Bell telephone companies need more peo- 
ple right now! 

All in all, there are more than 740,000 men 
and women employed by the Bell System—an 
increase of 265,000 in the last ten years. 

This is the largest number in history and 
shows that “people are the greatest invention 
yet” in the telephone business. 


BELL TELEPHONE SYSTEM 
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Banking’s Banner Year 


The best year in history. 

That was the restrainedly jubilant 
theme that ran through many of the 1955 
reports of U.S. banks—and the big news 
was record earnings as the economic 
boom generated a heavy demand for 
credit at higher rates. 

Big hikes reported. Some of the earn- 
ings performances of individual banks 
were little short of startling. Like the 
Citizens National Trust & Savings 
Bank of Los Angeles, for example, where 
the net after taxes jumped 40.9 per cent 
—newsworthy even for California. 

There was good news in Wall Street, 
too. J. P. Morgan & Co., Incorporated, 
reported net operating earnings up 35 
per cent. At Grace National, it was 26.8 
per cent, at Irving Trust 22 per cent, ete. 
The charts below tell a graphic story of 
the situation at the latter institution. 
The average rate of interest earned in 
1955 on loans and mortgages at Irving 
was 3.61 per cent compared with 3.35 
per cent in 1954; the average rate earned 
on U.S. Government securities was 2.77 
per cent, compared with 2.48 in 1954, and 
at the 1955 year-end the average yield 
had risen to 3.14 per cent. In the other 
chart, it is noteworthy that the substan- 
tial jump in earnings was only partially 
matched by the dividend boost. 

New York results. The accompany- 
ing table, which compares the earnings 
of 18 New York banks, represents to 
some extent the trend for the country as 
a whole. The total net operating earn- 
ings of $208.7 million for the banks listed 
was an all-time high, and the average 
improvement over 1954 was 17 per cent. 

The extensive losses from _ security 


A typical situation 


At Irving, higher interest rates ... 
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-... boost earnings more than dividends 





1955 share 
} 5, See $ 3,065 $19.16 
| Bankers Trust............................ 18,290 4.86 
| Chase Manhattan __........--..-.... 42 303 3.52 
Chemical Corn Exch.................. 17,117 3.62 
Empire Trust........................ <a gare 14.71 
Federation Bank ........................ 649 3.24 
First Nat'l City & Affiliate... 42,467 4.25 
Grace National.......................... 986 24.65 
Guaranty Trust.......................... 24,327 4.86 
Hanover Bank........................... 11,628 3.88 
iad. Bank of Com.............<:...... 520 2.60 
I 11,026 2.20 
Manufacturers Trust................ 16,203 6.43 
Marine Midland Tr................... 3,470 3.34 
J. P. Morgan & Co.................. 6,502 21.67 
ge oe 5, 886 4.90 
Trade Bank & Tv........................ 347 1.26 
United States Trust.................. 2,495 24.95 
$208 ,752 





COMPARATIVE EARNINGS OF NEW YORK CITY BANKS 


Net Operating Earnings (000 omitted) 


Security loss (—) 


or profit (+) 
(000 omitted) 
1954 share 1955 1594 | 
$ 2,659 $16.62 Not reported | 
13,951 4.57 —$ 1,996 +$ 1,716 | 
39 ,032 3.25 — 3,860 + 11,380 
15,023 3.18 — 1,295 + 2,157 
1,223 2.23 - 187 + 1,081 
548 2.74 Not reported 
33 , 767 3.38 — 2,180 + 7,917 
778 19.44 -- 38 + 180 
21,5038 4.30 — 1,707 + 10,169 
10,107 3.37 + 191 + 1,859 
542 2.71 + 93 7 


+ 
,O11 1.80 2,659 + 199 


9 
4,807 5.88 Not reported 
2,834 2.73 = 41,900 + 734 | 
4,803 16.01 _ 966 + 1,830 
5,610 4.68 + 3 + 1,001 | 
298 1.08 Not reported | 
2,206 22.06 — 55 + iil 
—— 7 en en | 
$178,702 —$15,766 +$40,341 | 
_| 
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The average improvement 


transactions were the result of extensive 
switching from low into high yielding 
securities during a period of declining 
bond prices. The table reveals that the 
aggregate security losses of the New 
York banks, after tax credits, was near- 
ly $16 billion, which was sharply in con- 
trast with the $40 billion of security 
profits for 1954. 

For the bank shareholder, security 
losses and profits count for little since 
most banks clear the net results through 
surplus, undivided profits, or reserve ac- 
counts. However, some take a portion 
of the security trading profits or losses 
directly into annual income. In the ac- 
companying table the security transac- 
tions have been segregated from oper- 
ating income, which may mean that some 
of the per share earnings figures shown 
may not agree with figures reported by 
individual banks. 

While most banks credited loan de- 
mand and higher rates for their profit 
showing, Bishop National Bank of Ha- 
waii at Honolulu also gave some credit 
to a revised system of service charges. 

The cost picture. Rising costs con- 
tinued to be the rule, but some of the 
banks indicated that they had this profit 
menace under better control. Thus the 
First National Bank of Chicago noted 
that its expenses rose less rapidly in 
1955, due in part to further mechaniza- 
tion. “Because of the increased use of 
machines and equipment,” it was ex- 
plained, “the bank today processes 35 per 
cent more checks than it did eight years 
ago with 18 per cent fewer employees en- 
gaged in this work.” 

Bishop National Bank likewise stated 
that its operating costs had not risen in 
proportion to increased activity and ex- 
panded income, and much credit for this 
was given to its new operations depart- 
ment. “Installation of improved operat- 
ing methods, better utilization of man- 


over 1954 was 17 per cent 


power, and strict supply economy have 
all contributed to this result,” the Ha- 
waiian bank said. It added that there 
had been further mechanization of many 
of the routine operations, and a job 
evaluation study has been undertaken to 
make still better use of the bank’s human 
resources. In this connection, President 
Carl E. Hanson made this significant ob- 
servation: “I should like to emphasize 
that, as we look to the future, neither 
high interest rates nor such a strong de- 
mand for loans as we are now experienc- 
ing may be expected to continue in- 
definitely. These are factors over which 
we have little influence. We can, how- 
ever, through careful control of expendi- 
tures and by means of increased efficien- 
cy do much to insure a fair return for 
our shareholders and continued growth 
of our capital structure.” 

Dividend caution. There were numer- 
ous dividend increases, but other man- 
agements apparently thought along the 
same lines as the American Security and 
Trust Company, Washington, D. C. Here, 
despite a 21.8 per cent gain in net oper- 
ating income to a historic high, the board 
of directors “considered it prudent under 
all of the circumstances” to declare dur- 
ing the year only the regular quarterly 
dividends. As a result approximately 57 
per cent of the bank’s net income was 
retained in the capital structure. 

No deposit boom. It was not a year 
of unusual deposit growth for the banks, 
due in large measure to restrictive mone- 
tary policies of the Government. These 
policies caused many corporations and 
correspondent banks to draw more heavi- 
ly on their balances. Also, U.S. Treas- 
ury deposits in commercial banks were 
maintained at substantially reduced lev- 
els in keeping with governmental policy. 
In New York City, deposits for the banks 
as a group dropped below the 1954 level 
during recent months. In Chicago, ag- 
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CONDENSED STATEMENT 


At the close of business 
December 31, 1955 


RESOURCES 





Cash and Due from Banks___-$102,934,415.13 | 


U. S. Government Securities.__._  52,380,641.81 
Instrumentalities 

of the United States Govern- 

MS ick sudan kadneeuansccd 2.553,599.33 
State and Municipal Securities 15,171,776.85 
Stock in Federal Reserve Bank 600,000.00 
Other Securities 47,837.30 


Securities of 


Loans and Discounts _-_----~- 162,992,523.43 
Banking Houses and Fixtures 

(Main Office and Branches) — 4,168,000.00 | 
Customers’ Liability A/C Letters 

of Credit and Acceptances_. — 2,342,995.89 | 


439,639.44 
63,734.28 


Accrued Interest Receivable___ 
Other 


(Assets 





pe ae eS $343.695,163.46 


LIABILITIES 


Capital Stock__$ 6.000,000.00 
eee 14.000,000.00 
Undivided 
Profits 3.234,729.47 
Reserve for Interest, Taxes and 
Expenses 


Surplus 


$ 23,234,729.47 


1,953,776.80 
1,240,443.93 


Interest Collected but not Earned 


Letters of Credit and Acceptances — 2,342,995.89 
a NM NS et 314,923,217.37 
Li Eee ame vee $343,695,163.46 


Forward with Memphis 


Since 1869 





Member Federal Deposit Insurance Corporation 
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gregate deposits did reach a new high of 
$10,488,759,000, as compared with $10,- 
243,511,000 at the end of 1954. And, 
growth of the world’s largest private en- 
terprise bank, Bank of America, con- 
tinued unabated. Deposits gained more 
than a half-billion dollars to reach the 
unprecedented total of $8,802,506,128, 
while total resources climbed to $9,669,- 
145,972 or within hailing distance of the 
fantastic $10 billion figure. The $2 bil- 
lion in resources milestone was reached 
at the 1955 year-end by National Bank 
of Detroit, following a $188,133,656 de- 
posit gain for which mergers were partly 
responsible. 

In calling attention to its 20.9 per cent 
increase in deposits during 1955, Cali- 
fornia Bank in Los Angeles used the 
chart reproduced below to compare the 
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Comparison with national average 


rate of growth it had enjoyed through 
the years with that of the rest of the 
commercial banks in the country. 

Mixed results on savings. Varying 
degrees of success were reported by 
banks in their efforts to build up sav- 
ings deposits. In Texas, the National 
Bank of Commerce of San Antonio noted 
a “continuous, gratifying increase in both 
the dollar volume of our savings de- 
posits and the number of depositors 
served in that department in 1955.”’ Con- 
siderable credit was given to the increase 
in rate to 2 per cent on savings which 
has been effective since July 1, 1953, and 
the new savings certificates which pay 
2% per cent if held for three years. 
Since July 1, 1953, the San Antonio in- 
stitution’s savings deposits have in- 
creased no less than 70 per cent. 

A much different picture is painted at 
The First National Bank of Chicago 
which has long had the largest amount 
of savings deposits held by any commer- 
cial bank in the world operating only one 
office. It has long emphasized this phase 
of its business, but for 1955 the First 
National characterized the results as 
“disappointing.” For the first year 
since 1941, the annual report states, the 
bank suffered a decline in its savings de- 
posits total, albeit only a small one 


($963,000). Commenting that this trend 
reflected an intensification of competi- 
tion for the savers’ dollars, the bank an- 
nounced plans to combat this competi- 
tion. It cited a remodeling of the savings 
department lobby, and a stepped-up pro- 
gram of advertising. 

Borrowers plentiful. Unlike savers, 
there was no shortage of borrowers in 
1955. Bank of America, for instance, re- 
ported an astronomical gain of $648,- 
649,328 in loans outstanding, and virtu- 
ally all of the banks referred to heavy 
demands for credit. Banks in principal 
money centers, like The First National 
City Bank of New York, mentioned that 
they were called upon during the year to 
carry a substantial volume of loan par- 
ticipations and excess loans for their 
correspondents as a result of this active 
demand. Mellon National Bank and Trust 
Company of Pittsburgh stated that 
heavier borrowings on the part of finance 
companies contributed strongly to its 
loan volume growth. The Mellon manage- 
ment added: “Not only did the large 
nationally known companies in this field 
rely more heavily on bank borrowing, 
but in the case of several important in- 
dustrial customers your bank took the 
lead in assisting them to establish new 
subsidiary finance companies to facilitate 
their sales programs.” 

Cutback example. One _ interesting 
example of voluntary loan retrenchment 
that came to light involved the Trusco 
Finance Company, a wholly-owned sub- 
sidiary of the Trust Company of Geor- 
gia, Atlanta, and six affiliated banks 
which make up the Trust Company of 
Georgia Associates. During the first half 
of 1955, the finance company had a sub- 
stantial increase in its purchases of re- 
tail automobile paper. By mid-year, how- 
ever, the pressure to sell cars had made 
36-month terms and small down pay- 
ments far from unusual. Trusco Finance 
decided that the time had come to impose 
some voluntary restraints, and became 
more selective in the paper it purchased. 
It required at least a third down and a 
limit of 30 months for the balance on 
new cars, and shorter terms for used 
cars, with a minimum of exceptions. 
“Since that time,” said the Trust Com- 
pany of Georgia report, “Trusco has had 
a material drop in the volume of new 
retail business, and a marked downward 
trend in that volume continues. We be- 
lieve that an over-extension and exces- 
sive use of credit in this field will have 
an adverse effect upon all concerned, and 
that the more conservative terms upon 
which Trusco Finance Company pur- 
chases paper, will prove helpful in the 
long run to the manufacturer, dealer, and 
the purchaser of the car, as well as safe- 
guard our economy.” 

Loan ratio discussed. In its unusu- 
ally frank and forthright report, The 
Continental Bank and Trust Company 
of Salt Lake City, Utah, delved move 
broadly into the matter of bank lending 
policy, particularly as to what percent- 
age of a bank’s assets should be invested 
in loans. In his comments, President 
Walter E. Cosgriff acknowledged that it 
is somewhat difficult to express in exact 
figures the ideal relationship between 
loans and resources, and also that such 
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Casu, Go_p ano DvuE From Banks 


The FIRST 


NATIONAL CITY BANK 


of New York 


Head Office: 55 Wall Street, New York 


73 Branches 66 Overseas Branches, 
in Greater New York Offices, and Affiliates 
eeeeeeeeseseeteeeeeeeeeeee @ 


Statement of Condition as of December 31, 1955 


. . $1,616,567,604 


Unitep States GovERNMENT OB.iGaTIons. . . — 1,319,313,958 
OBLIGATIONS OF OTHER FEDERAL AGENCIES . . 44,951,603 
STATE AND MunicipaL SECuRITIES. a a 541,346,809 
OTHER SECURITIES a a ee a oe ae ae 148,354,019 
Loans AanpD Discounts . o « «© © © © @ Fh86,559,507 
Reat Estate Loans anp SECURITIES. . 6 ¢ e 30,218,301 
Customers’ LIABILITY FOR ACCEPTANCES « ¢ e 42,126,245 
Stock In Feperat Reserve Bank oe oe 15,000,000 
OwneERSHIP OF INTERNATIONAL BANKING 

CorPORATION ee ee ee ee a a 7,000,000 
Bank Premises is ee @ 608 @ 6 35,961,202 
ITEmMs In TRANSIT WITH BRANCHES 46 « « ¢« « 11,008,921 
a ee ee ee ee 4,887,952 


LIABILITI 








DeEposITs 
LIABILITY ON ACCEPTANCES AND 





Total “ee © © © © © © © @© @ @ $7,001 ,296,521 








ES 
oe 8 ee ww ww ew 8 ew 6 «6$6,308,783,237 





BiLLs . (2 ea eo eo @ s SIS 
Less: Own ACCEPTANCES IN 
PorTFOLIO — ae 18,354,147 45,121,014 
Due To Foreicn CenTRAL Banks . o © e 21,909,500 
(In Foreign Currencies) 
RESERVES FOR: 
UneEarRNED Discount AND OrHeR UNEARNED 
a 25,231,364 
Payments UnpDER AGREEMENT OF MERGER 
Datep Marcu 1, 1955 a a 216,700 
InTEREsST, Taxes, OTHER ACCRUED 
ee 34,027,837 
NEP ak ete hh eH eo! 6,000,000 
CapPITAL . » « « © « « « « $200,000,000 
(10,000,000 Shares—$2o Par) 
Surplus. . » e © «© « « « 300,000,000 
Unpivipep Prorirs. . . . . . 60,006,869 560,006,869 
a a a $7,001 296,521 











Figures of Overseas Branches are as of December 23. 


$453,849,290 of United States Government Obligations and $22,571,200 of 
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The good news in 1955 reports was 


a figure could vary depending upon the 
community served and the deposit struc- 
ture. “Nevertheless,” he affirmed, “it 
has been our view that under normal con- 
ditions it is entirely reasonable and 
proper for a bank to loan up to 50 per 
cent of its total resources should sound 
loans in this amount be available, and it 
is easy to visualize conditions under 
which this percentage could possibly go 
higher.” 

In an accompanying chart covering the 
past decade, the report showed the aver- 
age annual ratio of total loans to total 
resources for Continental Bank, all mem- 
ber banks of the Twelfth Federal Reserve 
District, and all Federal Reserve member 
banks throughout the country. Over the 
period, the average loan ratio for Con- 
tinental Bank was 43 per cent; for 
Twelfth District member banks, 34.2 per 
cent; for all member banks, 29 per cent. 
Despite this, said the report, Federal Re- 
serve figures for a 20-year period show 
that average losses on loans for member 
banks was approximately two and one- 
half times more than those of Continen- 
tal Bank. “Thus the conclusion seems 
evident to us,” President Cosgriff as- 
serted, “that a bank can be fully respon- 
sive to the needs of the public and at 
the same time keep its losses at a rea- 
sonable level.” 
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“packaged” attractively 


Securities liquidated. Heavy 1955 loan 
volume was generally accompanied by 
a significant reduction in bank invest- 
ment portfolios, particularly short-term 
Governments. This, plus a tendency to 
switch into longer-term issues for tax 
purposes and to obtain higher interest 
income, lengthened the average maturity 
of bank security holdings. Manufacturers 
Trust Company in New York City, for 
example reported that changes of this 
nature in the past year had resulted in 
the extension of slightly more than one 
year in the average maturity of its Gov- 
ernment security list. The bank also 
noted a moderate increase in its holdings 
of tax-exempt State, Municipal and Pub- 
lic Securities; most of this increase and 
about two-thirds of its year-end holdings 
of tax-exempts consisted of New Hous- 
ing Authority Bonds. “Investment in- 
terest in these bonds on the part of both 
individual and institutional investors has 
broadened to the point where the bonds 
now command excellent markets,” said 
Manufacturers Trust. 

Personnel developments. Judging from 
the annual reports, bank management in 
1955 gave a lot of careful thought to 
personnel policy, as the labor market 
became increasingly competitive with 
growth of the business boom. 

One of the foremost topics discussed 
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had to do with salary adjustments. At 
Mellon National Bank in Pittsburgh, one 
of the major steps taken to maintain its 
competitive position as an employer in- 
volved a general salary review held last 
fall. Finding that salaries in other busi- 
nesses were tending upwards, Mellon 
adjusted all salary brackets in the bank 
and then reviewed the salaries of all 
employees in the light of these new 
ranges. As a result, a large number of 
employees received substantial increases. 
All of these, however, were on the basis 
of individual performance. “Placing the 
emphasis on individual performance, we 
believe, provides a real incentive both 
for better work and increased job satis- 
faction,” said the bank’s report. 

This thought was echoed by President 
Benjamin Strong of the United States 
Trust Company, New York City. After 
a thorough study, this institution decided 
to continue its policy of basing compen- 
sation on quality of work, degree of re- 
sponsibility, and length of employment, 
rather than granting flat percentage in- 
creases. “We believe that this procedure 
has the enthusiastic support of our whole 
organization,” Mr. Strong told share- 
holders. 

Salary survey. On the other hand, 
The County Trust Co., White Plains, 
New York, following a regular semi- 
annual salary survey last year of other 
companies in the Westchester County- 
New York City area, instituted a 5 per 
cent general increase for all its person- 
nel which added approximately $100,000 


to the annual payroll. At the same time, 
the bank increased the minimum and 
maximum salaries for each classification 
by 10 per cent. County Trust also has 
a profit sharing arrangement whereby 
$362,715 was distributed to the staff, rep- 
resenting 14.08 per cent of the year’s 
compensation. “In this connection,” the 
report added, “approximately 80 per cent 
of the recipients have elected to invest 
the trusteed half of their share in 
County Trust stock, thereby becoming 
partners in our enterprise.” 

Employee benefits boosted. The mat- 
ter of employee benefits ranked along- 
side salaries as a major personnel topic 
of management concern, with many 
banks announcing improved programs 
adopted in 1955. Thus the Maryland 
Trust Company in Baltimore reported 
that the directors had undertaken a 
study of that institution’s pension plan 
which has been in effect since 1945, and 
the original plan was found to be quite 
inadequate when tested against present 
day standards. As a result, the directors 
adopted a revision modernizing the pro- 
gram. It substantially increases the re- 
tirement benefits, but does not materially 
add to the annual cost. 

A thorough modernization of its pen- 
sion and insurance plan was likewise an- 
nounced by The Hanover Bank, New 
York City, including provision for con- 
version to a trusteed plan. The amended 
program bases pension benefits on the 
employee’s average annual salary for 
the last 10 years prior to retirement, and 


adjusts insurance benefits. Improved in- 
surance coverage and a larger pension 
will result for most employees, with 
length of service an important factor in 
the computation. It is estimated that 
the past service cost of these changes 
will be approximately $2.3 million after 
taxes. 

Profit sharing adopted. The idea of 
profit sharing seems to be making some 
headway in banking, judging from the 
shareholder messages. Bank of the Com- 
monwealth in Detroit will have such a 
plan, according to President Howard P. 
Parshall, who explained that it would 
replace a former mid-year bonus. Manu- 
facturers Trust in New York City also 
noted that it had submitted for stock- 
holder approval a profit sharing plan 
designed to enable the bank to compete 
more effectively for and to retain desir- 
able personnel. It will cover all full-time 
employees and will replace a year-end 
bonus of 6 per cent of the first $6,000 
of annual salary, which has been paid in 
each of the past 10 years to employees 
earning $10,000 a year or less. Meanwhile 
stockholders of the Trust Company of 
Georgia, Atlanta, heard a report on the 
first two years of operation of its profit 
sharing plan. Eligible participants re- 
ceived 10.55 per cent of compensation in 
1954 and 11.62 per cent in 1955, or a total 
of $481,698 for the two years. Under the 
trust feature of the plan, more than 
$240,000 was invested. 

Staff training. Stepped-up employee 
training programs were cited by some 
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banks as a highlight for 1955. The Amer- 
ican National Bank in St. Paul, Minne- 
sota, told of a new “In-Service Training 
Program” to acquaint staff members with 
what may be expected of them. 

Business development. Bank strategy 
in the field of new business and cus- 
tomer relations evoked its share of 
management comment. Mellon National 
Bank stated that the remarkable upgrad- 
ing of personal incomes, creating an 
ever-growing strata of middle-income 
families, had importantly affected the 
bank’s advertising to the general public. 
“While continuing to appeal to those 
families and businesses who are accus- 
tomed to using bank services,” said the 
Mellon report, “we have been attempting 
to reach more effectively into this new 
market. During the year the use of bill- 
boards and newspapers for advertising 
was expanded with direct emphasis on 
specific bank services. Complementing 
this activity, a bank-wide training course 
in customer relations was instituted for 
our employees.” 

As a means of cultivating correspond- 
ent bank business, the Third National 
Bank in Nashville held five forums for 
banks in separate cities in the trade 
area during the past year. Among the 
subjects discussed at these correspondent 
sessions were pension and profit-sharing 
plans, investments, credits, and opera- 
tions. 

Departmental gains. Banks conduct- 
ing a foreign business generally reported 
gains in this activity. Irving Trust Com- 
pany stated that its commercial letters 
of credit ran 22 per cent ahead of 1954 
and items sent abroad for collection 
showed a similar gain. Foreign trade 
financing through bankers acceptances 
was also more widely used because of 
money market conditions, the New York 
bank added, and its average volume of 
acceptances outstanding during the past 
year rose 29 per cent over 1954. 


Trust department results, too, came in 
for a share of favorable comment. Like 
this one from the First National Bank 
of Chicago: “Trust charges have not 
changed in many years, but through 
greater volume and lower unit costs, as 
well as increased values in custodial ac- 
counts, we have attained our best earn- 
ings in 52 years of estate administra- 
tion.” 

Customer conveniences. Among the 
unusual customer services cited was that 
offered by the Merchandise National 
Bank in Chicago, where an auditor on the 
main banking floor gives friendly help on 
numerous banking problems, especially 
checking account reconcilement. It was 
reported that often more than 80 cus- 
tomers ask for help in one day. Follow- 
ing were other special financial conven- 
iences singled out by Merchandise Na- 
tional: a member of the staff buys and 
sells securities for customers as their 
agent; there is speedy cashing of pay 
checks of customers’ employees through 
a system of quick identification and pre- 
packaged currency; and, a handy adding 
machine is stationed in one corner of the 
lobby. 

Brochure innovations. Not only was 
the news in 1955 bank reports uniformly 
good, but it was also “packaged” in many 
attractive and ingenious ways to attract 
wide readership. 

A renowned artist and two nationally- 
known writers were called upon by the 
First National Bank in Dallas to create 

n “Outside Look” theme for its annual 
report. Each of the three set down in 
his own way his personal impressions of 
the bank. On the cover, Antonio Fasconi, 
noted Uruguayan woodcut artist, created 
a study of the “ceaseless movement of 
customers into the bank from every sta- 
tion in life.” Fred Gipson, a Texan famed 
for his best-selling “Hound-Dog Man” 
and other novels, took a “country-boy” 
look at the First National, in his article 
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Net Yields Obtainable 
From VA and FHA Loans 


generous yields are currently available from VA and FHA 
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saw the bank 


As “outsiders” 


called “The Bank Without a Watch- 
Chain Belly.” And, Donald I. Rogers, 
business and financial editor of the 


New York Herald Tribune, took a metro- 
politan writer’s analytical view, but con- 
cluded that despite its Texas locale the 
First National’s growth has been due to 
aggressive conservatism in straight-line 
banking rather than to flamboyant show- 
manship; that the institution was a “low 
pressure outfit by most standards in the 
trade.” The report itself summarized the 
results of that policy; they added up toa 
record-breaking performance for the Dal- 
las institution. 

Stock appreciation traced. Of excep- 
tional interest, too, was the way Con- 
tinental Bank in Salt Lake City told the 
story of one share of stock and its 
growth in value over the past 20 years. 
It was assumed that the theoretical in- 


} vestor bought just one share in 1936 at 


the existing price of $35, and that he re- 
tained this single share for 20 years, 
neither adding to nor taking from his 


From $35 to $645 a share 





Market Value of 
Continental Bank and Trust Company Stock 


Growth in Velue of One Share Over » Twenty-Year Period 


Noe a nber Market 
< Vaiue of 
Sale Re io ng Orgenal 
Year Price Shares Share 





i $ 35.00 





"Stock dividend of 44 share for cach share held. 

**Scock dividend of 1/5 share for cach new share heid (equal to 1/4 
share for each original share ) 
#* Stock splis of 20 shares of new stack for each share of old stock. 
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Come and get it! 


This is the way the breakfast food industry uses 
money from banks to help you set a good table 


This morning, America, you sat down 
to an estimated 1,000 tons of breakfast 
cereal! 

And to satisfy your taste for the per- 
fect breakfast, 64 separate manufacturers 
produce dozens of different cereal varie- 
ties which you find on your grocer’s shelves 
under all the popular brand names. 

‘lo produce and sell these products of 
healthy American business competition, 
many groups as diverse as farmers, manu- 
facturers, retailers, and .. . bankers, work 
together. 


What bankers do 


The banker is important to the cereal story 


for many reasons. At the raw material 
stage, it’s frequently a bank loan that tides 
the farmer over from sowing to selling his 
crop. On the processing side, bank loans 
help milling companies buy up summer 
harvests, convert them into table cereals 
. . . package and market them. And, on 
the retail level, it’s often a bank loan that 
helps your grocer stock cereals to your 
family’s taste. 


Health and wealth 


But all these bank loans do more than 
contribute to your freedom of choice at 
the breakfast table. 

They also contribute to the nation’s 





over-all economy, because wherever money 
works in America, men and women work 
too, and the goods they produce . . . the 
wealth they create . . . add to the whole 
nation’s health and well-being. 

The Chase Manhattan Bank of New 
York, a leader in loans to American indus- 
try, is proud of banking’s contribution to 
the progress of our country. 


THE 
CHASE 
MANHATTAN 
BANK 


(MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION) 


(One of a serics of advertisements appearing in New York City newspapers) 











holdings. As the table reproduced on 
page 8 shows, the one share at $35 
has now grown to 30 shares valued at 
$645, thanks to market appreciation, 
stock dividends, and a 20-to-1 stock split. 
In the interpretative report accompany- 
ing the table, the bank explained that 
this does not take into account the cash 
dividends received by the investor over 
the years. 

Pictorial ideas. A _ picture story of 
the growth of Greater Cleveland during 
the past decade featured the annual re- 
port of Central National Bank of Cleve- 
land. An excellent color photograph of 
the city’s downtown area, taken from the 
air, made a striking cover. Pictured in 
color on the center spread of the report 
was a symbolic city of 215,000 people 
representing the growth of Greater 
Cleveland in the past 10 years. And, 
shown pictorially, were a number of im- 
portant growth indicators during this 
interval such as 97,692 new family units, 
an increase of over a billion dollars in 
both retails sales and bank deposits, etc. 

New sites exclusively for industry 
were shown by aerial photos, in the Na- 
tional Bank of Tulsa’s report. The Okla- 
homa institution explained that record- 
breaking business activity had created a 
heavy demand for sites, and that the 
planning commission had zoned more 
land for this purpose in 1955 than in any 
previous year. The aerial views repro- 
duced were said to be representative of 
the planned industrial districts just get- 
ting started. The Tulsa bank used this 


means of calling attention to the work 
of its industrial department in the area. 

Broad Street Trust Company in Phila- 
delphia reproduced two early-day 
sketches from the Pennsylvania Histori- 
cal Society collection, showing views of 
Broad Street in 1839 and 1865 at junc- 
tions where offices of the bank are cur- 
rently located. Immediately below the 
two scenes, it reproduced present-day 
views of Broad Street from the same 
vantage point, picturing the bank’s of- 
fices. One of the early scenes was used 
as the report’s cover illustration, in color. 

Other ideas. In addition to its 32- 
page report to stockholders, The Bank 
of Virginia used newspaper advertise- 
ments in 10 daily papers throughout the 
state, to report the 1955 highlights to the 
general public. The copy used a question- 
and-answer technique, and spot illustra- 
tions emphasized particular points. 

In the section of its annual message 
that reviewed the activity highlights of 
its various departments, the American 
National Bank in St. Paul had the officers 
heading these departments make the re- 
ports, instead of general management. 

In its year-end statement of condition 
spread, the statistics were flanked on 
both sides by explanatory columns giv- 
ing “facts about the figures,” in the Mer- 
chandise National Bank of Chicago re- 
port. There was a paragraph of defini- 
tion or clarification devoted to each item 
in the statement. 

In the report of the Fort Worth Na- 
tional Bank, much of the story of what 
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ABRIDGED STATEMENT OF ASSETS AND LIABILITIES 


(Expressed in Australian Currency) 


30th SEPTEMBER, 1955 








ASSETS £A 

Coin, Bullion, Notes and Cash at Bankers .... .... ccc. cess sees 27,998,888 
Money at call and short notice .... —— 2,635,500 
Treasury Bills — Australian Government .... .... hi 1,999,589 
Cheques of, and Balances with and due from other teks ins. sania i 9,504,048 
Special Account with Commonwealth Bank of Australia .... .... 0... 39,683,000 
eens: OG Ge RUE PE, UD ai cis cence ces: cone cies cose Slee 00 23,015,268 
Bills Receivable and Remittances in Transit . ee ali A 61,303,444 
Loans and Advances to Customers and other Aesounte seek atk’ eliee ii bn ~ kdl 
Giametemty GF Customers Ter AGGOWUURORS onc. ccc. cscs iss secs. cece. cess ee sete 4,372,526 
Bank Premises and other Fixed Assets .... .... ses 7,142,468 
Liability of Customers and Others on Confirmed Credits, ‘Guarantees, etc. ... 35,597,289 

£A425,731,124 

LIABILITIES £A 

Capital paid up .... sak Sane: eee  aeee & 12,801,000 
Reserve Fund and Profit ond ‘toss ‘Account Balance ee ee eee 10,208,131 
Current, Deposit and other Accounts .. se. 362,752,178 
Acceptances for Customers .... .... aii: saan 4,372,526 
Confirmed Credits, Guarantees, ete., on 1 behalf of Comemers ies shies 35,597,289 

£A425,731,124 

GENERAL MANAGER’S OFFICE FOR AUSTRALIA, NEW ZEALAND, FIJI, PAPUA AND 


NEW GUINEA: 
394-396 Collins Street, Melbourne. 
PRINCIPAL OFFICE IN NEW ZEALAND: 
196 Featherston Street, Wellington. 
HEAD OFFICE: 71 Cornhill, 
Over 840 Branches and Agencies throughout Australia and New Zealand, in Fiji, Papua 
and New Guinea, and in London. 


London, E.C.3. 
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Of historical interest 


happened in that Texas community dur- 
ing the year was recorded through a 
mounting of newspaper headlines that 
announced noteworthy business develop- 
ments. 

Besides the Central National Bank of 
Cleveland, other institutions with attrac- 
tive views of business districts on their 
report covers were the Frost National 
Bank of San Antonio, Texas, the Na- 
tional Bank of Tulsa, and the National 
Bank of Commerce in Memphis. 

Economic viewpoints. As is custom- 
ary, many bank managements in their 
shareholder messages expressed views on 
the broad economic outlook, and in gen- 
eral they were far from pessimistic. 

“Tt is apparent that business enters 
1956 under good momentum,” commented 
the First National City Bank of New 
York report. “The size of programs for 
capital investment is particularly im- 
pressive, and reflects confidence in ex- 
panding markets as well as the necessity 
to modernize in order to keep costs down 
and products up to date. Increased plant 
and equipment expenditures will do much 
to offset any slackening in other seg- 
ments of the economy.” 

President Sidney B. Congdon at The 
National City Bank of Cleveland com- 
mented: “There is reason to believe that 
progress has been made toward reduc- 
tion of cyclical swings in business ac- 
tivity. The counter-cyclical moves of the 
monetary authorities have been well 
timed and effective. Industry, through 
research and long-term planning of ex- 
pansion, is evening out the trend of 
capital expenditures. It is our belief that 
your bank can look forward to conduct- 
ing its business in a strong and expand- 
ing national economy for years to come. 
To be sure, some years will be better 
than others, but prolonged and severe 
economic setbacks seem less likely than 
in the past.” 

However, President Eliot G. Fitch of 
the Marine National Exchange Bank in 
Milwaukee contended that the record new 
car buying in 1955 and the recent record 


Burroughs Clearing House 


en in 




















' ~~ = ' 


1 


\_- 
le 
ir 
l- 


rs 
od 














DIRECTORS 


BARNEY BALABAN 
President, Paramount Pictures Corporation 


EDWIN J. BEINECKE 
Chairman, The Sperry and Hutchinson Co. 


CLINTON R. BLACK, JR. 
President, C. R. Black, Jr. Corporation 


ALVIN G. BRUSH 
Chairman, American Home Products 
Corporation 


LOU R. CRANDALL 
President, George A. Fuller Company 


CHARLES A. DANA 


Chairman, Dana Corporation 


HORACE C. FLANIGAN 
President 


JOHN M. FRANKLIN 
President, United States Lines Company 


JOHN GEMMELL, JR. 
Clyde Estates 


PAOLINO GERLI 
President, Gerli & Co., Inc. 


EUGENE S. HOOPER 
Senior Vice President 


JOHN L. JOHNSTON 
Director, Phillips Petroleum Company 


OSWALD L. JOHNSTON 
Simpson Thacher & Bartlett 


BARRY T. LEITHEAD 
President, Cluett, Peabody & Co. Inc. 


KENNETH F. MacLELLAN 
President, United Biscuit Company 
of America 


JOHN T. MADDEN 
President, Emigrant Industrial Savings Bank 


JOHN P. MAGUIRE 
President, John P. Maguire & Co., Inc. 


GEORGE V. McLAUGHLIN 
Vice Chairman, Triborough Bridge and 
Tunnel Authority 


GEORGE J. PATTERSON 
President, Scranton & Lehigh Coal Co. 


WILLIAM G. RABE 
Chairman, Trust Committee 


HAROLD C. RICHARD 
New York City 


HAROLD V. SMITH 
Chairman, The Home Insurance Company 


t. A. VAN BOMEL 
Chairman, National Dairy Products 
Corporation 


HENRY C. VON ELM 
Honorary Chairman 


GEORGE G. WALKER 
President, Electric Bond and Share Co. 


‘ebruary, 1956 





MANUFACTURERS 
TRUST COMPANY 


Head Office: 55 Broad Street, New York 


112 OFFICES IN GREATER NEW YORK 





Statement of Condition, December 31, 1955 





RESOURCES 
Cash and Due from Banks ........... $1,024,445,016 
U. S. Government Securities .......... 769,017,430 
U. S. Government Insured F. H. A. Mort- 

gages ska 73,436,461 
State, Municipal and Public Securities . . 174,412,576 
Stock of Federal Reserve Bank. ....... 4,511,700 
Other Securities ..... ae ae 38,770,410 
Loans, Bills Purchased and Bankers’ Ac- 

PE va vecesnes as actravnae 1,058,200,319 
PD cc onseweeeeeseonesenes wa 22,310,553 
Banking Mewses ... occ cc ccc ccceee r 18,061,398 
Customers’ Liability for Acceptances ... 19,181,719 
Accrued Interest and Other Resources ... 7,364,936 





$3,209,712,518 








LIABILITIES 
Capital (2,519,500 

shares—$20. par) .. $ 50,390,000 
a seer 100,000,000 
Undivided Profits ...... 47,611,046 $ 198,001,046 
Reserves for Taxes, Unearned Discount, 

Interest, etc. pad eee ene eetennes 15,198,338 
Dividend Payable January 15,1956 .... 2,015,600 
Outstanding Acceptances res e'eee 20,799,126 
Liability as Endorser on Acceptances and 

| Serr tT 16,491,324 
Other Liabilities ...cccccccccccccces 1,045,369 
Deposits ..... peseuenteeeeedenee< 2,956,161,715 

$3,209,712,518 


United States Government and Other Securities carried at $110,000,660.53 are pledged to 
secure public funds and trust deposits and for other purposes as required or permitted by law. 


Member Federal Reserve System 
Member New York Clearing House Association 
Member Federal Deposit Insurance Corporation 
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Christmas shopping spree might result 
in a slowdown of consumer purchasing. 
“The question is,” he said, “when and 
how severe will it be?” 

Voluntary restraint. That the great- 
est danger we face is an over-availabil- 
ity of money for goods and services be- 
yond their current production, was the 
opinion expressed by Thomas C. Bou- 
shall, president, The Bank of Virginia, 
Richmond. He pointed out that such a 
condition historically inflates the price 
structure, and warned that if sufficient 
voluntary restraint by the banks and 
other credit-granting agencies does not 
hold the economy to a sound, safe level 
of growth or around three to four per 
cent over 1955, “it is obvious that the 
Federal government will take further 
restrictive and restraining steps.” 

Management at Guaranty Trust Com- 
pany of New York predicted that as 
measures taken by the government and 
the Federal Reserve to check credit ex- 
pansion take effect, there will be in- 
creasing demands from the inflationists 
for a return to “safe-money” policies, 
with national elections strengthening 
their demands. 

Limitation cited. Many of the bank 
reports lauded the steps taken by the 
manetary authorities during the past 
year to curb credit excesses. But K. W. 
Berry, president, Whitney National Bank 
of New Orleans, made this pertinent 
observation: “It seems to me at times, 
however, that our present system puts 
the central bank in a position very sim- 
ilar to that of the driver who sits at 
the steering wheel over the rear wheels 
of a fire department hook-and-ladder 
truck. That driver can avoid some of 
the troubles which the front driver cre- 
ates but he cannot control the course of 
travel which the truck will take. Sim- 
ilarly, much of what the Federal Reserve 
as our central bank would like to accom- 
plish can be undone and the economy 


sent in the other direction by the action 
of Congress and other departments of 
Government in such matters as terms on 
housing guaranties, federal aid to road 
building, federal aid for education and 
the building of schools, foreign aid, and 
even the attitude of Congress on ordi- 
nary items in the budget. If we are to 
forego permanently the automatic and 
arbitrary restraints of a convertible cur- 
rency on those who use the public purse, 
then it seems to me some equally ef- 
fective restraint must be devised for 
those who do the public spending in 
order that monetary policy may do the 
job we expect of it.” 

Worth close study. All in all, the 
annual reports for 1955 contain a wealth 
of revealing information on banking’s 
major trends; they disclose top man- 
agement’s thinking on many vital topics; 
and they represent a treasure chest of 
new ideas that have been developed in 
recent months. 

As such, they are well worth careful 
reading and study by individual bankers 
and other financial officers. 


° 4 4 


Tight Money Markets. 
1953 ws. 1955 


During the latter half of 1955 money 
markets became progressively tighter. 
The Federal Reserve tautened the mar- 
ket by refusing to supply added reserves 
while loan demand was mounting. Treas- 
ury bill rates increased from 1.6 to 2.6 
per cent during this half-year period. 
But long-term interest rates were re- 
markably little affected. Long-term 
Treasury bond prices ended the period 
only slightly lower than the level that 
prevailed in July 1955. This has been a 
genuine surprise to most money market 
analysts. In this respect, the tight money 
experience of late 1955 was quite differ- 
ent from that of mid-1953. 








7 









12 


France, Portugal and Spain 


Complete International Banking Service 


BANK of LONDON & SOUTH AMERICA 


CAA LIM iItED RD 
93 Years... 62 Branches 


in South and Central America, England, 











Short-end differences great 


Flat yield curves. As shown in the ac- 
companying chart, yields on Treasury 
obligations maturing in less than two 
years are now higher than they were 
in 1953. But the right-hand side of the 
yield curve is lower. The difference is 
particularly marked for intermediate 
maturities: those from 7 to 10 years. The 
present yield curve is almost flat whereas 
in 1953 the short-term end of the curve 
sloped materially at least up to the 10- 
year margin. 

As the chart also shows, the great 
change from mid-1954 to the end of 1955 
was in the advance in short-term rates. 
Many money market observers feel that 
the Federal Reserve created an excessive 
degree of ease in short-term money rates 
in 1954. As the chart shows, the 1954 
yield curve was not continuous: it sloped 
upwards sharply for the first 6 years to 
maturity, and then sloped much more 
gradually. 

Possible explanation. The Federal Re- 
serve could defend itself by saying that 
its greater skill in avoiding overt evi- 
dence of panic in the long-term market 
while creating conditions of tautness in 
the short-term market was to be en- 
couraged. This is certainly true in part: 
the harsh word “panic” was used to de- 
scribe conditions in 1953, but no such 
thing as that has been’ suggested 
recently. 

A possible explanation of the difference 
between 1953 and the recent past is 
simply that the current rate of saving 
may be higher than it was in 1953. This 
is not suggested by the Department of 
Commerce estimate of saving based on 
GNP figures. These figures, however, 
often seem to vary from the more direct 
evidence of funds flowing through finan- 
cial institutions. It would appear that 
the principal savings institutions have 
funds to invest. Although new offerings 
have been in fairly heavy volume they 
have been absorbed without drastic yield 
concessions. Toward the end of the year 
a few issues were “sticky” but the con- 
dition of the market was far from seri- 
ous. Apparently the sharpest price con- 
cessions were made in the field of tax- 
exempt financing. 

Tax-exempt securities. The scales of 
yields offered on new issues of tax- 
exempt securities can be considered a 
form of yield curve. The second accom- 
panying chart shows the averages of 
such scales for two dates—July 1953 and 
December 1955; and for two ratings, the 
Aaa and the Baa grades. In both cases 
recent offering scales were much flatter 
than those prevailing in 1953. Currently 
the yields on short-term tax-exempt obli- 
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Offering scales are flatter 


gations are quite high but long-term 
yields are below those prevailing two and 
one-half years ago. In this respect the 
second chart confirms the evidence of the 
first chart. But there are also differ- 
ences. 

The tax-exempt scales continue to 
show an appreciable slope and this slope 
continues rather far out to remote ma- 
turities. Two interpretations can be put 
on this fact. Buyers may be offering less 
for the privilege of tax exemption at 
remote dates than was true before. This 
may be true but a simpler explanation is 
also the more likely one. Intermediate 
maturity Treasury obligations have lost 
some of their appeal for reasons that 
will be explained below. But one impor- 
tant class of buyer for tax-exempt obli- 
gations still prefers intermediate maturi- 
ties: the fire, marine, and casualty stock 
insurance companies. 

The second chart also suggests that 
Baa tax-exempt securities have fared 
relatively better than in 1953. Except for 
the very short-term end, the scales for 
recent Baa offerings have been both 
flatter and lower. The yields on Aaa 


securities are above 1953 clear out to | 


the 10-year margin whereas for Baa 


securities the crossing is at about the 4 | 


or 5 year margin. 

Institutional investment policy. Recent 
experience seems to have _ influenced 
some institutional investors. The con- 
siderable price variability of high-grade 
securities in the intermediate maturities 
has been noted. Some commercial bank- 
ers are no longer so clearly convinced 
that maturity spacing is a wholly satis- 
factory investment policy. When current 
loan demand is strong, the rotation of 
maturities does not supply enough funds. 
Sales must be made from further up the 
maturity ladder. And such sales often 
seem to lead to capital losses almost as 
great as those that would have been suf- 
fered on truly long-term high-grade 
securities. 

The second point observed has been 
that high-grade tax-exempt securities 
may involve almost as much risk of price 
fluctuation as is true of lower quality 
tax-exempt obligations. This point prob- 
ably is not as generally conceded as the 
first one but the evidence of recent expe- 
rience suggests it strongly. It is a point 
worth further study. 

Some feel, of course, that the condi- 
tions prevailing at the end of 1955 can- 
not be sustained: either short-term inter- 
‘st rates must recede or long-term yields 
will inerease further. Only the test of 

ime can tell which of these several views 
s true. 
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estimated at 8%. 


average for the nation. 


RETAIL SALES in Southern California during the 
past year were at the highest level in history— 
exceeding the 1954 total by approximately 
14\4%. For the 14 southernmost counties of 
the state, retail sales were estimated at $10,890,- 
000,000. In the Los Angeles Metropolitan Area 
the estimated 1955 total was $7,660,000,000— 
a gain over 1954 of more than 15%. 
55 increase for the United States as a whole is 


The 1954- 


Climbing to levels never previously ap- 
proached, the 1955 retail volume average of 
$1,335 per capita in Southern California was 
10% above the 1954 figure—and nearly 19% 
over the national average. The Los Angeles area 
per capita figure of $1,363 was 21% above the 





ECURITY-FIRST NATIONAL 
BANK OF LOS ANGELES 


FOUNDED 1875 


STATEMENT °F CONDITION 


DECEMBER 31, 1955 





RESOURCES 
Cash and Due from Banks ...... Mmneee 
U. S. Government 

SOCUEMEES .2000002 $ 960,414,948.52 
State and Municipal 

a 74,543,574.97 
Other Bonds and 

SOCUPIGIES <0..00000% 31,233,689.95 
ee Ee 
Earned Interest Receivable ............ 


Customers’ Liability— Accept. and L/C 
Bank Premniees....ccescccccessosccsens 





CE PIE iain ndtoncaneresieevivess 
RUPEES ceisasceecsucuseserseeeies 
LIABILITIES 
ee $  50,000,000.00 
Surplus pena iiaaaa 50,000,000.00 
Undivided Profits .. 42,294,239.61 
Reserves for Interest, Taxes, etc....... 
Interest Collected—Unearned.......... 
Acceptances and Letters of Credit ..... 
CE TN inn ccsdensecssnccccen 


Deposits—Time .... $ 620,677,645.56 
—Demand. 1,355,285,334.88 


$ 428,990,195.95 


1,066,192,213.44 
632,441,331.73 
6,217,213.90 
3,572,826.66 
3,756,008.33 
222,490.83 


$2,141,392,280.84 





$ 142,294,239.61 
14,340,635.56 
4,851,299.27 
3,572,826.66 
370,299.30 


1,975,962,980.44 





$2,141,392,280.84 


Securities carried at $220,808,827.24 are pledged to secure trust funds 
and U.S. Government, State and other Public Moneys, and for other 


purposes as required or permitted by law. 


143 Offices and Branches serving Central and Southern California 











Member: Federal Reserve System, Federal Deposit Insurance Corporation 
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No Bust, No Big Jolts—Only a Hidden Price Tag | 
By Philipp H. Lohman 
Chairman, Department of Commerce and Economics, University of Vermont 
= =a eee 





The lights are green, all the way down 
a straight track. The almost $400-billion 
economy is whizzing along toward an 
even bigger 1956. Ten years hence, 
Americans will be living in a $570-billion 
economy. Growth of production will be 
close to 4 per cent a year from now on 
until 1965. This is what some highly 
qualified observers are saying. 

There are others, on the other end of 
the spectrum. Their prognostication is 
not quite so rosy. Booms have always 
sooner or later come to a bad end. This 
is nothing but an old-fashioned peace- 
time boom, kept alive by an _ over- 
expansion of private debt to finance the 
output of durable goods and construction 
industries. Personal savings are declin- 
ing. The money supply and, notably, the 
turnover rate of money are up—the 
latter appreciably. The present rate of 
increase in personal debt cannot continue 
and when deceleration comes, the econ- 
omy will receive a nasty shock. 

Confidence important. Such apparently 
diametrically opposed positions are in 
their arguments nevertheless not mu- 
tually exclusive. If the general feeling 
is that the more distant outlook is 
excellent, then whatever 


must be made meanwhile in the economy 
cannot be too painful. Whatever decelera- 
tion will take place, will not be of the 
heavily cumulative variety. For the 
atmosphere in which it will occur will 
be one of confidence in the future, rather 
than one of heavy uncertainty as was 
our lot on previous occasions. 

In case of a severe jolt, any compari- 
son with 1929 can immediately be dis- 
missed. The worst to be expected would 
be a recession of the 1937-1938 variety. 
Stock prices then declined 25 per cent. 
Industrial production went down by 20 
per cent, adding 3% million to the ranks 
of the unemployed. 

The stock market. Even here compar- 
isons can be misleading. The Dow-Jones 
industrial averages could go from the 
present 480’s to the 360 level. A con- 
firmed Dow-theorist could look at the 
present market situation as the top of 
a major cycle, with stocks passing from 
strong into weak hands. This would, of 
course, presage a downward movement. 
On the other hand, a highly selective 
market could move within rather narrow 
limits of the averages until it resumes its 
upward movement. Predictions for the 


adjustments + level of the averages in 1960 range as 





| Are you ready for numbers? Is this 
the time to start thinking of proc- 
| essing checks by account numbers 
instead of by names? Some banks 
are already doing it. Others plan to 
i do it when automation becomes a 
reality. Still others want to get 
started now because of the two-year 
time lag before the numbers appear 
on all the checks going through. 


We don’t know too much about 
this particular subject except that it 
is going to cost the banks a lot of 
money. We also know that it is 
j going to cost certain banks a lot 
j more than others. For example, if 
we assume it costs 40c per customer 
per year to supply blank checks, and 
that it will cost $1.40 per year to 
supply checks with imprinted 
account numbers, then a bank with 
ten thousand accounts would have 
to absorb an increased check cost 
of ten thousand dollars. 








On the other hand, if over the years 
a bank had succeeded in selling 
imprinted checks to 50% of its 
customers, then this bank would 
have to absorb only five thousand 
dollars. Better than that, since this 
bank would have saved two thousand 
dollars, the actual absorption would 
be three thousand dollars. In other 
words, can you afford not to sell 
imprinted checks? 


It isn’t too late to start, because 
electro-mechanical processing is still 
a few years away and there is plenty 
of time to do a selling job. Our 
responsibility is not only to produce 
quality checks but to help you sell 
them. We provide advertising and 
many other sales helps to do the job. 
Regardless of the size or location of 
your bank, we can present a program . 
that will save you money...a 
program chat will tie in with 
numerical processing of the future... 
a program that will be effective now. 
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PROFESSOR LOHMAN 


“Patent medicine instead 
of surgery” 


high as 750. That again radiates an 
atmosphere of confidence in the future. 
Hence any decline could not be as severe 
as would be the case in an aura of 
gloom. 

The stock market today has little in 
common with the markets of the 1920’s 
or the 1930’s. On “Heart Monday” (Sep- 
tember 26, 1955) only two margin ac- 
counts were closed out in Wall Street 
when the averages declined from 487 to 
455. There was heavy support buying on 
the part of those engaged in making 
markets for securities. This shows how 
seriously today the securities industry 
takes its social responsibilities. Such 
feeling of public responsibility should be 
placed high on the list of so-called sta- 
bilizing factors. There is today also 
heavy institutional buying of securities, 
a phenomenon which cannot be rated 
among unstabilizing factors. Moreover, 
the stock market can no longer be con- 
sidered a barometer of economic activi- 
ties. One might even question its role 
as economic thermometer. 

Two primary factors. If adjustments 
will have to be made between now and 
the end of the decade, when a new 
ground swell of a far greater expansion 
period than ever occurred before in the 
country’s history will carry us to still 
higher levels, the shocks will not be very 
severe. That is primarily due to two 
reasons. One, the economy today is less 
susceptible to shocks and possible down- 
ward cumulative spirals than formerly. 
Second, experience has taught us that 
prosperity can be purchased at a price. 
The price is continuous upward pressure 
on prices. 

Business today engages in longer- 
range planning than used to be the case. 
That is another important stabilizing 
factor. Business decisions are less likely 
to be remade in the light of sudden eco- 
nomic or, for that matter, political 
changes. The shock absorbers in the 
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economy are today quite powerful, rang- 
ing from $6 billion in social security 
payments in 1956, and private pen- 
sion and (supplementary) unemployment 
compensation, to a strong banking sys- 
tem. Here again background is impor- 
tant. The Government guarantees of 
deposits and access in case of need to 
Federal Reserve credit without being 
forced to throw assets on the market in 
a rush for liquidation, precipitating de- 
clines in values, are heavy reinforce- 
ments to banks made strong and sound 
by better banking policies. 

“Skittish” economy. Plateaus are diffi- 
cult things to defend in economics. A 
high-employment economy operates on a 
high leverage and is therefore a skittish 
creature to ride. Still there seems to be 
nothing on the horizon that would lend 
support to black forecasts. 

Confidence in greater sales volumes to 
come, coupled with long-range planning 
and built-in shock absorbers, are power- 
ful support factors. Overexpansion can- 
not be too serious when it is felt that the 
valve of production will have to be 
opened again before long. It prevents 
that panicky feeling of having committed 
an irreparable managerial error to which 
adjustment must be made quickly. That, 
in turn, resulted in the past in severe 
jolts to the economy. 

1956 outlook. Whatever decrease will 
occur in the durable goods and construc- 


tion industries in 1956 will tend to be | 


balanced by other factors. Government 
spending, on all levels, is again on the 
way up. Soft goods sales should rise. 
A new feeling of economic security will 
keep consumer expenditures high. Ex- 
penditures for new plants and equipment 
will stay high and the same will be true 
of commercial construction activities. 
The demand for savings will exceed 
supply. The difference will be made up 
by recourse to bank borrowing. Neither 
monetary gold stocks, nor reserves nor 
capital funds of commercial banks can be 
looked upon as limiting any potential 
credit expansion. And suppose the ad- 
justment should hurt? Undoubtedly, the 
unpartisan ointment of increased govern- 
ment spending would then be applied. 
It is here where the real danger lies. 
Patent medicine. People seemingly 
have acquired a neurosis which makes 
them shudder at the very thought of 
pain involved in economic adjustment. 
In another sense, politicians are equally 
sensitive to such a situation. When 
imaginary or real pains seem to be 
about due, rather than to apply a little 
surgery, we reach for the patent medi- 
cine bottle. The level of government 
guarantees is lowered. Credit is made 
‘asier. Public spending rises again. 
Thus economic adjustments have been 
made again and again by “retreating” to 
a higher rung on the price ladder. When 
the private economy later hits again on 
all cylinders, it and the previous stimu- 
lants combine to exercise new pressures 
on prices. The price for continuously 
pushing a running economic machinery 
» greater activity is inflation, the most 
icious tax of all. But there is a time 
ig between alcoholic intake and behavior 
attern, between monetary intake and 
sible effects in the economy, and poli- 
cs is a game with short innings. 


‘ebruary, 1956 











A $2.677 | 


verdict 


+» but it cost us nothing 


(Based on Company File #71L8540) 


One of our men had been injured 
on a contract job we handle for a 
public utility company. It was 
months before he could work again. 

Of course, he got Workmen’s 
Compensation. But, not satisfied 
with that, he sued the utility com- 
pany for $25,000 damages. 

The court awarded him $2,677, 
which the utility’s insurance carrier 
paid. And then we got a surprise. 
The utility’s insurance company 
sued us to recover the money! 
Their claim was based on a “hold 


harmless” clause in our contract 
with the power company. 

They won their case. The verdict 
could have cost us $2,677 plus con- 
siderable legal expense. However, 
our Hartford Agent had been care- 
ful to write our Liability insurance 
to include proper coverage for con- 
tractual liability exposures. 

So we had no problem. The 
Hartford Accident and Indemnity 
Company handled the whole situa 
tion. They defended the suit... 
paid the loss .. . met all legal costs, 


Unusual and complex phases of insurance constantly crop up in 
today’s business relationships. The customers of your bank 


should be prepared for them. 


And they can be—if their liability insurance requirements are 
handled through a thoroughly experienced insurance agent 
or broker. He will be alert to technical angles. And he will 
wisely place their policies in a company experienced in 
providing Liability protection in all its varied forms. 


For competent, dependable insurance service, refer 
your customers to their Hartford Agent. Or have them 
ask their insurance broker for Hartford coverage. 


Year in and year out you'll do well with the 


Hartford 


Hartford Fire Insurance Company 





Hartford Accident and Indemnity Company 

Hartford Live Stock Insurance Company 

Citizens Insurance Company of New Jersey ... Hartford 15, Connecticut 
New York Underwriters Insurance Company ... New York 38, New York 
Northwestern Fire & Marine Insurance Company 


Twin City Fire Insurance Company... 


Minneapolis 2, Minnesota 
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The First National Bank 
of Chicago 


Statement of Condition December 31, 1955 


Board of Directors 
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Chairman of the Board 


CHESSER M. CAMPBELL 
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Tribune Company 
J. D. FarriIncTON 
President, Chicago, Rock Island 
and Pacific Railroad Company 
MARSHALL FIELD, JR. 
Editor and Publisher, 
Chicago Sun-Times 
James B. ForGan 
Vice-Chairman of the Board 
Watter M. HEYMANN 
Executive Vice-President 
Henry P. IsHam 


President, Clearing Industrial 
District, Inc. 


James S. KNOWLSON 
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Stewart-Warner Corp. 

Homer J. Livincston 
President 

Hucuston M. McBain 
Chairman of the Board, 
Marshall Field & Company 


BentLey G. McCioup 
Banker 


Harry C. Murpeuy 


President, Chicago, Burlington 
& Quincy Railroad Company 


Louis B. NEUMILLER 
Chairman of the Board, 
Caterpillar Tractor Co, 

James F. OArEs, JR. 
Chairman, The Peoples Gas 
Light and Coke Co. 

WILLIAM Woop PRINCE 
President, Union Stuck Yard 
and Transit Company of Chicago 

CLarRENCE B. RANDALL 
Chairman, 

Inland Steel Company 

GiLBerT H. SCRIBNER 
Winston & Company 


R. Douctas STUART 
Director, 

Quaker Oats Company 
Louis WaRE 


President, International 
Minerals & Chemical Corp. 


C. J. WHIPPLE 
Chairman of the Board, 
Hibbard, Spencer, Bartlett & Co. 
Joun P. Witson 
Wilson & Mcllivaine 


RosertT E. WILson 
Chairman of the Board, 
Standard Oil Company (Indiana) 

Rosert E. Woop 


Chairman, Finance Committee, 
Sears, Roebuck and Co. 


ASSETS 
Cash and Due from Banks . . ° e ° - $ 680,977,525.26 
United States Government Obligations . ° ° ° 792,397,000.85 
Other Bonds and Securities . . ‘ . ‘ ‘ 156, 247,114.64 
Loans and Discounts ‘ ‘ ‘ , ‘ ‘ -  1,330,090,158.77 
Real Estate (Bank Buildings and Adjacent Property) . 





1, 441,687.81 

Federal Reserve Bank Stock . " ‘ . a 6,300, 000.00 
Customers’ Liability Account of Acceptances ‘ ‘ 2,082, 737.53 
Interest Earned, not Collected " . . a“ ‘ 6, 560,994.84 
Other Assets . ‘ ° ‘ e ° ° e ° 612,646.46 
$2,976, 709, 866.16 








LIABILITIES 


Capital Stock . ° . ° ° ° ° ° - $ 100,000,000.00 








Surplus. ° ° ° ° ° ° e e ° 110,000, 000.00 
Undivided Profits . ° ‘ P ° ° e ° 8,239, 470.76 
Discount Collected, but not Earned ° ° ° ° 3, 147,394.80 
Dividends Declared, but Unpaid . in ‘ m e 2,000,000.00 
Reserve for Taxes, etc. . P ‘ “ a ° 32, 471,631.29 
Liability Account of Acceptances . ° ° ° ° 3,025, 278.42 
Time Deposits . ‘ ‘ - - $ 588,042,377.36 
Demand Deposits . ‘. “ * 1,976,666, 083.73 
Deposits of Public Funds n ‘ 203,116,910.66  2,717,825,371.75 
Liabilities other than those above stated n . ° 719.14 
$2,976, 709, 866.16 





United States Government obligations carried at $276,366,750.00 are pledged 
to secure United States Government and other public deposits, trust 
deposits, and for other purposes as required or permitted by law. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Building with Chicago since 1863 
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Federal Reserve Task. 
Policy Views 


What the central banking system can 
and cannot do to help prevent wide and 
deep economic fluctuations in the economy 
was described in simple terms by one 
official of the Federal Reserve System 
in a recent talk. In another, a second 
Federal Reserve official suggested there 
might be a case for wider open market 
operations and selective credit control. 

Will not to overdo. Speaking at a 100th 
anniversary program of Rand McNally 
and Company, Chicago, William McChes- 
ney Martin, Jr., chairman of the Federal 
Reserve System’s board of governors, 
said that the job of the System was best 
described as one of “reinforcing the will 
of the American people not to overdo.” 

“The American people had what it 
takes, and they still have what it takes,” 
Mr. Martin declared, “to achieve our 
long-range economic goal of producing 
not mere subsistence, but a higher stand- 
ard of living for the community as a 
whole. The question remains, however, 
whether we are to make steady progress 
toward that goal, or perhaps suffer 
collapse along the way. Steady progress 
requires that besides the will to do at 
all times, we must show the will not to 
overdo at any time.” 

Whole job not Government’s. Mr. 
Martin continued by saying that the 
Federal Reserve’s authority to deal with 
excesses in the field of money and credit 
enables it to help moderate swings in the 
economic cycle, but that it cannot do the 
whole job. It can and will, he said, rein- 
force the will not to overdo; but it can- 
not provide a substitute for that will. 

“If we depend upon the Federal Re- 
serve, the Treasury and the Government 
to protect us from our own excesses,” 
Mr. Martin said, “then, by the very 
nature of our free economy, we are 
doomed to difficulty and distress. If busi- 
nessmen, bankers and their contem- 
poraries in the financial world, stay on 
the sidelines, concerned only with making 
profits, letting the Government bear all 
the responsibility and weight of guid- 
ance of the economy, we shall surely 
fail.” 

Open market operations. The second 
talk was made by Allan Sproul, president 
of the Federal Reserve Bank of New 
York, before a joint meeting of economist 
and finance officer groups in New York 
City. 

In his talk, Mr. Sproul said, “I turn 
to one of the techniques of execution of 
central bank policy, open market opera- 
tions, partly because it has importance 
trom a general economic standpoint 
which transcends its purely technical 
trappings, and partly because it has 
een the subject of some public com- 
ment during the past year or two.” 

Mr. Sproul went on to discuss the 
range of the Federal Reserve’s open 
narket operations and to ask, “whether 
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ALLAN SPROUL 


WILLIAM McC. MARTIN 


Urge banks, business to view Fed System realistically 


such operations should be rigidly con- 
fined to short-term government securities, 
except under the most unusual circum- 
stances, or whether a willingness at times 
to operate over the whole range of 
maturities of government obligations 
would provide a better means of making 
credit policy effective?” 

His own opposition to the present 
techniques of the Federal Open Market 
Committee, Mr. Sproul said, were on 
record and were distinctly minority views 
within the Committee. 

Selective credit control. In another 
phase of his talk, Mr. Sproul said that 
he supposed anyone who has a bias 
against detailed planning “from above” 
would prefer that credit policy accom- 
plish its major aims by general quantita- 
tive controls which work impersonally 
and pervasively, and without interfering 
with individual transactions. 

“But if,’ Mr. Sproul asked, “there 
has grown up a form of credit extension 
which, no matter how prodigious its 
contribution to mass production and mass 
consumption, is also introducing a dan- 
gerous element of instability in our 
economy, and if it is difficult to reach 
this credit area by general credit meas- 
ures without adversely affecting all of 
the less avid users of credit, is there not 
a case for a selective credit control?” 


* e e 


Cheek and Save Plan 


A new copyrighted checking account 
plan in use at The Savings Deposit Bank 
Company, Medina, Ohio, makes it possible 
for savings depositors to write checks 
against their accounts. Under the plan, 
all depositors with savings accounts of 


$400 or more are automatically entitled 
to personal checking accounts free of 
service charges on 15 checks a month. 

A. T. Spitzer, II, the bank’s president 
and originator of the idea, pointed out 
that people who do not have savings 
accounts in excess of $400 can arrange 
a Z per cent simple interest loan in that 
amount, against which deposits would 
be credited during the life of the loan. 
He also said that withdrawals of funds 
under this arrangement could not exceed 
actual deposits, thereby assuring the 
depositor of a checking account and a 
regular system for building up his sav- 
ings. The time limit for the loan is five 
years. 


a e ° 


Effect of Bank Reserve 
Reduction Analyzed 


A recent study of member bank opera- 
tions published by the Federal Reserve 
Bank of Richmond, Virginia, in its 
“Monthly Review,” supports the tradi- 
tional money management theory that a 
reduction of reserve requirements gen- 
erally encourages banks to expand their 
loans and investments rather than have 
idle cash which earns no returns. It also 
points out that city and county banks 
differ in usage of these excess funds, and 
that individual banks might well benefit 
by comparing their own management 
practices with those of other similarly 
situated banks. 

For example, banks with over $75 mil- 
lion in deposits, the study disclosed, main- 
tain excess reserves at less than 1 per 
cent of deposits subject to reserve re- 
quirements, while banks with deposits of 
less than $10 million hold excess reserves 
equal to from 1 to 4 per cent of deposits. 
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Most medium-sized banks ($10 million to 
$75 million in deposits), it revealed, hold 
their excess reserves at 2 per cent of 
deposits. 

The analysis covered five semi-monthly 
periods before and after the reductions 
in 1958 and 1954. It was noted that Fifth 
District member banks maintained larger 
excess reserves relative to deposits in all 
the periods analyzed, in comparison with 
member banks in the nation as a whole. 

Larger banks, the study disclosed, had 
a tendency to reduce excess reserves rela- 
tive to deposits after a reduction in re- 
quirements, while the smaller banks 
tended to permit them to climb moder- 
ately relative to deposits. In the latter 
case a significant portion of these freed 
funds were put to use to build up cor- 
respondent balances. After the 1953 re- 
duction in requirements, the study 


pointed out, almost half of the country ~ 


banks increased their correspondent bal- 
ances by amounts equal to 50 per cent or 
more of their freed funds, and a similar 
pattern was taken by a third of these 
members following the 1954 reduction. 
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Shopping Center Branch 
Promotional Campaign 
Banks considering the establishment 
of new branch offices in multi-million 
dollar shopping centers now mushroom- 
ing across the nation might follow the 
example set by The Union and New 
Haven (Connecticut) Trust Company. 








- 


1. How many times does the word ONE appear on a one-dollar bill? 
ANSWER: 


2. Which of these amounts can be paid with four coins — all in current circulation and 


all different? 
CHECK ONE a. $1.0 
b. $2.80 
~c We 
a ae 


3. Listed below in Column A are some of the banking services available at the new 
Plaza Office. From Column B match the word or phrase most closely associated with 
each service shown in Column A and place its number in the space provided: 


lis pe ai 


Checking Account 1, Sold and Redeemed 

. Personal Loan 2 Accepted the World Over 
‘ Savings Account 3. Permanent Receipt for Bills 

Safe Deposit Box 4. Rainy Day 

Mortgage 5. 24-Hour Service 

Travelers Cheques 6. Iastaliment 

Night Depository 7. Home Ownership 

US. Savings Bonds & Vault 


4. In banking, the lemers F. D. 1. C. stand for what: 
ANSWER: 


5. The great majority of all commercial banks in the United States are: 
owned entirely by the Government 
owned in part by the Government 
owned by individuals known as stockholders 


CHECK ONE ........ 





HOW MUCH DO YOU KNOW ABOUT MONEY AND BANKING? 


6. The following scavements are true or false. Mark your answers in boxes at right. 


Troe False 
a. Deposit insurance is paid for by the Federal Goverament. oO Oo 
». To obtain a personal loan from the Trust Company, an in- 0 
dividual must be 2 depositor of the bank. 0 
¢. No minimus balance is required in 2 Trust Company check- oO 
ing account. O 
4. Periodic statements of 2 bank’s financial condition are pub- 


7. Every day in this Country, more than $10,000,000,000 changes hands. What per- 
centage of this money is exchanged by check? 
Select the figure you believe is most nearly correct: 


10% 25% 50% fe WF 


8. The Trust Company's Piaza Office makes it easy for the customer to transact his 
business. There are a number of ways in which a person can make a deposit with- 
out even going inside the bank building Name two. 

1 


2 


9. People use safe deposit boxes to safeguard a variety of valuables. Which of the 
following statements correctly describes the manner in which a safe deposit box may 
be opened: 


2. The bank has a “master key” which will permit it to enter 
2 tenter's safe deposit box without using his key or obtain- 
ing his permission. 

b. The vault attendant has a “guard key” which, together with 
the renter’s key, will open the box. Neither key alone will 
open the box. 


Check One 


10. What, in your opinion (and in 25 words or less), are the advantages of a personal 
checking account? 





Contest oriented customers to bank’s new shopping center branch 


Confronted with the problem of com- 
peting with 30 other businesses for open- 
ing week attention at the new $7 million 
Hamden Plaza Shopping Center, the 
bank started a promotional campaign 
almost a year in advance of the festiv- 
ities and capped the effort with a $1,000 
prize contest during the grand opening 
celebration. Target of these broadsides 
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AMERICA’S No. 7 SELLER! 


AUTOMATIC COIN 
WRAPPERS 


+e ARE SO ACCURATE 
MISTAKES ARE IMPOSSIBLE 


Wrap all coins from 1c to $1.00 
so accurately ... they're made in 
a special machine that affords 
this unusual precision ..any chance 
of error is eliminated! Patented 
Red Windows, revealing amount 
and denomination... always in 
register...afford ease of visibility. 
Tapered or gummed edge. 





‘KWARTET’ COIN WRAPPERS 


1 WRAPPER WRAPS 4 DENOMINATIONS 
IN HALF SIZE PACKAGES 


The €. 
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A single wrapper designed to wrap pennies, nickels, 
dimes & quarters in HALF SIZE packages. Tapered 
or gummed edge. Printed in 2 colors. Made of 
Northern spruce pulp Kraft for greater strength. 











L. DOWNEY Co. 


HANNIBAL, MISSOURI 





were the 300,000 persons living within 
a 10-mile radius of the new center. 

Questionnaire mailing. Long before the 
new offices opened, the bank mailed out 
questionnaires to 16,000 people in the 
shopping center area and asked them 
what they would like in the way of bank- 
ing service. At this time, customers at 
the main office and a branch in Hamden 
proper were also notified of the pro- 
posed facilities through the trust com- 
pany’s customer house organ, lobby dis- 
plays and statement inserts. 

These initial promotions were supple- 
mented by periodic newspaper publicity 
releases of progress at the shopping 
center site, but the main barrage of 
promotional literature was reserved for 
the month preceding the actual opening. 
Then the bank handed out newspaper 
releases, unveiled seven billboards in the 
market area describing the new branch 
and announced its $1,000 “Money and 
Banking” contest. 

2,000 compete. Opening week visitors 
were eligible to participate for the $500 
first prize and nine additional awards, 
which consisted of money to be used in 
purchase of goods at the shopping center. 
The contest required the answering of 
10 questions on banking terms and prac- 
tices. About 2,000 people mailed in their 
answers to the bank and at the close of 
the contest all entrants received copies 
of the correct answers. 

The bank also distributed free shop- 
ping bags during the first few weeks of 
the branch opening. In the first day 
alone, nearly 2,500 bags were handed 
out and about one-third of these visitors 


| were taken on a tour of the new shop- 





ping center office by the staff members. 
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Puerto Rico Bank Rewards 
On Time’? Loan Payers 


Each year twenty customers of the 
Banco Popular de Puerto Rico who have 
made their personal loan installment pay- 
ments on time in preceding months re- 
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ceive cash prizes for their promptness. 
The prizes are in the form of savings ac- 
counts that range from $50 to $200, and 
the awards are made through a drawing. 

Near the end of each year the bank’s 
20 offices in the island are asked to send 
to the main office in San Juan the names 
of customers who have made their install- 
ment payments on time during the year. 
The loan account numbers of the quali- 
fied customers are put together, and a 
group of prominent citizens in the com- 
munity are selected to witness the draw- 
ing for awards. The first twenty account 
numbers drawn are checked against the 
corresponding numbers of the customers’ 
loan accounts to determine the names of 
the winners. 
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“Sounding Board”’ 
Conference Technique 


A “sounding board” technique was 
used last Fall with considerable success 
in conference procedure and audience 
participation at a trust conference of the 
Alabama Bankers Association. The pur- 
pose of the technique was to give each 
trust officer present the opportunity to 
use a full fifteen minutes to ask questions 
of anyone present, or discuss a favorite 
subject, or tell an interesting experience. 
To pave the way for the meeting, letters 
fully explaining the event were sent well 
in advance of the conference to each 
bank’s delegate. 

“Observations at previous trust con- 
ferences,” said J. B. Gibson, moderator 
at the meeting and trust officer of the 
American National Bank and Trust Com- 
pany, Mobile, “clearly indicated that 
trust men in general become the world’s 
greatest extroverts when in company 
with fellow trustmen. Everyone appears 
eager to expose his problems, seek help 
and tell of unusual happenings. This 
phenomenon can be highly disturbing 
sometimes in conducting the usual panel 
type of participation program. Not in- 
frequently one or two rather loquacious 
boys get the ball, toss it to the panel, 
and continue circling the goal lines with- 
out relinquishing possession—even for an 
attempted point after touchdown.” 

Mr. Gibson said that the “sounding 
board” reversed the usual panel proce- 
dure and made all of the conference 
attendees the panel of experts, with 
questions likely to be directed to any one 
of them. A timing device and a moder- 
ator to enforce strict adherance to the 
time limit and to get the ball rolling, he 
said, were most important. 

At the meeting and after the first few 
minutes of silence, Mr. Gibson said that 
he “shocked” the group into participation 
by bringing out prepared media. This 
consisted of some twenty back issues of 
vhne magazine “Trusts and Estates” and 
individual memos regarding controver- 
sial articles that had appeared in past 

ssues of the magazine. 

“Once under way,” Mr. Gibson said, 
‘more and more participants discarded 
che material passed out in favor of per- 

mal problems brought to mind by read- 
ng the magazine, or from analogy 

rought to mind by previous discussion. 
ihe two and a half hours set aside were 
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STATEMENT OF CONDITION 
AT CLOSE OF BUSINESS DECEMBER 31, 1955 


RESOURCES 


Cash and Due from Banks. . $205,027,500.75 
U. S. Government Securities . 166,273,764.38 


Obligations of 
Federal Agencies . 12,617,762.87 


State and Municipal Securities 71,002,823.51 
Other Bonds and Securities 1,050,005.00 $455,971,856.51 
Loans and Discounts . . ne 390,038,943.89 


Federal Reserve Bank Stock oes ee 1,080,000.00 

Bank Buildings, Vaults, 

Furniture and Fixtures, etc. . ...- ia & 8,983,543.18 

Interest Earned Not Received. . . . 2. 2 ee 2,634,032.72 

Customers’ Liability under 

Letters of Credit and Acceptances: : ... 3,219,810.81 

Ps 6 ee eS SS $861,928,187.11 

LIABILITIES 

CE EES 64 eo @ $ 16,000,000.00 

Pe ss ae ee 20,000,000.00 

Undivided Profits. 19, 303,115.77 $ 55,303,115.77 

Reserve for Interest, Taxes,etc. . ....+.- 4,470, 580.82 

Discount Collected Not Earned. . . 1... 4,853,951.43 

Letters of Credit and Acceptances. i... 3,219,810.81 

Deposits Se ee a a ek a a 794,080,728.28 
TOTAL ccc csiscsrsivss BS 


MEMBER FEDERAL DEPOSIT 
INSURANCE CORPORATION 


6 STATEWIDE 
OFFICES 


SEATTLE - FIRST 
NATIONAL BANK 








N ashington’s Statewide Banking syst em 
eryes This Busy Corner of ms, 
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BOARD OF DIRECTORS 


LAWRENCE M. ARNOLD DON H. WAGEMAN 
Chairman Chairman, Executive Committee 
FRANK E, JEROME, President 

J. H. BALLINGER O. D. FISHER VOLNEY RICHMOND, Jr 
WELLWOOD E, BEALL L. C. HENRY WILBUR W. SCRUBY 
HENRY BRODERICK CHARLES H. INGRAM ALFRED SHEMANSKI 

F. H. BROWNELL ERIC A. JOHNSTON ELBRIDGE H. STUART 
CHARLES F. CLISE RICHARD E. LANG J. A. SWALWELL 

EARL D. DORAN RUSSELL MILLER GEORGE VAN WATERS 
JOEL E. FERRIS B. A. PERHAM KATHERYN WILSON 

W. G. REED 
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Plywood 


Washington State's 
production of strong, 
versatile plywood 
panels reached an all- 
time high last year, and 
a continued upswing is 
expected during 1956. 
Plywood is one of the 
many industries that 
help keep this a Busy 
Corner of America. 
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entirely too short; we could have gone 
for two hours more without boredom or 
lack of material.” 


Sd e 4 


*Ppouble Your Money” 
Insurance-Savings Plan 

A new plan to insure the lives of sav- 
ings depositors is being offered by The 
Beloit (Wisconsin) State Bank. Under 
the plan all customers with savings ac- 
counts at the bank, and all customers 
who open new savings accounts, will be 
automatically covered with life insurance 
for the full amount of their accounts 
up to $2,500. There is no charge for 


the insurance and the plan is open to 
customers up to 60 years of age. 

An advertisement in a Beloit news- 
paper described the “double your money” 
savings account plan. The ad pointed out 
that a 50-year-old customer who had a 
savings account of $2,500 would receive 
interest on the account at $25 per annum, 
and would also receive life insurance that 
would cost an average of $44.87 each year 
until age 60. The two amounts, the ad 
continued, would total $69.87, the equiva- 
lent of an annual return of 2.7 per cent. 
Moreover, in case of death at age 60 or 
before, the beneficiary wouid be paid 
double the amount, or $5,000. 

Also in the ad, Arthur B. Adams, pres- 








WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 





A Job 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The Notional Shawmut Bank , 


40 Water Street, Boston 


Give Us 


To Do 






Member Federal Deposit Insurance Corporation 





you pay for this 
envelope space .. . 

















Personal Loans 
Mortgage Loans 
Checking Accounts 
Bank-By-Mail 

Safe Deposit Boxes 
Drive-In Facilities 


CURTIS 1000 INC. 


HARTFORD, CONN. ST. PAUL, MINN. 
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ATLANTA, GA. HOUSTON, TEX. 
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THE most AMAZING OFFER 


ver Made 
IN BANKING HISTORY 
“Double Your Money” 


SAVINGS ACCOUNT 
with 


LIFE INSURANCE 


if you do you will rush right 
down ond open a savings account 
for yourself ond each member of 
your fomity! 











At the Present Time We Are the ONLY Bonk in the U.S. 
to Make This Amazing Financial Otter 


THE BELOIT STATE BANK 








Ad detailed plan’s advantages 


ident of the bank, said, “A double your 
money life insurance savings account 
with The Beloit State Bank does not take 
the place of a regular life insurance pro- 
gram for you and your family. No one 
has ever left enough life insurance.” 
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Banking Film Available 

“The Center of Town,” a 30-minute, 
16 mm. color motion picture on the bank- 
ing profession, recently completed by the 
Mercantile Trust Company, St. Louis, as 
a highlight of a year-long observance of 
its centennial and to contribute to a bet- 
ter understanding of banking, is now 
available for distribution to clubs, service 
organizations, schools, and _ banking 
groups. 

The film tells the story of a veteran 
bank president and the young college 
graduate who comes to work for him. 
The locale is Harmonville, a mythical, 
small midwestern town. Through the 
eyes of the “oldtimer” and the fledgling 
banker is unfolded a warm, human story 
of how the bank has served the commu- 
nity, and sparked its growth and prog- 


ress. 


Some 200 bank officers recently at- 
tended the premiere showing of the movie 
in Perryville, Missouri, the town which 
served as the setting for many of the 
scenes in the movie. 

Banks interested in booking the film 
for showing to employee groups or in- 
terested organizations in their city are 
asked to contact Mack A. Aldrich, vice- 
president, Mercantile Trust Company, St. 
Louis 1, Missouri. 
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Farm Studies Cite 
Revolutionary Trends 

The First National City Bank of New 
York City and the Federal Reserve Bank 
of Chicago have published comprehensive 
reports on the current agricultural situ- 
ation that may help other financial 
institutions in the reappraisal of their 
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policies regarding agricultural loans. 

Fewer but larger farms. In a recent 
monthly review, the Chicago Fed points 
out that fewer, larger, more specialized 
and better-equipped farms, manned by 
even fewer workers are indicated in 
Midwest trends. Its analysis discloses 
that in addition to labor saving farm 
equipment there are good employment 
opportunities within driving distance 
that have prompted many farmers to 
supplement their income by work off the 
farm. 

Preliminary census reports for Wis- 
consin, Indiana, Iowa and Illinois also 
show that the number of farms is declin- 
ing and the average size increasing due 
to the larger number of farms 220 acres 
and over. In line with this movement, 
the number of small and medium-sized 
farms has declined. Meantime, some- 
what paradoxically the number of tiny 
units (3 acres and under) has increased 
due to rapid growth of suburban areas. 

Too many farms, farmers. These find- 
ings are confirmed by the First National 
City survey, which bluntly adds “there 
are too many farms and farmers.” The 
Manhattan institution in its monthly 
letter contends that American agriculture 
for some time has been producing far in 


farm output, have fallen off with the 
recovery of agricultural production 
abroad, and foreign countries can no 
longer be counted on to take our surpluses 
at the former rates; many of them have 
surplus problems of their own. 
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Savings-Loan Services 
in Supermarkets 


Customers of the new Benjamin Frank- 
lin Savings and Loan Association in 
Houston, Texas, can now add to their 
savings accounts or make withdrawals at 
the cashier’s booths of 40 Kroger super- 
markets. 

The association pays the stores 10 


cents an item for each transaction. At 
the close of business each day the store 
mails items to the association, and 48 
hours later the customer can pick up his 
pass book or receive a withdrawal check 
at the store. 

The supermarket scheme is aimed at 
saving the association’s customers a trip 
downtown since Texas law does not allow 
branch savings and loan offices. 
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Customer Signature 
Verification System 
A new system for verifying customer 


signatures that places the verification 
responsibility with the bookkeeper and 





excess of market requirements, adding | 
that high price supports have tended to | 


keep too many people on farms and 
frozen production patterns to keep them 
producing the wrong things. 

Growing mechanization of the farms 
and increased nonfarm job opportunities, 
the study shows, have spurred the long- 
term downward trend in farm popula- 
tion so that only 13 per cent of our 


civilian labor force is now employed on | 


farms. Moreover, one worker produces 


enough food, fiber and tobacco for him- | 


self and nearly 18 other persons, whereas 
in 1940 the same worker produced only 
enough food for himself and 10 other 
consumers. It notes that in the immediate 
pre-war period, about 20 per cent of our 
labor force was employed on farms. 
“These huge strides in farm efficiency 





have caused our farm output to soar | 


well above our needs,” the letter states. 
“While consumption of farm products 


is increasing steadily with growth of our | 


population and improved living stand- 
ards, there are, after all, limits to the 
amount that people can eat.” 

It asserts that exports, which during 
the war and early postwar years ab- 
sorbed a large share of our mounting 


Huge gains since 1935 





























TREND OF U.S. FARM OUTPUT 
INDEX, 1947-49 100 
125 T T ~T T 
100-- ~ 
|| 75¢- a 
H 50 | lL i l 
| 1910 1920 1930 1940 1950 1960) 





"ebruary, 1956 





Kansas City’s 
Favorite 
Bank 


ESTABLISHED 
1913 

MEMBER 

FEDERAL DEPOSIT 
INSURANCE 
CORPORATION 


available to you at any time. 


CHTY NATIONAL 


Bank & Trust Company 


10TH AND GRAND + KANSAS CITY 41, MO. 














City National offers 
valuable Foreign Department 
service to its customers. Bror Unge, 
manager of City National’s 
Foreign Department, has personal 

connections in more than 150 
major cities of the world. 
His knowledge and experience are 
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Burroughs Clearing House | 








AT BROAD AND 
CHESTNUT 





NATIONAL BARK 


Famed illustrator Roy Doty’s 
picture gives you an idea 

of what things were like 
around here on January 16th. 
We add, very simply, 
“Whew!” 
























































We hope you'll be able to 

visit this new Main Office soon. 
It’s pretty special, 

we think, from the 

PNB Weathercaster up 

on top to the vault way down 
below. We'd like the chance 

to show it to you. 
































THE PHILADELPHIA 


L NATIONAL BANK 
Organized 1803 























PHILADELPHIA 

CHESTER * CONSHOHOCKEN 
HATBORO «+ LANSDALE 
MARCUS HOOK « NORRISTOWN 
POTTSTOWN 















































Member Federal Deposit Insurance Corporation 
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WHEREVER 
IS WRAPPED 


BILL BANDS 


FOR 55 YEARS 


landard 


MONEY 





For internal use or for 
subdividing for easy, fast count- 
ing. Made in 3 colors, 5 widths 
and 3 lengths: 


%” 


1” 


1%” 
281 
282 
283 


Color Holds Length 


Brown 25 
Red 25 
Blue 25 
Brown 50 
Red 50 
Blue 50 
Brown 100 
Red 100 
Blue 100 


234” 
” 


2% ” 
2%” 
27%” 
214” 


today for colorful catalog. 


Y STANDARD PAPER GOODS MFG.CO. 


WORCESTER 8, MASS. 
A Complete Line of Money Wrappers 




















Copying, stenciling machines, left, used to create signature imprinting, right 


Verification is bookkeeper’s job in new National Shawmut system 


eliminates a constant reference to an 
auxiliary signature file was recently in- 
stalled by The National Shawmut Bank 
of Boston, Massachusetts. In addition to 
eliminating a separate operation of sig- 
nature verification, the new system also 
assists bookkeepers in avoiding cross 
postings on accounts with similar or 
duplicate names. 

The new operation was developed by 
The Shawmut with the cooperation of the 
Stenafax Division of the Times Facsimile 
Corporation and the Elliott Addressing 
Machine Company. The Stenafax fac- 
simile machine electronically copies the 
caption of the account and a specimen of 
the original signature onto a vinyl plas- 
tic stencil. 

The stencils are then cut into strips 
and inserted in the addressing machine’s 
stencil frames. The result is a permanent 
stencil that can be used with a standard 
addressing machine. The stencils are kept 
on file and used to imprint the heads on 
new ledger cards as required. 
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Borrow-By-Mail Plan 
Has Innovation 


Customers of The Merchants National 
Bank of Boston have access to an un- 
usual borrow-by-mail plan which enables 
them to complete entirely unsecured loan 
transactions by mail without coming into 
the bank at any time. 

To apply for a loan, which is insured 
up to $2,500, the depositor fills out a 
brief application form which has been 
mailed to all customers. Along with the 
personal information requested, the in- 
dividual signs a statement committing 
him to live up to the declarations therein 
in the event the loan is granted. He sends 
the application to the bank, and upon 
approval a check is mailed to the cus- 
tomer. 

When the customer signs the check, 
he is signing a statement on the back 
of the check committing him to meet all 
obligations listed in his own numbered 
application form. The application and 
the check both bear the same number. 
When the cancelled check is returned to 
the bank, it is put with the original ap- 
plication to form a legal instrument with 
full recourse. This instrument differs 
from a note only in that it cannot be dis- 
counted. 


Richard P. Chapman, president of 


Merchants National, points out that the 
new plan offers the ultimate in conveni- 
ence and also overcomes the dislike many 
people have of coming into a bank and 
asking for the money personally. 
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Another Bank Adds 
Small Business Department 


The increasing demand on the part of 
small businesses for loans tailored to 
their needs continues to cause bank man- 
agements to consider establishing separ- 
ate departments to cater exclusively to 
the financial problems of small business 
and professional men. 

In commenting on such a department 
recently set up by his bank, Edward L. 
Clifford, president, Worcester (Massa- 
chusetts) County Trust Company said, 
“The opening of our new department is 
recognition of the fact that small busi- 
ness is collectively the biggest business 
in not only Worcester but throughout 
America. In fact, it comprises more than 
90 per cent of all business in the coun- 
try.” 

The Worcester County’s new depart- 
ment will serve the business owner or 
operator who finds conventional short- 
term financing unsuitable and prefers to 
retire a loan and interest charges out of 
earnings over a period of several years. 
It will also make available the experi- 
enced advice of senior officers. 

William T. Sweeney, assistant vice- 
president, is in charge of the new depart- 
ment. 
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New Tax Planning Book 
Warns of Pitfalls 


A warning concerning the tax aspects 
of employee vacation pay and fringe 
benefit plans is sounded for all financial 
institutions and other concerns who have 
such plans in operation, in a new book, 
“Tax Planning in Business Policy,” pub- 
lished by the American Institute of Ac- 
countants. 

One of the contributors to the book, 
Thomas J. Green, a New York City cer- 
tified public accountant, says that al- 
though companies may deduct vacation 
pay accrued for 1955, they will not be 
able to do so for 1956, under existing 
regulations, unless the rights of the em- 
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ployee to the vacation pay are fully 
“vested.” 

Vested rights, Mr. Green explains, 
exist when the employee is fully qualified 
at the end of the fiscal year to get some 
portion or all of his vacation, without 
meeting other requirements, such as that 
he be in the service of the company until 
July 1 of the following year. “Business 
executives,” added Mr. Green, “should 
review their vacation pay plans care- 
fully to prevent the loss of tax deduc- 
tion in 1956.” 

Another contributor to the book, Mat- 
thew F. Blake, C.P.A. also of New York, 
observes that the Treasury Department 
is concerned with the growing use of tax- 
free fringe benefits and is studying the 
advisability of taxing them. Therefore, 
Mr. Blake suggests, companies should go 
slow in extending their fringe benefits. 


“They may possibly find after embarking | 
on a lavish program,” he says, “that the | 


employees will be taxed on some of the 
things they accepted under the impres- 
sion that they were non-taxable.” 

The 152-page book is the transcript of 
a tax conference for business executives 
which was held by the A.I.A. and the 
New York States Society of Certified 
Public Accountants last Fall. Copies of 
the book are available at $2.00 from the 
American Institute of Accountants, 270 
Madison Avenue, New York 16, N. Y. 
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Beauty Plus Functionalism 
Two recent examples of the wide vari- 


ety of design and construction features | 
used to beautify modern-day bank struc- | 


tures, and at the same time achieve the 
highest degree of functionalism, are 
found in new bank buildings in West 
Palm Beach, Florida, and in Midland, 
Texas. 

Atlantic National Bank. Functionalism 
keynotes the ultra-modern new quarters 
of the Atlantic National Bank of West 
Palm Beach, Florida. The $1.5 million 
structure features one side built entirely 
of glass, while Alabama stone and Colo- 
rado marble are other materials used in 
construction. 

A huge floating stairway connects the 
two main floors of the building, which 
has terraced elevations and curved archi- 
tectural design. Tellers cages gracefully 
are around one side of the lobby, while 
the other side has a kidney-shaped sec- 
tion for the officers platform. Suspended 
ceilings, carpets throughout and fabric- 
wrapped supporting columns are other 
interior highlights. 

Another feature which draws attention 
is a large colorful mural which backs 
the stairs and extends from the level of 
the first floor to the ceiling of the second. 
The mural depicts a vacationland bathed 
in Florida sunshine. Center attraction of 
the mural is a Spanish galleon and a 
huge sun, which make up the emblem of 
the bank. 

Commercial Bank and Trust. A new 
eliptical, two-story, banking house proper 
of the Commercial Bank and Trust Com- 
pany in Midland, Texas, is located in the 
heart of a suburban shopping center. It 
features a 4,000 sq. ft. front of glass 
panels and has a spacious lobby which 
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FIRST SECURITY CORPORATION 
System of Banks 


Combined Statements of Condition, December 31, 1955 


RESOURCES 


Cash on Hand and in Banks 
U. S. Government Securities 
Municipal and Other Securities 


Total Cash and Securities $233,476,467.24 


Loans and Discounts 156,116,157.29 
Loans Federally Insured or Guaranteed 44,967 ,839.06 
Banking Houses 1,633,032.55 
Stock in Bank Building Company 4,000,000.00 
Furniture and Fixtures 1,485,372.09 
Stock in Federal Reserve Bank 568,500.00 
Other Resources 556,867.79 


Total Resources $442,804,236.02 
LIABILITIES 


$ 82,666,677.46 
136,225,967.34 
14,583,822.44 











11,275,000.00 
8,175,000.00 
5,429,843.24 


24,879,843.24 





Reserve Under Authority 
U. S. Treasury Mim. 6209 3,292,065.17 


Government and Public Fund Accounts....$ 71,974,485.95 
Demand Deposits 217,209,722.43 
Time Deposits 121,982,260.48 

Total Deposits $411,166,468.86 
Unearned Discount 2,475,934.75 
Reserve for Taxes, Interest, etc 790,817.72 
Other Liabilities 199,106.28 


Total Liabilities $442,804,236.02 
(Included are Inter-Bank Deposits Totaling $2,600,218.57) 
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Headquarters: Salt Lake City, Utah 





These views of two modern new banking quarters show how all space was made functional 


provides easy access to any department 
or officer. A curved open teller counter 
lowered at one end for “small fry” cus- 
tomers is one of many innovations. The 
counter is faced in Alabama stone and 
the same type of slate covers the en- 
trance area, customers lounge and per- 
sonal loan department. 

The lobby center features an eliptical- 
shaped check desk, which has inset plant- 
ers at either end. A circular staircase, 
hung in an open stairwell amid slender, 
tubular aluminum, leads from the lobby 
to the balcony which contains an em- 
ployees lounge, office space, officers 
lounge, a kitchenette and a community 
room. A separate entrance allows outside 
access to the community room. 

Additional office space is contained in 
a one story part of the building. This 
wing is constructed as a curve and houses 
the accounting section and three drive-in 
windows. It has overhead glass to permit 
entrance of natural light. 
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Complete Audit Kit 


Bank auditors, directors and certified 
public accountants may find helpful a 
complete set of audit work papers de- 
signed to eliminate the pre-audit drudg- 
ery involved in preparing forms for a 
bank audit. 

Prepared by Marshall C. Corns, a bank 
consultant, the new Corns Audit Kit con- 
tains a variety of tools needed to under- 
take a complete bank audit. Included are 
94 pages of procedures and question- 
naires covering over 300 general ledger 
accounts, plus 147 assorted transcript 
and schedule forms for use with the 
account procedures involved. 

Applicable for use by any bank regard- 
less of size, the kit is designed to be used 
as a working guide. All routines, pro- 
cedures, schedules and forms are printed, 
one side only, on buff colored account- 
ants’ ledger stock. Each sheet is headed 
up, indexed, ruled and punched for bind- 
ing. In addition to the detailed pro- 
cedures and comprehensive selection of 
schedules, each kit contains a master 
chart of accounts for checking against 
the individual bank’s daily statement of 
condition to determine the scope of the 
audit to be undertaken; an audit schedule 
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Atlantic National Bank, West Palm Beach, Fla. 





for assigning the work to be done; and 
an outline of the form for an auditor or 
accountant to use in preparing an audit 
report for formalized presentation. 

Orders for the kit should be addressed 
to The Bankers Publishing Company, 89 
Beach Street, Boston 11, Massachusetts. 
The price per copy is $12.50. 
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What Should be Charged 
to Bank Advertising? 


A guide to help bank officers determine 
their true advertising costs and compare 
them with other banks has been pre- 
pared by a joint committee of the Na- 
tional Association of Bank Auditors and 
Comptrollers and the Financial Public 
Relations Association. 

Members of the two banking groups 
have already received copies of the new 
booklet, ““A Chart for the Allocation of a 
Bank’s Advertising Appropriations,” 
which sets forth standards aimed at in- 
creasing the accuracy of bank advertis- 
ing expense charges and comparison sur- 
veys. 

The chart is divided into three sec- 
tions. The first contains a “white list” of 
standard, unimpeachable advertising 
items; the second part, or “black list,” 
details expense items which should never 
be charged to advertising budgets; while 
the final section, or “gray list,” outlines 
items which under certain cited circum- 
stances may be legitimately charged to 
advertising. 

Copies of the chart can be obtained by 
writing the Financial Public Relations 
Association, 231 S. LaSalle Street, Chi- 
cago 4, Illinois. Enclose 50 cents a copy 
for postage and handling. 
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Savings-Loan Leaders 
Support FHLB Credit Easing 


The nation’s savings and loan associa- 
tions were given a_ psychological lift 
recently when the Federal Home Loan 
Bank Board in Washington relaxed the 
credit restrictions it had imposed upon 
home financing last September. 

Norman Strunk, executive vice-presi- 
dent of the United States Savings and 





Commercial Bank & Trust Company, Midland, Tex. 


Loan League, Chicago, Illinois, said the 
action would make for more flexible 
lending policies and also permit savings 
associations to make advance commit- 
ments on home loans with the confidence 
that some source of credit would be 
available to meet these commitments. 

He added that the relaxation would 
not be inflationary, since it would mean 
only a fractional addition to the lending 
funds of the associations. 

At the same time, Allen H. Generes, 
president of the National Savings and 
Loan League, Washington, D.C., declared 
that the easing of credit by the FHLB 
would give both actual and psychological 
impetus to home building and home 
financing, but he added the long awaited 
decision is unlikely to affect the expected 
drop-off in housing starts during the first 
half of 1956. 

Mr. Generes, who is also president of 
the Central Savings and Loan Associa- 
tion, New Orleans, Louisiana, said the | 
credit restriction imposed in September 
caused widespread apprehensions in the 
building industry and it might be the 
middle of the year or late autumn before 
operations return to normal. 


. * od 


Sidewalk Superintendents 
Get Monthly Prizes 


To help lessen the nuisance caused 
customers and other citizens during its 
new building program, the Albuquerque 
(New Mexico) National Bank is making 
it profitable to be a member of the bank’s 
“Sidewalk Superintendents Club.” Each 
month a lucky ticket holder is awarded 
a $50 savings bond, and when the new 
quarters are completed in October, 1957, 
the grand prize ticket holder will receive 
a $500 savings account. 

Anyone can join the club by going to 
the bank and getting a membership card 
and a book of 24 numbered tickets. Each 
month at a drawing the “‘member” drops 
one of the tickets into a box in the bank 
for a chance to win a monthly award 
for “service as an active sidewalk super- 
intendent.” 

To facilitate sidewalk watching, holes 
in various shapes and sizes and at differ- 
ent heights were cut in the board fence 
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CERTAINLY, one of the most important 
decisions in any bank’s modernization 
program is the bank vault door. Yet it’s 
probably the easiest on which to reach 
agreement. 

For one bank vault door has become 
virtually the symbol of the modern bank- 
ing office to customers as well as bankers. 


It is, of course, the Mosler Century Vault 
Door, which was developed a little over 
two years ago by Mosler engineers and 
Henry Dreyfuss. Since then it has been the 
almost instinctive choice of the most for- 
ward-looking bank officials and architects 





in America, and has inspired many to 
choose as its location the most conspicuous 
place in the bank. For no other vault door 
made combines so uniquely a look of 
startling modern magnificence . .. with a 
look of traditional security so impressive 
to customers. 


And, of course, no other vault door is a 
Mosler . . . the most famous and respected 
name in bank equipment for over acentury. 
Would you like more information about 
this famous vault door? Write or wire The 
Mosler Safe Company, Dept. BCH-2V, 
320 Fifth Avenue, New York 1, N.Y. 


IF IT’S MOSLER ... IT'S SAFE 


% Mosler Safe ““” 


World’s largest builders of safes and bank vaults 


February, 1956 





NOTE The distinguished modern day gate inside 
the Century Vault Door, and how impressively 
the great bolts and intricate time-locks are 
shown. A wide diversity of distinctive archi- 
traves is available, to fit into your plans or those 
of your architect. 
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around the construction area. But some 
of the more than a thousand members 
are suggesting additional holes: for 
extra tall men, for people with big heads, 
and for Fido. 
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Cutting Installment Rates 

Installment credit rates should not ne- 
cessarily be cut simply because of similar 
moves by competition, warns a recent 
memo to members of the Florida Bankers 
Association. 

Prepared by the F.B.A.’s installment 
lending committee, the memo points out 
that with outstandings at $1,000,000 a 
cut from 6 to 5 per cent reduces gross 
income Ly 16.7 per cent. Such a drop, it 
adds, necessitates an increase in out- 
standings to $1,200,000 to meet income at 
the 6 per cent level, and such an increase 
involves additional work in buying and 
servicing of these added notes, besides 
increasing exposure to loss. 

The F.B.A. memo incorporated the 
table shown above to emphasize further 
the effects of cutting rates, and said that 
similar comparisons may be made on any 
installment credit operation by the use 
of a bank’s average expense and note 
figures. The results, the memo added, 
may bring out some important trends. 

“A rate cut involves more than just 
investing more money as that is only a 
part of the problem,” the Florida mem- 
ber banks were told. “Therefore, initia- 
tive to cut rates or to follow the lead of 
































EFFECTS OF CUTTING INSTALLMENT CREDIT RATES 

: ADD | NO. | GROSS |_EXPENSE PROFIT NET YIELD 

‘| VOLUME | ON % | ACCTS.| INCOME/DEPT.| % |DEPT. | % | FLAT%]| SIMPLE % 

| 1,000,000|6.00 | 1335 | 60,000 | 11,214] 18.7} 48,786 | 81.3) 4.88 9.00 

|| 1,200,000 }5.00 | 1600 | 60,000 | 13,440 | 22,4] 46,560 | 77.6| 3.88 7.18 
1,500,000|4.00 | 2000 | 60,000 | 16,800 | 28.0| 43,200 | 22.0] 2.88 5.32 
1,000,000|6.00 | 1335 | 60,000 | 11,214] 18.7| 48,786 | 81.3| 4.88 9.00 
1,000,000] 5.00 | 1385 | 50,000 | 11,214 | 22.4] 38,786 | 77.6| 3.88 7.18 
1,000,000| 4.00 | 1835 | 40,000 | 11,214| 28.0] 28,786 | 72.0] 2.88 5.32 


























A cut of 1 per cent reduces gross income by 16.7 per cent 


some competitor should be analyzed from 
many angles. It may be wiser to do less 
business than to take a cut of 16.7 per 
cent to 33 per cent on gross income.” 
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Bank Defrays Costs 
of Liberal Arts Training 
The Pullman Trust and Savings Bank 
of Chicago recently joined the growing 
list of financial organizations paying the 
costs of tuition and books for employees 
receiving training in liberal arts at col- 
leges and universities. The Illinois insti- 
tution places no restrictions on courses 
that can be taken, reasoning that all 












“I do laborless filing, in 
half the time-with 
CORRES -FILE 


el love it!” 





CORRES-FILE increases “efficiency — saves 
time (50%) and money—improves employee 
morale, by taking the file clerk out of the 


laboring class! 


ques TIME, LABOR and 
up to 40% in SPACE! 


Effective Tools for Effective Management 
WASSELL ORGANIZATION, INC. Westport, Conn. 
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people are more alert, more cooperative, 
and happier who are interested in and 
have some understanding of at least one 
of the liberal arts. 

Karl H. Klein, assistant vice-president 
at the bank, points out that 36 employees 
of the bank and its affiliates are currently 
enrolled under the plan. One employee is 
taking basic art at the Art Institute, 
while another is taking Italian at a 
language school, others are attending 
the Northwestern University, DePaul 
University, Loyola University, Univer- 
sity of Chicago, Real Estate Institute 
and classes sponsored by the Chicago 
Federated Advertising Club, Women’s 
Advertising Club and the Y.M.C.A. 

The bank’s offices are open two nights 
a week, he noted, and if there is a con- 
flict of schedules the personnel director 
makes every effort to shift the student’s 
work load. 

Donald O’Toole, executive vice-pres- 
ident of Pullman, comments: “We realize 
that the better trained our people are the 
more in demand they are by other or- 
ganizations, but it’s a calculated risk we 
take. Most of them stay and the ones who 
do are a distinct asset to our bank.” 
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Employees Absenteeism— 
Its Causes and Cures 
Banks confronted with excessive em- 


| ployee absences from work will be inter- 


ested in a new book on “Absenteeism” 
prepared by the Research Council for 


| Economic Security. The 88-page study 


shows that the control and prevention of 
absenteeism requires close teamwork and 
integration of the efforts and activities of 


| personnel, medical, insurance, and direct 


supervisory staffs if the nation’s es- 
timated $10 billion loss due to truancy is 
to be cut. 

The report is the result of a summary 
of discussions at a seminar and workshop 
on absenteeism conducted by the Council 
late in 1954. Participants were people 
responsible for personnel administration, 
health and medical care programs, and 
the administration of insurance or em- 
ployee benefit plans. 

Apart from the direct problem of non- 
attendance and the development of ade- 
quate controls, the publication covers the 
in-plant medical care facilities and pro- 
gram, and the evaluation of employee 
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benefit plans. Summaries and exhibit ma- 
terial are included that give concrete 
suggestions for improving medical or 
employee benefit plans. 

Adequate records of absenteeism 
should be maintained, the council be- 
lieves, and by some central agency that 
could make available national summaries 
of the experiences of representative es- 
tablishments. 

The real causes of absenteeism, it adds, 
involve general factors of morale, atti- 
tudes toward the company or supervisor, 
proper job placement, sense of responsi- 
bility, home and family influences and 
problems, and the health of the worker. 
The book points out that absenteeism can 
be cut by a company medical program. 
But it adds that this is not possible if 
the program is confined to the main- 
tenance of a first aid station or is limited 


to dealing only with job-connected dis- | 


abilities. 


Copies of the book can be obtained | 


from the Research Council for Economic 


Security, 111 W. Jackson Blvd., Chicago | 
4, Illinois. Its price is $3.50 per copy. | 


There is a 20 per cent discount on orders 
of five or more copies. 


e e e 


Pension Fund Growth 

Pension funds, which totaled nearly 
$60 billion at the end of 1954, are grow- 
ing at a rapid rate and are providing 
credit and investment funds leading to 
spectacular growth in production and 
jobs in this country, according to the 
1955 Pension Fund Committee report of 
the Mortgage Bankers Association of 
America. 

The committee found that private pen- 
sion funds are mounting by almost $3 
billion annually, while state and local 
government funds have been showing a 
$1 billion increase each year. The group 
added that private pension funds, and to 
an increasing extent those of state and 
local governments, have become an im- 


portant source of capital and investment | 


funds for business and industry. How- 
ever, the committee pointed out that 
federally-sponsored pension funds repre- 
sent nearly half of all retirement funds 
and are invested 100 per cent in U.S. 
securities. 

At the end of 1954, these U.S.-spon- 
sored funds totaled $30 billion in assets, 
while private pension funds amounted to 
nearly $21 billion and state and local 


$3 billion annual increases 


GROWTH OF PRIVATE PENSION FUNDS 





Combined reserves of insured plans ond assets of noninsured funds, 
, in billions of dollars. 
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: Statement of Condition : 

& 
a as of December 31, 1955 . 
e & 
p Resources 7 
. Cash and Due from Banks .........2.ec00 eee $193,123,013.06 & 
on United States Government Securities. .........e6-. 234,077,789.81* i 
. Obligations of Other Federal Agencies. . $10,035,396.85 
per State, County,and Municipal Bonds. ... _40,491,429.33 50,526,826.18* 
z Podleesl Ressswe Mam Gime 2 wc ccc cess ecese 1,020,200.00 
a es Pr ere ee ee ee ee 325,245,820.64 

| - Bank Premises, Furniture, and Fixtures. ......++00: 8,075,175.66 
es Earned Income Receivable. .......2eeecese0e8 2,418,147.14 
- Customers’ Liability under Letters of Credit and Acceptances 2,957,881.58 
og Other Resources ....ccccccccccccccccs eee 879,778.05 . 
Ee TOTAL oeeeeeeeeeeeeereeeeeeveee eeoeeeeee $818,324,632.12 : ; 

| * . genes i 
H Liabilities : 
Demand Dapests..cccccesivens $567,751,980.80 - 
re BUOEMOI, 66 cc ccc ees enene 156,598,583.54 ni 
ry United States Government Deposits ... 17,063,980.92 
S} Other Public Deposits ........... 22,762,786.33 $764,177,331.59 
2 Reserve for Interest, Taxes, and Expenses .......... 3,348,617.88 
Se Unearned Income Collected. .........2eccee006 3,912,672.74 
i Letters of Credit and Acceptances. ......05000005 3,090,949.27 
a CRUUE SIGE 2 ccc eessecseeens $ 14,805,050.00 
Ss . , LER OEER TEE TTL eT Lee 19,200,000.00 
= Undivided Profits. ......eccceee: 9,790,010.64 —_ 43,795,060.64 

| & p | POPOTTPTTUTE TTT eee $818,324,632.12 

| Ba o 

- *$58,890,340.40 pledged to secure Public Funds and Trust Deposits and for other purposes, : 
ne as required or permitted by law. i 
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HOLIDAY and 
ADVERTISING 
STAN DARDS 


Height 
Adjustable 
45” to 73” 










Frames: 
18%x11%4” 


Single or 
Double Face 


<a 


Perfect for 
Every Bank 
Mesage! 
In Chrome With Weighted Base 


A SUPERIOR J. A. REINHARDT & CO. PRODUCT 
Write for Complete Catalog & Prices 


3 PARK PLACE 
NEW YORK 7, N. Y. 
Established 1930 
























BANK SIGNS 





Picture the name of your bank in enduring 


bronze . . . the names of your personnel 
in handsome desk plates of the same digni- 
fied metal. 


Let us show you how we can give you 
the very finest signs, desk plates and bul- 
letin boards to suit your every need .. . at 
most economical prices. 

Send for free illustrated catalog 


ER ARERR 





DESK NAMEPLATES 
2” x 10” one line of copy, $7.50 
2'/2" x 10” two lines of copy, $9.00 
on bronze easel—other styles available 


**Bronze Tablet Headquarters"’ 
UNITED STATES BRONZE SIGN CO., Inc, 
570 Broadway, Dept. BC, New York 12, N.Y. 
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governments had retirement assets ap- 
proaching $9 billion. All of these funds, 
the study noted, represent claims on fu- 
ture production in that the retirement 
benefits are essentially a promise of fu- 
ture buying power. 

Nonetheless, the study revealed that 
nearly $10 billion of the private pension 
funds was invested in corporate bonds 
at the end of 1954. They also had nearly 
$3 billion in common and preferred stocks 
and about $3 billion in mortgages. In 
recent years, the survey disclosed, state 
and local government retirement funds 
have put increasing emphasis on non- 
governmental securities, and in 1954 had 
more than $2 billion of such investments, 
or just under 25 per cent of their com- 
bined assets. 
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Detailed Study Precedes 
Bank Location Change 


The care taken by the Bank of Com- 
merce, Washington, D. C. in deciding to 
move its headquarters from a location 
of 48 years standing to an entirely new 
neighborhood 15 city blocks away will 
be of interest to other banks who have 
considered making a similar move. 

Prior to the change of location, ac- 
cording to Robert M. Lyon, assistant 
vice-president, the bank made an ex- 
haustive survey of the new trade area 
for many months before making the de- 
cision to move the main office. The new 
trade area’s potentialities were carefully 


| analyzed, as was the estimated impact 


on the bank’s existing customers. Sources 
from which existing accounts were ob- 
tained were closely studied. The distances 
which many accounts would have to 
travel to reach the old main office, as 
compared to the new one, were also 
carefully analyzed. 

Several months prior to the move, 
statement enclosures and special letters 
by direct mail were forwarded to de- 
positors advising them of the pending 
move, and later of the specific date of 
the move. Prospective customers in the 
new trade area were also thoroughly 
covered by 12,000 direct mailing pieces 
on three different occasions, as well as 
by 13,000 announcement brochures. 

Thomas J. Groom, Bank of Commerce 
president, said that various officers in 
the bank were assigned to specific du- 
ties in connection with both the move 
and the building of the banking quarters 
in the new Commerce Building in Wash- 
ington, and that “the completely success- 
ful accomplishment presented a splendid 
demonstration of team work.” 

The large turnout of customers, finan- 
cial and business leaders and government 
officers at the opening of the new office 
was attributed in part to Mr. Groom’s 
activity over many years in the District’s 
financial and business affairs. 
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Patriotic Plaques Win 
Community Plaudits 

A simple, yet effective school relations 
project recently developed by the 29 
member banks of the Group Five Sav- 
ings Bank Association of New York of- 


fers an inexpensive, but constructive 
public relations tool for other banking 
and financial organizations. 

The program, which was featured in 
a recent issue of “Public Relations 
News,” entails the distribution to local 
schools of 28” by 42” paper plaques pre- 
senting the fourth stanza of “America” 
and the “Pledge of Allegiance,” along 
with kits containing a history of the an- 
them and the “Pledge.” 

The idea was born when William A. 
Clarke, a trustee of the Richmond Hill 
(New York) Savings Bank and principal 
of a high school in Queens, decided that 
more attention should be paid to the New 
York Board of Education’s ruling that 
every class open its daily program with 
the recitation or singing of the national 
anthem and the recitation of the “Pledge 
of Allegiance” to the flag. His colleagues 
agreed and helped prepare the plaque, 
which is printed in red, white and blue 
and has been approved by the Board of 
Education and the Catholic Diocese. 

Broad coverage. Response has been 
overwhelming, with over 21,000 dis- 
bursed in a short period. In addition 
to requests from some 600 schools, orders 
came from such groups as PTA’s, 
churches, YMCA’s, police precincts, etc. 
Moreover, distribution has been widened 
through demands for the plaque at vari- 
ous meetings. For example, the associa- 
tion’s public relations bureau presented 
7,500 facsimiles (7” by 10%”) at a fair 
at the Brooklyn Museum, while another 
1,000 went to a group of realtors, build- 
ers, lawyers, and civic officials attending 
a real estate and finance conference. 
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Novel Parking Tokens 
The citizens of Beloit, Wisconsin, are 
taking wooden nickels these days. And 
they’re being handed out by a bank. 
However, the nickels are not bogus. 
The Beloit State Bank is passing out 
25,000 of them to customers who park 
cars in the city’s metered stalls while 
they conduct their banking business. 
When a customer comes into the bank 
to make a deposit, cash a check or for 
any other business reason, he can ask 
the teller or any officer for one of the 
wooden nickels as a parking refund. 
When he has collected 20 of them, he 
can either cash them in for a dollar, or 
have a dollar credited to his account. 
The wooden coins are made of 
ponderosa pine and are about the size of 
a silver dollar. One face carries the name 
of the bank, the designation “wooden 
nickel” and head of an Indian wear- 
ing a fancy war bonnet; the other side 
identifies the “coin” as a “parking token.” 


25,000 to be distributed 
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British Bank Studies Future Operating Developments 


By Frank Plachy 


London Correspondent, Burroughs Clearing House 








The banking business in Britain is on 
an extremely competitive basis. What- 
ever restrictive practices may prevail in 
other industries and in the trade unions, 
they certainly cannot be found in the 








GENERAL R. F. E. WHITTAKER 


Heads Lloyd’s new research 


banking world. British bankers recog- | 





been eager to learn what truth there 
is in these stories and whether within a 
short time they will have to scrap ex- 
pensive equipment and change to yet 
more modern installations. Lloyds Bank, 
for one, has a special interest in this 
question, because with the large number 
of machines in daily use there is obvi- 
ously a need to plan replacement pro- 
grams some time ahead. The question 
the bank was anxious to settle was this: 
Shall we adjust our replacement pro- 
gram for the machines now in use in the 
belief that an entirely new method of 
bank operation by electronic means will 
be ready for practical use within the 
next few years? 

It is interesting to learn that after 
seeing the most advanced American de- 
velopments, the Lloyds Bank delegation 
returned to London convinced that while 
there is no question that electronics will 
eventually play a big part in bank and 
other accounting, it is yet too far in the 
future to influence present day policy. 
Lloyds Bank will, therefore, continue to 
replace its present basic equipment for 
some time to come in the same way it 


has since bank mechanization became 
common. Mechanical improvements will 
of course be incorporated as and when 
available for machines in current pro- 
duction. 

Economy of new methods. Another 
problem Mr. Temple’s department is 
studying would not arise in any but a 
few American banks. This concerns the 
extent to which new methods will be 
economic. Big provincial offices in places 
like Manchester, Birmingham, Liverpool, 
etc., could support equipment which on 
the other hand could not be gainfully 
employed in the many small branches 
with only two or three employees. 

A change which American ideas have 
already sparked in Lloyds Bank offices 
is the increased flexibility of tellers. 
Formerly when a teller went to lunch 
the customer had to walk down what 
was possibly a long bank lobby to find 
a teller available. By having a movable 
cash box for each teller, which he locks 
and puts under the counter when away 
from his post, the other tellers can now 
move up to the point most convenient 
to incoming customers. 








nize two points: The only thing they have | 


to sell is service, on which they go all- 
out to satisfy their customers. The other 


is that they must take advantage of | 
every possible internal economy and to | 
make sure that they are aware of future | 


developments in organization as far as 
is humanly possible. 

To make sure that it remains in the 
forefront in these respects, Lloyds Bank 
Limited, one of the so-called “Big Five,” 
with 1,800 offices in England and Wales, 
recently set up a research and develop- 
ment (operations and methods) depart- 
ment, under the general supervision of 
General R. F. E. Whittaker, C.B., C.B.E., 


and with Leonard Temple as manager. | 


Study American methods. These two, 
with the machines department manager, 
J. G. McCartney, recently visited the 
United States, where they made a 


thorough investigation of the methods | 


employed by, a number of leading Amer- 
ican banks, and the changes they were 
considering. The trio also visited some 
of the leading factories and laboratories 
where future probable changes in meth- 
ods are being studied and planned. 

In recent months there has been a flood 
of articles in British publications telling 
what wonders the development of elec- 
tronics is going to accomplish in the 
banking and general business world. 
Some of these articles read as if they 
had been written by highly imaginative 
writers of space fiction. 

Replacement programs. Bankers and 
business men in various industries have 
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You'll find the only American 
city annually invaded by Jose 
Gasparilla and his band of 
“‘pirates.’’ Tampa is also the 


bank where you'll find a fleet 
of services awaiting you at... 













home of Florida’s oldest national 


First National Bank 


% TAMPA 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Community Relations 
Projects 


A place to skate, a place to catch up 
on the news of the day, and a mobile 
medical testing laboratory are means by 
which three banks currently are serving 
their communities in a general way, and 
at the same time reaping excellent pub- 
lic relations rewards. 

“Healthmobile.”’ The Bank of Georgia, 
Atlanta, recently donated a  35-foot 
“healthmobile” to The Industrial Health 
Council of Greater Atlanta. The facility 
is staffed with five medical technicians 
who operate equipment for X-ray, blood, 
blood-pressure, vision and other tests. 
The unit is used as a part of a program 
to screen employees of Atlanta industrial 
and business firms to cut down on dis- 
ease and eliminate health problems. 
Under the plan, the healthmobile drives 
up to the doors of companies and tests 
employees on the spot. The first tests 
were made at the downtown Atlanta of- 
fice of The Bank of Georgia. 

The sides of the truck carry the mes- 
sage: “This healthmobile donated in hu- 
man service by The Bank of Georgia be- 
lieving that the wealth of a community 
lies in its people, but in the knowledge 
that without health there can be no 
wealth.” In the photo above Joseph Earle 
Birnie, president of The Bank of Georgia 
and a director of The Industrial Health 
Council, is seen second from the left dur- 
ing a presentation ceremony. 

Skating rink. The First National Bank 
of Minneapolis, Minnesota, calls an ice- 
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£ALTH THex 


Healthmobile donated to its community by The Bank of Georgia, Atlanta 


Industrial, office employees get on-the-job medical tests 


rink it recently built on a lot in down- 
town Minneapolis its “frozen asset,” 
because it is “paying off handsomely in 
community relations dividends.”’ With the 
investment of only a few thousand dollars 
the bank converted a city block, which it 
had previously cleared preparatory to 
building a new million-dollar main office 
building, into a colorful skating plaza. 

In a skyscraper setting, the plaza 
measures 110 feet square and is bordered 
on all sides by fir trees and a low ranch- 
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This new dual 

purpose depository 
incorporating separate 
chute and chest for 
both envelopes and 
wallets is the 

latest addition to 

the Chubb range of 
banking equipment 





DUAL PURPOSE NIGHT 
DEPOSITORY 








Manufactured in Canada by 


CHUBB SAFE COMPANY LIMITED 


577 Oxford Street 
Toronto 14 
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type fence. There are a Swiss warming 
chalet and two smaller skaters’ shelters, 
all with gaily-colored roofs. Floodlights 
and music are provided and an attendant 
is on duty at all times. 

News-wire service. Within hours after 
the three daily newspapers in Detroit, 
Michigan first failed to appear the first 
of last December because of a union 
strike, the Manufacturers National Bank 
of Detroit converted a window display 
space in a downtown branch office into a 
“news bulletin room.” The strike was 
settled in late January, but while it was 
on and at some hours of the day, there 
were people outside the window three 
and four rows deep reading the bulletins 
that came over a news wire ticker and 
were magnified for easy readability by a 
special magnifying television screen. 


Fun for thousands 


First National’s rink, Minneapolis 
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News for thousands 


Manufacturers’ wire service, Detroit 


NO. NEWSPAPERS ! 
‘Gut? Wire Bulletins” HERE! 
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Bank Music Study 


Music in banks has become a very 


important public relations tool. This is 
borne out by a recent survey conducted 
by the Florida Bankers Association 
which showed that most customers 
favored the musical interludes and that 
staff members experienced a_ definite 
relaxation that justified the outlay of 
bank funds for the equipment. 

In many cases, Florida banks reported 
that their initial cost for the equipment 
was less than $100, while others doled 
out $1,000 or more for speakers, etc. 
Monthly maintenance tabs also vary, in 
some instances running to $100, while 
many cited their costs as being “neg- 
ligible.” 

The majority of the banks reporting 
said their equipment was “automatic” 
or operated by the company making the 
installation, whereas other banks found 
it more economical to have staff members 
operate the system. 


NABAC School Foundation 
Contributions Grow 

As of the beginning of this year con- 
tributions to the new Foundation formed 
last year by the National Association of 
Bank Auditors and Comptrollers, had 
grown to $2,680. The foundation will 
develop and offer educational opportuni- 
ties and facilities to persons who are 





ons. They are produced by the Harvey J. 
Lebow Company, PO Box 156, North 
Andover, Massachusetts. 
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Magnifying Glasses For 
Box Customers 


The “hard of seeing” who forget to 
bring their eyeglasses are not having 
any trouble reading any of the contents 
of their safe deposit boxes since the 
Montclair (New Jersey) Trust Company 
began installing magnifying glasses in 
each coupon booth or room. 

Main and branch offices offer the serv- 
ice and the affected customers are con- 


stantly commending the bank for its 
thoughtfulness. No word yet as to 
whether the glasses are securely fas- 
tened as are pens and other items that 
manage to walk away, but it may be a 
good idea for banks with similar prob- 
lems. 
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Christmas Club Promotion 
Some 12,500,000 Christmas Club par- 
ticipants saved a record $1,130,000,000 
in 1955 and both peaks might be topped 
this year as banks continue to focus 
attention upon these thrift plans. 
Aside from regular promotional pieces, 








interested in bank accounting, auditing | 


and operation. 

The first contribution came from the 
1955 graduating class of the NABAC 
School for Bank Auditors and Comp- 
trollers, and others followed from vari- 
ous conferences of the association. The 
Citizens & Southern National Bank of 
Atlanta, Georgia, became the first bank 
contributor during the association’s an- 
nual convention last year. Also at the 
convention the NABAC Past President’s 
Club made a contribution. 

The by-laws of the Foundation are 
available on request from NABAC Head- 
quarters, 38 South Dearborn Street, 
Chicago 3, Illinois. 
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Crayon Booklets 

The Arlington Trust Company, Law- 
rence, Massachusetts, is killing two lit- 
tle (figurative) birds with one stone. The 
bank distributes to children who come to 
its offices a four-page crayon-coloring 
book that not only gives the “little fel- 
lows’’ something to do while waiting for 
the grownups, but also sets them to 
thinking what a bank is and does. 

The four banking scenes in the book- 
let are captioned: 1. Dad can do his 
banking right in the car at the drive-in 
window, 2, “It’s time to save,” says Dad, 
opening a savings account for Peter, 
3. Jane and Mother go shopping with 
Christmas Club money from their bank, 
and 4. Mother’s dream kitchen, come 
true—because of a bank home-modern- 
ization loan. 

The booklets are trademarked “Tint- 
M-Tots” and come with a box of 4 cray- 
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THE UNITED STATES NATIONAL BANK 
OF PORTLAND, OREGON 


December 31, 1955 


Statement of Condition 


sete eeeeeceeees $ 149,802,394.07 


300,342,048.86 
74,128,957.36 
309, 103,253.93 
1,080,000.00 
8,891,928.35 
93,654.00 
2,870,013.78 
1,399,241.00 


$ 847,711,491.35 








$ 18,000,000.00 
18,000,000.00 


20,790,555.57 56,790,555.57 
$0 00630060ees eens 4,238 ,685.49 
$660.02 0050 409 %0:we 126,439.50 
$905000044808. 0400 585,000.00 


781,492,594.39 
4,396,591.80 
81,624.60 


$ 847,711,491.35 





This statement includes 
61 branches in Oregon 





BOARD OF DIRECTORS 
E. C. SAMMONS, President 


R. M. ALTON W. O. MUNSELL 
THOMAS AUTZEN HARRY T. NICOLAI 
A. A. BINFORD E. C. SAMMONS 


Cc. M. BISHOP 
TRUMAN W. COLLINS 
.L, J. DAVIES 
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Member Federal Deposit Ww 
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Insurance Corporation DAVID W. EYRE T. B. WILCOX. JR. 
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GLENN L. JACKSON 
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several banks have brought out novel 
displays to interest customers in such 
plans, while the Rhode Island Bankers 
Association hopes to stimulate the num- 
ber of accounts by delivering checks 
earlier so that savers can start their 
shopping in mid-November. 


Earlier mailings. Ernest A. Peel, 
R.1.B.A. president and vice-president and 
cashier of the Plantations Bank of 


Rhode Island in Providence, said that 
in 1955 many Christmas Club savers 
walked into the bank to cash in their 
accounts a week or more in advance of 
the regularly-scheduled distribution date. 
Other banks reported similar action by 
their customers, prompting the associa- 
tion to ask for an earlier mailing of 
Christmas savings by its member banks. 


Self-serve arrangement. The Central 
National Bank of Cleveland, Ohio is 
issuing a colorful self-service poster to 
draw attention to Christmas Clubs at 
all of its offices. The posters feature 
pockets designating the different amounts 
in which the club accounts may be 
opened. The customer merely selects the 
card for the account he desires, com- 
pletes it with his name, address and 
telephone number, and takes it to the 
nearest new account desk or teller dis- 
playing the bank’s colorful Christmas 
Club sign. 

“QOCAT” lapel ribbons. In Texas, the 
Empire State Bank of Dallas has already 
passed last year’s Christmas Club en- 
rollment and the number of accounts is 
still growing due to an interesting win- 
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Cash and Due from Banks 


Loans eee 
Banking Houses Owned 


Other Assets 


Capital Stock . . 
Surplus... 
Undivided Profits 


Condensed Hlatement of Condition 
At the close of business December 31, 1955 


ASSETS 


U. S. Government Obligations 3 
State, Municipal and Public Securities . 
Other Bonds and Investments 


Customers’ Liability on Acceptances 
Accrued Interest and Accounts Receivable 


LIABILITIES 
$ 47,234,000.00 
127,766,000.00 
22,304,883.76 $ 197,304,883.76 


CHEMICAL 
ORN EXCHANGE 


BANK 


Founded 1824 
165 Broadway, New York 


$ 967,546,895.90 
506,550,128.38 
296,678,068.67 

‘ 12,374,927.61 
. 1,306,904,413.49 
10,150,384.22 
42,950,644.53 
7,976,959.25 
4,941,531.09 
$3,156,073,953.14 











Reserve for Contingencies. 


Other Liabilities B 
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Reserves for Taxes, Expenses, etc. . . 
Dividend Payable January 1,1956 . . 
Acceptances Outstanding (Net) . . . 


Securities carried at $115,682,934.00 in the foregoing statement are deposited 
to secure public funds and for other purposes required by law. 


Convenient Offices Throughout Greater New York 


Every Banking and Trust Service at Home and Abroad 


“Se 4,406,421.67 
7,469,984.85 
2,361,700.00 
44,315,592.12 

a oe 4,202,424.08 


2,896,012,946.66 
$3,156,073,953.14 
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Member Federal Reserve System 


Member Federal Deposit Insurance Corporation 
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Poster spurs action 


dow display the bank featured during 
and after the holidays. In addition to 
the display, the bank’s personnel wore 
red satin ribbons with the gold letters 
“OCAT.” The letters stood for “Open 
Christmas Account Today,” and many 
customers did just that after being told 
what the slogan was. 
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Handy After-Hours 
Depository 


A handy new 24-hour teller recently 
introduced to the market features a 
lighted writing shelf, an envelope dispen- 
ser, and is recessed into a wall to insure 
weather protection for after-hour de- 
posits. 

In the photo below Andrew Aln, left, 
executive vice-president of the Fidelity 
State Bank, Luck, Wisconsin, shows the 
operation of the unit, newly installed at 
his bank, to a customer. The face of the 
envelope dispenser carries the instruc- 
tions: “For your banking convenience. 
Reach up under dispenser and remove de- 
posit envelope. Fill in information re- 
quested completely. Seal and deposit in 
envelope slot.” 

Details on the unit can be obtained 
from the Dieblod, Inc., Company, 818 
Mulberry Road, S.E., Canton, Ohio. 


Features lighted shelf 








Burroughs Clearing House 


Cato Te 




















A Pictorial Review of Trends in Drive-In Bank Styling | 


j Showing the latest adaptations in motorist banking facilities across the country. 





























The Cunneen Company 
Asbury Park, N.J. Neon signs and wide canopies are Los Angeles, Calif. Five teller windows are equipped to 
features of the new drive-in and walk-up stations at handle 1,500 cars daily at the new Community Bank. The 
both ends of the Asbury Park and Ocean Grove Bank overhanging mezzanine provides shelter for customers 
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Des Moines, Iowa. Saw-tooth teller arrangements are used Albuquerque, N. M. Newly acquired four-story parking 

inside and outside of the new National Bank of Des Moines. structure has been equipped with two drive-in and 

Only two drive-in units are in service but the plans permit walk-up teller stations by the First National Bank in 
the eventual utilization of five Albuquerque. Night depository was also added 
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. —— j THE IDAHO FIRST WAUIQNAL BANKS 





3 New Coenen, rs Depot- like appearance of the new Park Boise, Ida. The corner of its parking lot provides 
Street branch of The First National Bank and Trust Co. wel- ultra-modern drive-in accommodations at The Idaho 
comes commuter set. The unit adjoins New Haven railroad First National Bank. Each teller’s station is at- 

station and features drive-in and walk-up windows tractively landscaped and illuminated 


























Harlingen, Texas. These two new drive-in units have Lubbock, Texas. A night time view of four new drive-in 
been built on the edge of the parking lot of the Har- teller stations at The Lubbock National Bank. The service 
lingen State Bank. Austin shell stone and red marble has been offered since 1940 when the first two drive-in 
were used in construction of the units units were installed in the main building 
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Continental Illinois National Bank 
and Trust Company of Chicago 
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Chairman of Board 
Swift & Company 


THEODORE V. HOUSER 
Chairman of the Board 
Sears, Roebuck and Co. 


JAMES R. LEAVELL 
Banker 


WILLIAM H. MITCHELL 
Partner, Mitchell, Hutchins & Co. 


ROBERT H. MORSE, JR. 
President, Fairbanks, Morse & Co. 


PETER V. MOULDER 
Executive Vice President 
International Harvester Company 


H. A. SCANDRETT 


Railroad Executive, retired 


FRANK F. TAYLOR 
Banker 


HERMAN WALDECK 


Banker 








Statement of Condition 
DECEMBER 31, 1955 


RESOURCES 


Cash and Due from Banks............... $ 651,653,605.07 
United States Government Obligations... 862,980,808.40 
Other Bonds and Securities...... ieanwas 190,185,098.02 
Loans and Discounts........cccccceeeees 1,010,833,075.37 
Stock in Federal Reserve Bank........... 6,000,000.00 
1,290,631.41 
8,323,616.38 
7,800,000.00 
$2,739,066,834.65 


Customers’ Liability on Acceptances..... 
Income Accrued but Not Collected....... 
PE BO 6 6b hcccnececdescawenee ce 











LIABILITIES 


Deposits..... (uRbAcAuecee badd uesesseees $2,473,593,376.34 
1,415,255.91 
17,421,307.19 
18,105,362.41 
2,126,375.11 
75,000,000.00 
ccc eeeebaben wee onekenndedecen 125,000,000.00 
26,405,157.69 
$2,739,066,834.65 


Acceptances....... edd odes kedeabsnones 
Reserve for Taxes, Interest, and Expenses. 
Reserve for Contingencies..............- 


Income Collected but Not Earned........ 
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United States Government obligations carried at $215,415,993.58 
are pledged to secure public and trust deposits and for other 
purposes as required or permitted by law 


LA SALLE, JACKSON, CLARK AND QUINCY STREETS 
LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 
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A FEW SHOALS ARE SIGHTED 
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At A.B.A. credit conference, analyses of the economic and loan outlook were generally optimistic 
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TITER BAMA CNEDET? 


Threatened by both inflation and deflation in 1956, the 
nation’s banks are urged to maintain sound loan policies 


ITH banks now in a tighter 

money position than has existed 

since the bank holiday, and the 
business outlook clouded by some un- 
certainties and developing soft spots, 
the year ahead calls for unusual 
leadership on the part of bankers in 
the encouragement of sound financial 
policies for the protection of both their 
customers and their banks. 


Such a precautionary statement 





COVER PICTURE 


Left to right, as conference opens, 
Chairman George S. Moore greets 
Theodore V. Houser, board chair- 
man, Sears, Roebuck and Company; 
A.B.A. President Fred F. Florence; 
Ray M. Gidney, Comptroller of the 
Currency; H. Earl Cook, chairman, 
Federal Deposit Insurance Corpora- 
tion 
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By 
THE EDITORS 


Burroughs Clearing House 


might be said to be the “theme song” 
of the Eighth National Credit Con- 
ference of the American Bankers As- 
sociation held last month in Chicago, 
although the tenor of the talks was 
far from pessimistic. The initial com- 
ment was based on remarks by the 
conference chairman, George _ S. 
Moore, chairman of the A.B.A. Credit 
Policy Commission, and executive vice- 
president, The First National City 
Bank of New York. 

Bearing out the observation that the 
speakers were far from “bearish” on 
the future outlook, Mr. Moore in sum- 
marizing the conference proceedings 
noted that no speaker suggested that 


1956 business volume as a _ whole 
would not exceed 1955, despite such 
adverse factors as auto and home 
construction cutbacks and declining 
farm income. The consensus also 
seemed to be that there will be further 
loan increases in 1956. 

One salient point stressed was that 
the rate of expansion in these areas 
was due to slacken in the months 
ahead. On the lending side, for exam- 
ple, Mr. Moore commented: “There 
has been a rise of about $12 billion in 
bank loans in the past 12 months. This 
has made an enormous contribution to 
the expansion of business in 1955. 
With bank reserve requirements as 
high as they are and no early prospect 
of a relaxation in Federal Reserve 
policy, this is an upward influence 
which cannot be repeated in 1956.” 

Similarly, Mr. Moore said it seems 
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J.T. OVERBEY J. F.MANNION 


M. DRAKE 





T. W. JOHNSON 


E. A. WAYNE 


Panel discussion presented by members of Robert Morris Associates 


self-evident that 1956 cannot show 
increases in gross national product 
comparable with the gains achieved in 
1955. “There are simply not enough 
raw materials or steel or labor or 
credit available to make this possible,” 
he declared. The consensus. also 
seemed to be that there may be an 
overall business downtown during the 
latter part of the year. 

The tight money situation in which 
banks find themselves may be a bless- 
ing in disguise, Mr. Moore continued, 
since the heights to which business 
has soared and the success achieved by 
many untested enterprises have cre- 
ated tempting loan opportunities of a 
type which have brought trouble in 
the past. “It is probably even healthier 
for our would-be borrowers than for 
ourselves that we are not saying ‘yes’ 
to every request, and are able to lay 
down more reasonable and realistic 
conditions for loans both as to amount 
and terms,’”’ Mr. Moore observed. 

Other appraisals of the effect of 
various forces on the business and 
financial outlook were given by lead- 
ers drawn from banking, industry, 
merchandising and other’ business 
fields. Following is a summary of some 
of their views. 


Basic Lending Principles 

With the current business situation 
having both inflationary pressures and 
some signs of deflation or recession, 
Fred F. Florence, president of the 
American Bankers Association and 
president, Republic National Bank of 
Dallas, pointed out that bankers now 
have an unusual opportunity to be of 
great service to customers and the 
general community. 

Thus, conservatism in the extension 
of bank credit can be helpful in pre- 
venting exuberance from threatening 
the stability of the economy. And, Mr. 
Florence added, the stronger the com- 
plex credit system is maintained while 
business is running in high gear, the 
better prepared the economy will be to 
withstand any recessionary forces that 
might develop. 
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With this is mind, Mr. Florence 
cited three basic principles as guides 
to those responsible for bank lending 
policies. 

1. Banks should be in the forefront 
in combatting what appears to be a 
growing conviction on the part of 
many people that credit is some magic 
force, the supply of which is unlimited 
and which can be tapped at will. It 
should be more clearly understood, Mr. 
Florence asserted, that credit ratings 
must be earned and that even worthy 
credit has definite limitations. He 
warned that too much reliance is fre- 
quently being placed upon the appar- 
ent value of collateral and not enough 
upon the fundamental ability of a bor- 
rower to repay, whereas collateral 
values can be fleeting and transitory. 

2. Safe and constructive lending de- 


mands an increasing measure of sound 
financial planning, and Mr. Florence 
declared that bankers are particularly 
well qualified to help their customers 
develop intelligent financial arrange- 
ments. 

3. Bankers, he added, can contribute 
significantly to the nation’s long term 
growth only by keeping pace with the 
rapid changes taking place in the ex- 
panding economy. He noted that a sig- 
nificant portion of the loans in bank 
portfolios is being made to types of 
businesses virtually unknown a few 
years ago. “We have had to develop 
new techniques, new yardsticks, and 
procedures to meet the requirements 
of these new customers,” Mr. Florence 
said. “In the future, management will 
have to be increasingly alert if bank- 
ing is to meet its responsibilities and 
share in the rewards of an expanding 
country.” 


Sears’ View of Consumer Credit 


The merchant’s view on instalment 
credit was presented by Theodore V. 
Houser, chairman of the board, Sears, 
Roebuck and Company, Chicago. Be- 
hind Mr. Houser’s views was the im- 
pressive experience of his company, 
which had $920,000,000 of credit out- 
standing on December 31 and was 
financing its instalment portfolio 
through some 200 banks throughout 
the country. 

Mr. Houser predicted that in the 
foreseeable future, although possibly 
not until late in the year or by early 
1957, one of two things may happen. 


The broad-gauge program brought new perspectives to the delegates 


Robert E. Wilson, board chairman, Standard Oil Company of Indiana, 
minimizes atomic power’s potential impact on oil, gas, and coal 
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K. V. ZWIENER 


R. L. REIERSON 


W. POWERS 


R. A. FREUHAUF 





R. C. INGERSOLL 








W. M. WILLY D. C. JOHNS 


They appraised the effect of many different factors, on the financial weather ahead 


Consumers will realize that  indi- 
vidually they are reaching the limits 
of prudence and will voluntarily cur- 
tail their purchases to the extent that 
will permit some liquidation of out- 
standing debts; or inventory accumu- 
lation will become apparent to manu- 
facturers and distributors and a 
slackening of production schedules will 
occur. 

Regardless of which of these possi- 
bilities comes first, he stated, its 
reaction on the other will be immediate 
and direct. A slackening of consumer 
credit buying will be promptly noted 
by manufacturers and distributors, 
with a consequent revision of produc- 
tion plans, he continued. Lay-offs or 
shorter hours, resulting from a reduc- 
tion made first by manufacturers, will 
quickly cause consumers to. give 
thought to their debt situation, he 
told the banker audience. “We know 
that such voluntary corrections do 
take place.” 

Historically, Mr. Houser informed 
the meeting, figures indicate that 
when the ratio of credit extended ex- 
ceeds the rate of repayment by from 
2 to 2% per cent of disposable income, 
a correction occurs. This, he stated, 
has happened four times since 1940, 
and reflects the prudence with which 
the vast majority of people conduct 
their affairs. Figures for October and 
November, he noted, indicate a nar- 
rowing of the spread between debt 
incurred (credit sales) and debt re- 
tired, so that this ratio dropped from 
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2.4 per cent to 1.4 per cent. If De- 
cember figures show a similar situa- 
tion, he said, the indications are good 
that a turn downward in the growth 
of consumer debt is under way right 
now. 

Mr. Houser said that the alternative 
of government control of consumer 
credit may be attractive to many. 
Whatever virtue it may have in times 
of drastic merchandise shortages and 
period of national emergency, he does 
not feel that the present situation war- 
rants the imposition of such controls. 
The specific problems today, he said 
are the marginal and poor credit risks 
and the marginal and poor practices in 
the granting of credit, matters that 
rest with bankers and business men 
who deal in credit. 


Outlook for Banking 


When he looks against the backdrop 
of the economy as a whole, it is difficult 
for Roy L. Reierson, vice-president 
and economist, Bankers Trust Com- 
pany, New York City, to become 
greatly disturbed over the prospect of 
declines in specific areas such as hous- 
ing and automobile production. He 
told the conference delegates that im- 
pressive strength is still evident in 
business investment spending and in 
non-residential construction; business 
inventories still appear low in relation 
to sales; government outlays continue 
to rise. Any downturns, he added, will 
serve more to relieve pressure upon 
the supply of basic raw materials 


than they will to precipitate anything 
in the nature of a general business 
downturn. 

Mr. Reierson did predict a slowing 
down in the rise of output in 1956, 
although he foresaw a moderate ex- 
pansion in the gross national product. 
Also, he stated that it would be sur- 
prising if the direction of the economy 
were to remain upward through all of 
1956. “Some sag in business activity 
before the year-end seems a reasonable 
guess,” he ventured, but in his opinion 
this is unlikely to assume great magni- 
tude. 

In line with this, Mr. Reierson fore- 
saw a rise in bank loans this year, but 
stated that the gain should be con- 
siderably less than the $11 billion in- 
crease in 1955. 

With Treasury financing require- 
ments likely to be smaller, and deposits 
apt to average moderately above 1955, 
Mr. Reierson asserted that commercial 
banks should not find themselves as 
strapped for funds as in the past year, 
and should be under considerably less 
pressure to reduce government secur- 
ity portfolios. 

However, the speaker acknowledged 
that central bank credit policy will 
determine whether such conjectures 
come close to the mark. As to the near- 
term outlook, he predicted continuing 
fairly tight conditions in the money 
market but not another round of in- 
creases in the discount rate. Should 
economic activity begin to sag, Mr. 

See WHITHER BANK CREDIT—Page 102 
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The special records and highly developed 
training routines used, in... 


Solving the Problem ot 
MANAGEMENT DEVELOPMENT-II 


HE January, 1956 issue of Bur- 

roughs Clearing House contained 

the first installment of this article, 
giving the reasons why our bank initi- 
ated a “management development” 
program in June, 1953. 

This second and concluding install- 
ment will discuss the personal history 
inventory and rating form used to 
help select eligible candidates for this 
program, and will outline the various 
steps used to give them training and 
experience. 

The principal purpose of our man- 
agement development program is to 
make certain that we have the kinds 
of executives and in sufficient numbers 


By RANSOM M. COOK 


Senior Vice-President, American Trust Company, 
San Francisco, California 


for management succession, and also 
to provide a continuing supply of 
prospective executives to serve as offi- 
cers for our present and future or- 
ganization. Some additional benefits to 
be derived are: 

1. The certainty there will be a re- 
placement for every official position on 
our staff and that these replacements 
are systematically learning to take 
over and handle the higher jobs with 
full efficiency. 

2. The improvement of an individ- 


ual’s performance on his present job, 
through his increased knowledge. 

3. The reduction in the overall time 
it takes to prepare a person for addi- 
tional responsibility, by determining 
what training is necessary and making 
it available to him. 

4. Better morale. With such a pro- 
gram in effect few individuals will feel 
they have been “overlooked.” 

The planning for this program 
started from zero. First of all, Philip 
L. McClure, assistant cashier in the 


A first step was a personal history inventory of the bank’s officers and potential officers 


- — 





PERSONAL HISTORY INVENTORY FORM 








PLEASE LIST YOUR WORK EXPERIENCE PRIOR TO PRESENT EMPLOYMENT INCLUDE 
KIND OF WORK AND LENGTH OF TIME ON EACH JOB 


Stujent until 1936, Part time work-Clerk in Drug Store, 1936-1937 City Clerk 








Mojave, California 


DATE OF BIRTH 
DATE OF EMPLOYMENT 


MILITARY STATUS: 


NAME Jonn Q. Citizen 
ADDRESS: 1008 Scenic View 
TITLE: Assistant Cashier 
OFFICE Burlingame 





October 12, 1917 





May 1937 





Inactive Reserve 




















WHAT HAS BEEN YOUR WORK EXPERIENCE WITH AMERICAN TRUST COMPANY. INCLUDE 



































MARITAL STATUS: Married OFFICES OR DEPARTMENTS WHERE YOU HAVE WORKED, POSITIONS HELD, LENGTH OF 
TIME IN EACH POSITION AND A SHORT RESUME OF THE NATURE OF THE DUTIES 
CHILDREN: NAME SEX DATE OF BIRTH 
Joseph P. Male June 1940 1937-1939 _ Transit Clerk to Head Bookkeeper - Oskland Main 
Mary £. Female December 1942 2 
Henry J. Male July 1946 1939-1941 Savings and Commercial Teller - San Leantro 
1941-1942 Note Teller 
DO YoU RENT () 
OWN YOUR HOME (x) 1942-1946 U.S, Army Finance Corps. 
LIVE WITH PARENTS {) 
OTHER (SPECIFY () 1946-1947 Note Teller - San Jose 
EDUCATION: 1947-1950 Platform Man - Carlos 
High School VC) 20() 30) 4 (x) Grad. (x) 
College a€) 20) 3) ef) 8() 6() Grad. (x) 1950-1953 Assistant Cashier - Burlingame 
DEGREE B. S. Political Science 








(From 1947-1953 Have opened new Savings and Commercial accounts - Taken Loan 





INDICATE OTHER COURSES OR SPECIAL INSTRUCTION THAT YOU HAVE COMPLETED. 
Spplicstions in both Real Estate and Monthly Payment) 





A. J. B. - Standard Degree 








ee ye ee PLEASE INDICATE THE TYPE OF BANK WORK WHICH YOU PREFER OR FOR WHICH YOU 


FEEL YOURSELF BEST SUITED AND ADDITIONAL EXPERIENCE WHICH YOU DESIRE. 











Would like some Credit Department training wi 33ible erci an 





experience working toward Branch Manager's position. 





LIST THE PROFESSIONAL SOCIETIES, FRATERNAL ORGANIZATIONS, CIVIC GROUPS, 
ETC, , IN WHICH YOU ARE A MEMBER. 


Toastmasters 


Kiwanis International 

















B. f. 0. E. 
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Mr. Cook, left, and Philip L. McClure, assistant cashier supervising program 


The training develops better officer material faster, boosts morale 


personnel department, and supervisor 
of the project, made an up-to-date per- 
sonal history inventory of all officers 
below the level of vice-president, and 
all potential officers of the future. 

A personal inventory form was sent 
to all branch managers and depart- 
ment heads, asking them to have their 
prospective officer material fill in the 
information desired. 

This form included space for listing 
work experience prior to present em- 
ployment and with American Trust 


Company. Space was also provided for 
answering the following: 

“Please indicate the type of bank 
work which you prefer or for which 
you feel yourself best suited, and addi- 
tional experience which you desire.” 

This request was highly significant, 
for it cleared any doubt in the mind 
of the employee as to the purpose of 
the program, and gave him an oppor- 
tunity to say what he would like to 
aim for in the future, based on his 
past bank experience. 


At the same time Mr. McClure also 
requested two rating sheets on each 
individual for whom a personal inven- 
tory form was returned. The first rat- 
ing was made by the man’s immediate 
superior and the second by the latter’s 
superior officer. In some cases the sec- 
ond rating came from a member of the 
senior personnel committee or from an 
officer familiar with the employee’s 
background. These two ratings were 
made independently of each other and 
tended to eliminate any possibility of 
personality conflicts. If a large differ- 
ence of opinion appeared between the 
two rating sheets, then a third officer 
was asked to serve, who could rate the 
candidate impartially and again elim- 
inate any factor of personality con- 
flict. The personal history forms have 
been marked according to the higher 
of the two potential ratings (if the 
two rating officers were not in com- 
plete agreement) and then divided 
into one of five categories to show the 
future possibilities. 

These rating sheets were designed 
to show the ultimate potential of the 
individual being considered as officer 
material. From these ratings could be 
determined how much training and 
additional experience the applicant 
would require to reach his goal. 

With the information from these 
two forms on hand we were now in a 
position to make an inventory of what 
the needs would be for the bank’s offi- 
cial family of the future. This also 
represents an inventory of the man- 
power we must have to complete these 
official assignments. If we relate the 

See MANAGEMENT DEVELOPMENT—Page 118 


Next, superiors rated the individuals to indicate their potential, guide their training 








Makes own decisions. 


INDIVIDUAL RATING FORM 





further credit work and experience in actually granting 





OFFICE OR 
NAME ___John %. Citizen TITLE assistant Cesnior DEPARTMENT _ Burlingame EXPERIENCE NEEDED 
Manaver, he would nee 
APTITUDES INDICATED: __Laadershia, Ability to analyze, Meats public well, 
loan:. 


























POTENTIAL POSSIBILITIES 


ASSISTANT MANAGER OF LARGE BRANCH 


ASSISTANT MANAGER OF MEDIUM SIZED BRANCH. 


ASSISTANT MANAGER OF SMALL BRANCH 





OTHER (INDICATE SPECIAL QUALIFICATIONS) 


MANAGER OF LARGE BRANCH OR DEPARTMENT HEAD 


MANAGER OF MEDIUM SIZED BRANCH OR DEPARTMENT HEAD 


MANAGER OF SMALL BRANCH OR DEPARTMENT HEAD. 














ee 


PROGRAM SUGGESTED 


435 soon 33 possible transfer Mr. Citizen to the Credit 





Department for se period of training. Im the meartine he will be given further 



























































loan experience in tris office. This training should be supplemented by 
occessionsl counseling. 
January 6, 1954 Pp nage 
DATE TITLE 





Banks have a new business opportunity. and a 
ehance to keep this promotion on a sound 
basis as the country gears for... 


A Big, Nationwide 
HOME IMPROVEMENT DRIVE 


’56—the Year to Fix! If the hopes 
of the home improvement industry 


eee 


brainchild of the United States 
Chamber of Commerce, will be a year- 


blue OHI seal will appear in the 
national advertising of the big ma- 


are realized, bankers are going to hear 
and see that phrase over and over 
again in the next eleven months. For 
1956 has been officially proclaimed 
“Home Improvement Year’’; and “ ’56 
—the year to fix” is the motto of 
Operation Home Improvement, the 
nationwide promotion that is going to 
spark the drive to get homeowners to 
repair and remodel this year. 
Operation Home Improvement, a 


long campaign designed to coordinate 
the sales promotion efforts of all the 
various elements of the home improve- 
ment business. Manufacturers of 
building materials, the national con- 
sumer and housing magazines, the 
Government housing agencies, and the 
advertising industry are all being 
joined together in this single pro- 
motional “push” to get people to im- 
prove their homes. The yellow-and- 


terials firms and in the local adver- 
tising and store windows of retailers, 
dealers, builders, and contractors; the 
home service magazines are planning 
to devote extra space and effort to 
home improvements this year; and 
other industry promotions such as 
National Home Week will be inte- 
grated into the program. About $250 
million in promotion and advertising 
are expected to be involved with OHI, 


Home improvement theme is stressed in material prepared by the American Bankers Association. 


There are seven direct-mail letters in promotional kit 


One of four ads specifically suited to “The Family Dollar” magazine 





. 














Your Letterhead 


This is the year to improve your home. . . 
EVERYBODY'S DOING IT! 


That's the theme of the new nationwide, year- 
long program, OPERATION HOME IMPROVEMENT, backed 


Then see us. We'll give you expert counsel and 
advice, and outline a plan that'll provide you with the maximum 
in bank service and protection for your property investment. 


And by the way -- why not write, telephone or 
drop in and ask for your free copy of THE FAMILY DOLLAR 
magazine. Each quarterly issue contains a wealth of informa- 
tion of timely value that'll help you develop your program to- 


si YOUR NAME HERE 
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THERE ARE TWO WAYS TO KEEP YOUR HOME IN REPAIR 


Are you handy with tools? Have you plenty of spare time? Then maybe you can repair 
your home at minimum expense. Otherwise you'll need professional help, which costs more 
money. 

In either case, delay only increases the expense. The best way to protect both house and 
pocketbook is t get needed work done promptly; finance the job with a low-cost bank 
loan, repayable in mod hly instal 
We make such loans ‘for repair jobs big or little-—also for remodeling, painting and 

= i cad denalletl 














‘ oa the of heatin, f and wh else will 
rd better li = = ~_ 
_ pat s contribute to your family's comfort and convenience. 
A : Decide which i is most ial, find out the cost; then arrange your financ- 
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Burroughs Clearing House 
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by home improvement industries all over the country. Pry 
No matter what your home improvement re- FC 

quirements may be, see us when you're ready to talk financ- 

ing. We'll be glad to discuss your credit needs, and make a 

every effort to arrange terms that will save you time, trouble \ 

and money, 
Once you've decided on that new room, finish- 

ing the basement, installing a new kitchen or second bathroom, K 

get your contractor to make an estimate of the costs. 
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Series includes 12 cartoon-type ads such as the one below 











Displays, radio and newspaper releases are included in most of the kits 





HOME 
IMPROVEMENT 
YEAR... 
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John R. Doscher leads drive 


Operation Home Improvement material spearheads drive to “fix up” 20-million U.S. homes 


with the hope of increasing the home 
improvement market to $15-billion 
this year. 

The entire promotion got underway 
on January 16 with a meeting in 
Washington and a proclamation by 
Albert M. Cole, administrator of the 
Housing and Home Finance Agency. 


Its ads can be used with or without the OHI seal 


OHI has set up a coordinating office 
in New York’s Rockefeller Center 
under the direction of John R. 
Doscher, previously an assistant to 
the publisher of “Life” magazine. 
From this office, promotional material 
has been pouring out to dealers and 
contractors across the country. 

Banks are unquestion- 
ably a major factor in 
the OHI picture. No one 
knows better than OHI 
that the success of the 





program will depend to 





a large extent on credit, 





for if the anticipated 








increase of $3-billion is 














to come about, banks 
are going to have to pro- 
vide a large share of the 





funds through home im- 




















'T’M GOING TO LOOK ABOUT. SAID DON, 
For HOME REPAIR NEEDS— LATER ON!" 


MEANWHILE,A TERMITE CAME, AND THEN 
TWO MORE, THEN FOUR, THEN FIVE, THEN TEN... 





provement loans. Mr. 
Doscher himself pointed 
this out last September 
in a brief appearance at 
the American Bankers 
Association Convention 





in Chicago; and Don 
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THEY ATE AWAY EACH BEAM AND STUD; 
AND DON AWAKENED —WITH A THUD! 








HE’S WISE WHO LOOKS 
THEN QUICKLY ACTS... 
SEE US FoR HOME REPAIR 


LOAN Facts! 


We lend to help protect 
property values. Figure 
what you can afford 
monthly for such needs; 
then come in and see us 
— about a low-cost loan. 


Moore, OHI’s assistant 
director, recently told a 
similar story to savings 
and loan people at the 
United States Savings 
and Loan League Con- 
vention in Miami. 
Although OHI must 
look to the banks for 
cooperation, OHI people 
are quick to point out 
that it is not at all a 
one-way street. The fi- 
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nancing of this enor- 
mous home improvement 


program presents the banks with an 
equally enormous opportunity for new 
business, they say. Interested bankers, 
however, see possibilities in the pro- 
gram in another direction—customer 
service. While the modernization in- 
dustry is quite naturally interested in 
selling goods, banks want to make 
certain that the home owner gets his 
money’s worth and that the improve- 
ments actually add to the value and 
usefulness of the home. Cooperation 
with OHI will no doubt attract new 
home improvement loan customers to 
the bank, but it also gives the bank 
a chance to aid in keeping the local 
OHI plan on a sound financial basis. 

For the bank taking part in the 
OHI promotion, there is a huge selec- 
tion of material available. OHI itself 
has a kit of promotional material 
which can be had for $5. Included here 
are press, radio, and television re- 
leases; posters; placards; and mats of 
the OHI seal. All are designed to 
identify the user with the OHI pro- 
gram. In addition, purchase of the 
kit entitles the bank to a bi-weekly 
OHI newsletter reporting on the prog- 
ress of the program and suggesting 
additional promotional devices. 

The American Bankers Association 
has produced some special advertising 
aids to merchandise home improve- 
ments. A series of humorous “cartoon” 
ads have been prepared by the 
A.B.A.’s advertising department to 
emphasize the home improvement 
theme. Each of the twelve ads in the 
series features a cartoon strip with 
captions in rhyme and stresses the 
idea that a bank “lends money to pro- 

See HOME IMPROVEMENT—Page 117 
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BANK SHOPPER'S SUMMARY 


December 15, 1955 


Safe Deposit Boxes: I went down the well lighted stairs, with fresh 

green plants along the railing, went to the door, 
where a tall, blonde, heavy-set man of about 50 (in uniform) greet- 
ed me with a smile, said, "Good morning. May I help you?" I said 
I'd like to know the price of boxes and he replied they had them all 
the way from $25 on down to any price desired, let me in, waved his 





closed the door behind me and took me over to a desk where sat this 
lady, who at once looked up and asked, with a smile, if she could 
help me. I asked her the same thing and she said they had a good 
price range, from $25 on down to $3.30, including tax, asked me if 
I had any idea of the size I might need, as she went to a nice display 
of the boxes on the counter nearby and first took out the $8.80 box, 
gave the dimensions, showed how it would hold a certain number of 
legal papers and government bonds. Each of the different sized box- 
es had price cards on them. 


I looked at it, said that was about the size I would need, but thought 





hand over to the side, said that Mrs. -------- would help me. He 


HOW THEY RATE ON SALESMANSHIP 





it high. She said that really it was not high when one considered it 


Report on Findings: 
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By 
PRESTON E. REED 
Executive Vice-President, 


Financial Public Relations Association, 
Chicago 4, Illinois 


ET’S start out by admitting that 
E this article is not intended to 
prove anything beyond all possi- 
bility of scientific doubt. Neither will 
it supply definitive answers to any 
major problems of banking. 

Rather, it is written to report some 
survey findings that have proved inter- 
esting to most of the bankers who have 
seen them. Further, it will speculate 
upon ways in which these facts might 
be put profitably to use for almost any 
bank. Specifically, if you read it you 
may find that at almost no expendi- 
ture of effort or cash you can get more 
business and revenue than you now 
are getting, meanwhile keeping your 
neighbors a little friendlier. 

What we are directly concerned with 
here is a survey considerably more 
comprehensive in numbers and geog- 
raphy than the experience that gave 
it birth. The original idea was an 
accident. A member of our office staff 
decided to move his checking account, 
and with it his savings and safe de- 
posit rental. With two Loop banks in 
mind as his probable new banking con- 
nection, he called on the two banks and 
asked questions as a means of deter- 
mining a preference. 

To anyone with his concern with 
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Professional shopper asking a teller about opening an account 


financial public relations and customer 
relations, his two bank visits opened 
a new field of interest. To see how 
other banks compared with the sales- 
manship and attitudes he had encoun- 
tered, in his role of a prospective 
depositer he canvassed in every bank 
in the Loop. His reception varied all 
the way from a half-hour interview 
with the president of a half-billion- 
dollar institution to some incredibly 
inept handling by a few tellers and 
lobby policemen. 

His experiences, suitably blurred to 
maintain anonymity for the banks, 


were briefly summarized in our asso- 
ciation magazine at the time. Some 
of his story was of a nature to gratify 
the subject banks and some was less 
than flattering. No single bank rated 
all good or all bad in the ways it 
received him and offered its services. 
We made a note then that some day 
we would do a more comprehensive 
survey, using a larger sample and 
more carefully considered interview 
techniques. 

Eventually the opportunity arose to 
get expert surveys made of banks in 
several states by J. R. Ozanne and 
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was only a few pennies a month (gave the actual cost as 74 cents a ’ 
month, and added that it was even less, a little over 73 cents). She 
might have made it sound even less had she said 17 cents a week, 
which is not even the price of one package of cigarettes. She did not 
stop there, went on to say that for safe keeping of important papers, 
bonds, and valuables (said it would hold a set of silver if not too many 
papers were put in) this was surely reasonable and worthwhile, that 
these would also always be readily accessible and I would know they 
would not be lost, stolen or burned in case of fire. She said that, of 
course, many items could be replaced, with time and effort, but other 
things could not. 


She then showed the next size, $7.70, if I did not want to spend $8.80 
and could use a smaller box, also showed the next two in size, small- 
er ones. She asked if I'd like to take the box now and I said not, that 
I'd have to discuss it with my husband and she then asked if I'd like to 
take the cards home to sign and then return with them at my conven- 
ience, went on to explain how many could have access to the box and 
how it worked, that we'd have two keys at this cost. I said I would 
not take the cards, so she gave me a price list of the boxes, with the 
bank name on it, wrote her name down and said she hoped we'd be 
back. She askedif we were new in townandI said we were. She took 
this opportunity to welcome us to the city, to the bank for anything 
we might need, as well as to do business here, thanked me, smiled, 
said, "I hope to see you often." 


Savings: I went to the window with the number 19 on it; the young 

blonde girl just stood, said nothing. I asked what interest 
they paid on savings and she said it was 1 per cent, said no more. I 
remarked that it was not much and she acknowledged it was not, smil- 
ed, then said it was paid twice a year. I asked what advantage that 
was and she said she didn't know, but that was the way they figur- 
ed interest. I saidI thought maybe I'd see if someone else paid more 
(after waiting a few moments) and she saidnothing more, until I start- 
ed to leave; then she said all the banks here paid the same, but ---- 
--- did pay more, about 3 per cent, she thought, and they were just 
around the corner. She gave no advantages of an account here: that 
it was an easy way to save by starting with as small amountas $1 and 
adding regularly, as one could; that it was always readily accessible 
in case of emergency or sickness; that it was good business to have a 
bank reference in a savings account and that F.D.1I.C. insurance was 
provided. I said we were new in town and she just smiled, I thank- 
ed her and she said I was welcome. 


Loans: I went to an important looking man, apparently an official of 
the bank, seated at the front of the bank, behind the railing. 





He arose, greeted me with a nice ‘good morning" as I stepped up to 
him, asked me to come on in after asking if he might help me and [ 
said I just wanted to know what rate of interest they'd charge on a 
real estate loan. He asked me to be seated, then sat down, asked if 
I was new in town and I said I was. He then asked if he might have 
my name, which I gave him, from then on, he called me by name and 
even as I left, he used my name, which’made me feel important and 
that I was welcome to the bank, 


He asked just what I had in mind and I said we had two possibilities 
for homes here, that we might need a loan if we bought the one. He 
asked if I'd mind giving him some idea of the valuation of the home 
and I said it was $25,000, that we'd pay half cash, would want a loan 
for the rest. He asked where my husband would work and when I told 
him ----- , he said that was fine, that they had many valued accounts 
from that company, that he hoped we'd make this our bank and that 
he hoped we'd come in for anything else with which they might help 
us, whether or not we made a deal for the loan. He chatted in a fri- 
endly way about the city, the company, our families, made me feel 
most welcome. While talking, he smoked-a couple cigarettes, did 
not offer me one, which he might have done, Also, he had to take a 
telephone call, did not excuse himself for that and did not apologize 
for the 10-minute delay that followed. 


When he returned, he made short work of this business (I felt that 
the telephone call was about something that he felt was more impor- 
tant and he was hurrying it up). He did tell me that their rate of in- 
terest was 5 per cent, gave me a printed sheet on which detailed in- 
formation was given, called me by name, thus terminating the trans- 
action, but did take time to invite me in any time, said he'd like to 
meet the family, again welcomed us as new-comers, was really fine 
in that respect, but the impression was spoiled slightly by his appar- 
ent anxiety to finish the interview. The important thing to me was 
the loan, which I gathered not too much information about. He was 
an excellent customer relations man, however, and I'd go back. 


Checking Accounts: I went to Window 20 and the young man smiled, 

asked to help me. I inquired how much money 
I'd have to have in a checking account before I could get by without 
paying for each check written. He said they had two plans: one the 
Checkmaster, on which I'd pay 10 cents for each check and each de- 
posit, with no definite balance being required, the other, he explain- 
ed, was on a blank or card which he presented to me. I looked it 
over, and he said no more. Finally I thanked him and said we'd 
think it over. He did not say they'd be glad to open an account for us 
any time, did not ask if I'dlike to open one then; he said nothing when 
I thanked him, either, 








Form of shopping report received by each of the 140 banks participating in the survey 


Associates, Merchandise Mart Plaza, 
Chicago 54. This professional shop- 
ping service had contracted to report 
on a manufacturer’s appliance dealers 
throughout the area. On their trips 
the firm’s shoppers could visit and 
check over a bank with a minimum 
outlay of time and expense. 

We duly passed along to member 
banks of Financial Public Relations 
Association in these states the offer 
to have their own banks shopped at 
an extremely modest cost. More than 
140 (95 per cent) accepted. For its 
services as middleman, the association 
got copies of each report. This article 
is based on what these reports showed, 
plus some _ reasonable’ conclusions 
drawn from the facts. (Incidentally, 
any bank that now might want to con- 
sider having such a survey made 
should get in touch with Mr. Ozanne, 
not with the F.P.R.A. Obviously, his 
charge will be higher than when his 
people were shopping banks as a side- 
line.) 

The professional shoppers did not 
use questionnaires or other routine 
tools to get specific yes-or-no answers. 
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Their general approach was incognito. 
They usually asked a few citizens— 
passersby, taxi drivers, customers in 
the appliance store—about local banks 
and bankers. Entering the bank, they 
looked over its premises for attractive- 
ness and adequacy of service for cus- 
tomers, all the way down to whether 
lobby pens worked and there were 
enough supplies on the public desks. 


EXT the shopper generally ap- 
proached a teller and asked about 
opening an account, the _ balances 
required, service charges, and so on. 
If there were separate savings tellers, 
the shopper asked there about open- 
ing a savings account, minimum de- 
posit, and interest rates. Then he 
approached the vault and asked rates, 
availability, size of safe deposit boxes, 
and the like. When an apparent weak- 
ness showed up, the shopper probed to 
find its extent. Accordingly, inquiries 
were not identical in any two banks. 
Obviously, it would be difficult to 
tabulate the findings of such an infor- 
mal survey. Moreover, any statistical 
summary of the findings in these 


banks would not be typical of banks 
in general. Figures from this survey 
would, in our judgment, show far bet- 
ter conditions than are typical of 
banking in general. This because the 
list of banks surveyed was not typi- 
cal. The shopping offer was confined 
to F.P.R.A. members, and these banks 
are particularly sensitive to public and 
customer relations problems. Also, the 
banks that had themselves surveyed 
were presumably among the most cur- 
rently alert of all F.P.R.A. members in 
the area checked. 

Plainly, a run-of-mine or cross-sec- 
tion sample of all U.S. banks would 
yield a somewhat less flattering set of 
shopper findings. This means that the 
shortcomings reported among these 
140 banks would be more prevalent 
and more pronounced in the average 
U.S. bank. Also, any conclusions drawn 
from these shortcomings would apply 
even more emphatically to the average 
U.S. bank than to the average bank 
surveyed. 

Viewed overall, the shoppers’ reports 
were predominantly favorable. At a 
guess, 85 per cent of these banks were 
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Left to right: J. R. Ozanne of J. R. Ozanne & Associates; Ralph Jacqmin, editor, 
F.P.R.A,. Bulletin; and Preston E. Reed 


The reports were favorable but showed need for sales training 


rated physically attractive, well main- 
tained, convenient in their facilities 
for customers. Also at a guess, 75 per 
cent of the officers and 65 per cent of 
the employees’ interviewed were 
friendly, courteous, and willing to 
help a new customer. In these respects 
banks earned an excellent rating, and 
their showings were surprisingly uni- 
form. No all-good or all-poor institu- 
tions stood out in these particular 
aspects of the survey. 


HE less cheerful side is_ that, 

among the 140 reports, in only a 
handful of banks did any employee or 
officer do a really constructive job of 
actual salesmanship designed to con- 
vert the inquiring visitor into a 
revenue-producing customer. From 
their long experience with retail mer- 
chandising, these professional shop- 
pers knew what to look for as the 
essentials of resultful selling. Here is 
the report on Bank Number A-46, 
which ranged high in this respect: 

“T asked the teller at Window 2 
about opening a checking account. He 
referred me to a young woman who 
turned out to be an excellent sales- 
woman for the bank. When I asked 
her the same question, she proceeded 
to explain very thoroughly the respec- 
tive advantages of the _ per-check 
account and the commercial account, 
according to the number of checks 
drawn or balance maintained, and 
their costs. She also told me about the 
drive-in window, the parking lot, 
banking by mail, and their new branch 
bank in a convenient location. When 
she had finished this talk, she lost no 
time but promptly asked me the clinch- 
ing question, ‘Can we open an account 
for you?’ 
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“While on checking, she mentioned 
savings. Before leaving her I asked, 
‘Do you yourself also handle the open- 
ing of savings accounts?’ 

“She said, ‘Yes,’ told me the inter- 
est is 1 per cent, computed semi-an- 
nually on balances of $2 and up, 
accounts insured to $10,000. I asked 
how I would open an account for my 
grandson. She explained it should be 
in his name, recommended both his 
mother and father signing with him 
to provide access without tie-up if 
either parent should die. I mentioned 
1 per cent as low compared with sav- 
ings and loan, and she immediately 
pointed out the differences in the two 
types of institutions, emphasizing the 
advantages favoring the bank. Then 
she explained the bank’s three-year 
saving plan starting with $1,000, with 
successive units of $500, and its high- 
er interest yield. 

“Again she came through with the 
clincher: ‘We will be glad to open up 
a savings account right now, if you 
would like to.’ Her salesmanship was 
excellent throughout. She bade me a 
friendly farewell and invited me to 
come in again.” 

That bank, Number A-46, was an 
outstanding exception for excellence— 
and even it did no sales job on its safe 
deposit service. Actually, not one bank 
of the 140 surveyed did a good job in 
every department. At the actual 
moment for making the sale, when the 
prospective customer either opens an 
account or walks out, some of the 
people in even the most alert of these 
institutions fell short of the salesman- 
ship that any well-managed depart- 
ment store trains into its new 
employees before letting them stand 
behind a counter. As for the banks 


that fell outside the salesminded upper 
5 per cent or so of those surveyed... 

Consider the friendly, obliging, but 
totally untrained savings teller in 
Bank Number 2, when a woman pro- 
fessional shopper asked about interest 
paid on savings accounts: 

“She said, ‘One per cent,’ hesitated 
a moment, and then said, ‘That is on 
$150 to start.’ She did not ask if L 
would like to open one then. 

“After a pause, I said, ‘That is not 
much.’ 

“She agreed, ‘It is about what all 
the banks pay.’ 

“T said, ‘Maybe I’d do better at a 
building and loan.’ 

“She smiled and said, ‘Maybe.’ She 
did not mention any reason why my 
money would be better in the bank. 
We both waited. Then she said, “Those 
are such pretty earrings you have on.” 

“T thanked her. She was very sweet 
and pleasant. She could easily learn to 
do a better job of selling savings 
accounts, if she had just a little help.” 


T Bank Number 3 it was much the 
same. After the answer of “One 
per cent”: 

“We waited and I said, ‘I’d probably 
do better at a building and loan.’ 

“She said, ‘Yes, you probably would.” 
She did not mention the advantages of 
the bank, did not ask if I’d like to open 
an account then, just waited. 

“T asked, ‘Do you know how much 
building and loans pay?’ 

“She said, ‘I don’t really know.’ She 
was pleasant, and said I was welcome 
when I thanked her. 

“At the safe deposit window the girl 
had a faint smile, nice ‘Hello.’ 

“T asked, ‘How much are boxes?’ 

“She told me, “They are $3 plus tax, 
making them $3.30, on up: $4.40, 
$7.70, and some at $13 and $20.’ I 
waited, and she did not offer to show 
them to me. She worked on some 
cards as I talked to her, but she was 
pleasant. Then she asked, ‘Would you 
want more than one signature? We 
would want signatures of anyone 
going into the box or using it.’ Still 
she did not show me any nor give me 
a form to take with me. 

“T asked, ‘Would everyone have to 
sign it?’ 

“She said, ‘They would if they use 
the box.’ I thanked her and she said, 
*‘You’re welcome,’ but went on work- 
ing.”’ 

Bank advertising pushes installment 
loans so hard that one might expect a 
relatively dynamic approach in that 
department. Here, however, is what 
happened in Bank Number A-19: 

“T told the girl in the personal loans 
department what I wanted. 

“She waved to a chair. After 15 
minutes a young man came out and 

See SHOPPING TEST OF BANKS—Page 120 
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A plan for handling small expense items 
goes awry just as an examiner arrives 


Wr. Cntchinll bets Caned 
CASH “KITTY” 


Dy 


FRED COPELAND 


Illustrated by: Chas. Herzog III 


At the Ferndale National Bank 
curb Director Clutchbill put his elbow 
with quiet, restful charm on the win- 
dow sill of the departing bank exam- 
iner’s car. The silence deepened as he 
looked into the examiner’s eyes. 

“It makes an awful mess to draw a 
check on New York or a cashier’s 
check to pay trifling expense items... 
sometimes under fifty cents. We get 
a bushel of paid checks back from our 
correspondent each month. There 
must be some less sticky way.” 

“IT know,” nodded the solemn face 
of the examiner melting from its 
usual rock formation. “I don’t like a 
cash kitty, though.” 

“A kitty?” purred Mr. Clutchbill 
brightening. 

“Em-m, yes, I’ve known banks to 
charge the expense account $100 and 
put it in a shoe box on the counter, 
and pay small sums from it.” 

‘Seems normal and friendly,” 
breathed the old director feeling 
curiously of his grey goatee. “I’ve a 
mind to try it.” 

“Don’t say I suggested it,” uttered 
the examiner in sudden self-conscious 
alarm. “I suppose I’ll be back to exam- 
ine you in some six months, but”—the 
examiner ran his head out as though 
from the serving hatch of a naughty 
bar—“but somebody else might be 
sent. That would be bad!” 

There was a respectful hush, then: 
“I’m going to chance it.” 

The fenders of the examiner’s car 
vibrated with life, and Director 
Clutchbill crept grimly like a cloaked, 
scheming man into the shadow of the 
bank. 

“Any luck?” whispered Cashier 
John Atwood sweeping his curious 
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“Ever prove this kitty?” Clutchbill yelped. “It’s shy $50!” 


head and shoulders in an eager curve 
as the old director sat down in the 
front office. 

“We are going to have a kitty!” 

“Ah-h, a splendid old shoe box!” 

“Just like we used to have years 
ago,” nodded Mr. Clutchbill stealth- 
ily. “Eh, I hope a new examiner don’t 
come next time.” 

“Where’s the money coming from 
for the kitty? Expense account, I 
suppose.” 

“Naturally ... naturally. I'll rig 
the kitty myself. We'll dump in $100, 
and put in charge slips as we pay out 
from it.” 

“Tt’s going to make a first-class ac- 
countant burn his eyes feeding all 
those slips back into our general ex- 
pense set-up each six months.” 

“We'll muddle through if the same 
examiner comes,” comforted the old 
director. “I’ll attend to it all. Even 
if I go to jail it’s worth it.” 


The next morning the old director, 
seething with pep, came briskly into 
the bank bearing a large cigar box 
under his arm. At Cashier John’s desk 
he displayed the face of the lid. Pasted 
on the lid was the colorful picture of 
a cat, recumbent, dreamily smiling 

. . almost purring aloud. 

“Our kitty!” nodded John. 

“Exactly! I had a hunt for the 
kitty-picture. It was in an old maga- 
zine advertising some bottled aperitif 
... I fancy alcoholic—I thourht it 
ought to give us a proper send-off.” 

Plugging forward into the general 
banking area, Mr. Clutchbill coasted 
along the counter, shoved a battered 
cigar box filled with paper clips over 
behind the ancient check protector 
with its crank standing up with one 
alert ear, then gently laid his kitty 
where the paper-clip box had been. 

Coming back into the front office he 

See CLUTCHBILL’S CASH “KITTY”—Page 121 
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View of the Potomac from the 


Potomac Portrait portico of George Washington’s 


beloved Mount Vernon 





NO. 19 IN A SERIES DEPICTING THE PRINCIPAL FEATURES OF WASHINGTON'’S HISTORIC RIVER 





George W. Riggs, Jr. (1813-1881) 
Co-founder of Riggs Bank was 
First Treasurer of the Association 
which bought and restored 

Mount Vernon. 





Charles Baptie 


The RIGGS NATIONAL BANK 


of WASHINGTON, D.C. 


FOUNDED 1836 ¢ LARGEST BANK IN THE NATION'S CAPITAL 


Member Federal Deposit Insurance Corporation * Member Federal Reserve System 
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WASHINGTON VIEWPOINT 








Free Monetary Action 
Is Inflation’s Doctor 


President Eisenhower’s 1956 Eco- 
nomic Message to Congress strongly 
supports the actions of the Federal 
Reserve System in cutting back the 
availability of credit during the past 
boom months. 

The President told Congress: “Suc- 
cess in preventing depression depends 
in large part upon a willingness to 
avoid the excesses that can so easily 
develop during prosperity and upon 
skill in doing this. Governmental meas- 
ures of monetary and fiscal restraint 
are not as readily accepted as are 
measures of economic stimulation. 

“The manufacturer who sees an op- 
portunity to expand his activities by 
borrowing cannot always understand 
why his bank is so short of funds that 
he must put up with a smaller loan 
than he requested. Nor can the home- 
builder or merchant or consumer. Nor, 
for that matter, can the banker. To 
each participant in the economic proc- 
ess a shortage of credit may appear 
as a restriction on his own opportuni- 
ties. 

“But the basic shortage under con- 
ditions of high prosperity is on the 
side of physical resources, not on the 
side of money or credit. If credit on 
easy terms were available to everyone 
at a time when the economy is already 
working close to capacity, the conse- 
quence would be a scramble for limited 
resources and a cumulative bidding-up 
of prices. If taxes were simultaneous- 
ly reduced, this inflationary process 
would only be speeded up. A govern- 
ment that sought to prolong prosperity 
by such devices would be taking a road 
that all too often has ended in dis- 
aster.” 


. ad 4 


Congress Asked to Ponder 
Consumer Credit Curbs 


The ghost of Regulation W raised 
its head during January in the form 
of a restrained suggestion in the 
President’s Economic Report that 
present conditions make this a “good 
time” for both Congress and the 
“xecutive Branch to study the “prob- 
om” of consumer credit fluctuations 
hich tend to accentuate movements 

the buying of consumer durable 
goods. 

The President thus served notice 
that the nation’s economic managers 
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By JOHN DONOGHUE 


Washington Correspondent 


are apprehensive that installment buy- 
ing may get out of hand. It is to be 
emphasized that Mr. Eisenhower did 
not ask for consumer credit control 
powers, even on a stand-by basis. He 
merely proposed that the good or harm 
that a peacetime Regulation W might 
bring should be carefully estimated. 
As for the present, he made clear his 
belief that “present conditions do not 
call for the use of any authority to 
regulate the terms of installment 
credit.” 

“The authority of the Board of Gov- 
ernors of the Federal Reserve System 
to establish maximum terms on con- 
sumer credit had ceased in 1952,” the 
President said in his review of the 
Government’s actions in this field dur- 
ing 1955. “Consequently, apart from 
general monetary policies, the means 
of influencing consumer credit were 
limited to what could be accomplished 
by moral suasion and bank super- 
vision. 

“Government officials met repeated- 
ly with representatives of financial 
institutions and noted the hazards that 
may attach to excessively liberal credit 
terms. In July the Federal bank super- 
visory authorities—that is, the Comp- 
troller of the Currency, the Federal 
Reserve Board, and the Federal De- 
posit Insurance Corporation—added a 
section on consumer credit to their 
regular examination reports, with a 
view to providing a better basis for 
evaluating the quality of consumer 
loans extended by banks. 

“Partly in response to these meas- 


ures, but mainly in response to the | 
general tightening of the money mar- | 


ket, many lenders put a halt to further 
liberalizaion of terms and some began 
to stiffen terms. However, maturities 
and down payments generally remained 
liberal by contrast with those of prior 
years.” 

This is the first instance of Admin- 
istration support of the idea of even 
considering peacetime consumer credit 
controls. 


° ° 4 


Involved Problem Faced 
In Bad Debt Reserves 


As in any problem relating to taxes, 
what the authorities may do to relieve 
Mr. A’s distress merely shifts the bur- 
den to Mr. B. That is the situation 
confronting spokesmen for banking 
who are seeking to obtain for the in- 


dustry a better working formula for 
bad debt reserves. 

Bankers generally feel, and not 
wholly out of self-interest, that the 
existing mechanism for bad debt re- 
serve set-asides before taxes is simply 
illogical. The First National City Bank 
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of New York, in its annual report for 
1955, took up the problem with the 
complaint that “banks which had the 
greatest losses during a twenty-year 
base period can accumulate, on a tax- 
deductible basis, proportionately larg- 
er reserves, while those which had the 
lowest losses are limited to correspond- 
ingly low reserves.” 

The Internal Revenue Service has 
long been considering the bank’s alter- 
native proposal, based on the princi- 
ples that “fan appropriate fixed per- 
centage of loans, uniform for all 
banks, would remove the inequities and 
generally permit a desirable enlarge- 
ment of reserves . . . Willingness to 
accept credit risks, inevitably result- 
ing in some losses, is indispensable in 
good banking service to the commu- 
nity, and is promoted by the creation 
of adequate reserves.” 

The Comptroller of the Currency is 
in general agreement, though his 
method of keeping the books would be 
a little different. Mr. Gidney’s plan 
would be for each bank to be permit- 
ted to set aside bad debt reserves at 
the rate of % per cent a year based 
on gross earnings, “until a suitable 
ceiling is reached without reference to 
or as an alternative to a ceiling based 
on previous or current loss experi- 
ence.” 

Mr. Gidney criticizes the loss-ex- 


perience method of computing bad debt 
reserves with the comment that “the 
bank that suffered the heaviest losses 
many years ago is, in effect, rewarded 
today by being permitted to establish 
the largest reserves for bad debts.” 

The New York bank report speaks 
of an “appropriate fixed percentage of 
loans,” and the Comptroller would ap- 
ply a “suitable ceiling.” Neither 
spokesman will be any more specific, 
though it is reported that the New 
York banking consensus favors 5 per- 
cent of loans as “appropriate.” From 
the Washington standpoint, however, 
it seems that the amount of permis- 
sible deductible reserves is of second- 
ary importance to the selection of 
method in obtaining the permission. 
Should the broader set-aside formula 
be sought through legislative action by 
Congress, or through changes in In- 
ternal Revenue regulations within the 
framework of existing provisions of 
the Code? 

On the side of doing the job within 
the range of existing Code provisions, 
the thesis is that attorneys for the 
American Bankers Association have 
been effective in getting the key In- 
ternal Revenue Service officials to lis- 
ten to the banks’ point of view. Though 
little is said about it in the newspa- 
pers, it is a known fact that A.B.A. 
representatives are held in high re- 
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spect at the Treasury, and their pleas 
do not fall on unhearing ears. Quite 
some progress has been made in expe- 
diting an A.B.A. set-aside plan up 
through various Treasury echelons. It 
is understood that the roadblock has 
hitherto been at the desk of former 
Undersecretary Marion B. Folsom, 
now Secretary of Health, Education 
and Welfare. Perhaps, say the ad- 
vocates of the “administrative” ap- 
proach, the elevation of Mr. Folsom 
may ease the passage around that road- 
block. 

Some bankers, however, prefer to 
take the case to Congress direct. Their 
thesis is that the “easy-does-it’”’ meth- 
od won’t produce the desired results. 
This is obviously the case if it is to 
be targeted to a 5-percent-of-loans 
figure. There is also a feeling that a 
measure of relief granted by a revision 
of Treasury regulations cannot be fully 
trusted, for the hand that gives can 
also take away. 

Of course, taking the case to Con- 
gress offers hope of a more permanent 
and possibly more adequate solution. 
But it also has its risks. Any industry 
which precipitates a tax fight in Con- 
gress does well to make sure in ad- 
vance of the undertaking that it has 
all to gain and nothing to lose. 


+ od . 


SBA Disaster Loan 
Fund Replenished 


First order of business for the Sen- 
ate and House Banking Committees 
this year was to correct the shortage 
of disaster loan funds available to the 
Small Business Administration. Loans 
to help restore flood damage in the far 
western states placed a heavier de- 
mand on SBA than the agency could 
meet out of its previously authorized 
$25-million revolving fund. 

Administrator Wendell B. Barnes 
suggested a solution that would not 
upset the Federal budget, namely, to 
make the $25-million disaster loan 


_ fund interchangeable with the $150- 
| million small business loan fund. This 


was quite unacceptable to Administra- 
tion critics, however; the argument 
was raised that permission to mingle 
the two funds would merely give the 


| SBA an excuse for not pumping more 





money into small business loans. Ac- 
cordingly, the House Banking Com- 
mittee voted to swell the disaster loan 
fund by an additional $50 million. 
When the bill got to the House floor, 
this figure was changed to $100 mil- 
lion. The Senate Banking Committee 
agreed with Mr. Barnes’ proposed con- 
solidation of the two funds, but voted 
a $35 million over-all increase. 
Meanwhile, Mr. Barnes was work- 
ing on a plan to minimize the outlay 
of Federal Government money in con- 
nection with restoration of Pacific 
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ASSETS 
Cash and Due from Banks . - $ 506,916,880 
Securities: 
U. S. Government Securities . 395,422,004 
Securities Issued or Under- 
written by U. S. Govern- 
ment Agencies. —S ‘ 23,150,178 
Stock in Federal Reserve Bask 3,150,000 
Other Securities. ...... 9.845.796 
431,567,978 
Loans: 
Loans Guaranteed or Insured 
by U. S. Government 
or its Agencies . . . . . e 86,055,337 
Loans Secured by U.S. Govern- 
ment Securities . . . . « « 7,019,956 
og 630,457,233 
723,532,526 
Mortgages: 
U. S. Government Insured 
F.H.A. Mortgages ... . « 21,007,938 
Conventional First Mortgages 
on Real Estate. . . . « « e 1,936,883 
22,944,821 
Banking Houses. . . . « « « « 16,947,737 
Customers’ Liability for 
Acceptances Outstanding. . « 25,297,562 
Accrued Interest and 
Gier Aseels «+200 00 6 6 5,893,001 
Total Assets. . . . 6 « © « $1,733,100,505 
LIABILITIES 
Deposits .... o « « « « $1,558,167,779 
Taxes and Other Expenses —s 11,987,684 
Dividend Payable Jan. 3, 1956 . 2,500,000 
Acceptances: Less Amount in 
PE. 6 « 6 & & + 8% 6% 27,589,533 
Other Liabilities. ....... 6,423,877 





Total Liabilities . . ... . 1,606,668,873 
CAPITAL ACCOUNTS 








Capital Stock (5,000,000 shares—$10 par) 50,000,000 
Surplus... fan te ee 55,000,000 
Undivided Profits es 2 21,431,632 
Total Capital Accounts. . . 126,431,632 
Total Liabilities and 
Capital Accounts . $1,733,100,505 








U. S. Government Securities pledged to secure deposits of public 
monies and for other purposes required by law amounted to 


$55,356,370. 
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Coast flood damage and future flood 
disasters. The plan was designed to 
enable more private banks to have a 
part in furnishing financial assistance 
to businesses and home owners suffer- 
ing flood losses in California, through 
making’ participation loans. The par- 
ticipation loan plan was not to inter- 
fere with the agency’s regular pro- 
gram of making direct disaster loans 
through the seven offices now in oper- 
ation in the California disaster dis- 
trict, Mr. Barnes said. 

The hinge of the plan is a blanket 
participation agreement covering loans 
up to $100,000. Larger loans require 
specific approval. Interest on the SBA’s 
portion of the loan will be set at 3 
percent in all cases, and the private 
bank’s rate is held to 3 percent on 
loans for home repairs or construction. 
However, Mr. Barnes does not favor 
putting a ceiling on the rate charged 
by a bank for its portion of the credit, 
holding that the plan is self-defeating 
if the rate is fixed at a level too low 
for the banks to break even. 


4 4 e 


Bank Holding Company 
Bill Is Touch-and-Go 


Proponents of legislation to regu- 
late bank holding companies stand 
higher on the ladder of success than 
ever before, but the remaining steps 
to the summit are being found most 
slippery. 

As the 1956 campaign opens, key 
officers of the two Independent Bank- 
ers Associations have pitched camp in 
Washington for the purpose of seeing 
the bill through. The bill which they 
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support is the House-passed bill, offi- 
cially sponsored by Chairman Brent 
Spence of the House Banking Commit- 


tee. At great personal effort, Mr. 
Spence fought for and won House pas- 
sage of the Independents’ bill, and the 
objective is to obtain concurring Sen- 
ate action. 

The Senate Banking Committee has 
taken a stand in favor of a bill of 
somewhat different character — not 
quite so restrictive upon the bank 
holding companies as the House 
(Spence) bill. The Senate bill, com- 
piled by Sen. A. Willis Robertson of 
Virginia, would be much more accept- 
able to the holding companies. Mr. 
Robertson holds that it is not wholly 
correct to brand them as evil-doers 
that must be purged. 

There are two basic problems con- 
fronting the Independent leaders. One 
is to determine how much give-and- 
take is necessary to win passage of a 
bill that is admittedly shy on political 
appeal in an election year. The second 
is how to meet the fact that Mr. Spence 
has flatly stated his view that if the 
campaign fails this year, it will be a 
“long, long time” before the next ef- 
fort. 

o © @ 


Banking Legislation 
Immersed in Polities 


It would hardly seem a political mat- 
ter when the Comptroller of the Cur- 
rency expresses a professional opinion 
about the number of times a national 
bank ought to be subjected to exami- 
nation. But this is 1956, a presidential 
election year, and politics reigns su- 
preme. Ray M. Gidney, the Comptrol- 
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ler, found himself deep in political 
waters when he testified before the 
House Banking Committee in mid-Jan- 
uary on the bill to reduce the number 
of mandatory examinations. 

Last year, when political fevers were 
less acute, the identical bill swished 
through the Senate unopposed. No 
Senator thought it worth while to 
question Mr. Gidney’s judgment about 
the timing of bank examinations. But, 
to say it again, this is 1956. 

To put it pictorially, the effort to 
find something wrong with the plan 
to deploy the Comptroller’s examining 
force more economically becomes an 
issue bearing on the selection of the 
next President of the United States! 
In the House hearings, it was con- 
trived to make out the argument that 
banks might rightly resent being ex- 
amined by the Federal Deposit Insur- 
ance Corporation, that banks continu- 
ing to be examined on a twice-a-year 
basis could well resent being placed on 
a “second-class list,’”’ and that propos- 
ing such a bill to improve over-all bank 
examination service constitutes an ad- 
mission that the banks are now get- 
ting less than their money’s worth. 

All this solicitude for the tender 
feelings of bankers seems a little 
strange, and might be difficult to ex- 
plain in any but an election year. The 
explanation is simple enough, however. 
Any representative of the Eisenhower 
administration appearing before a 
Congressional committee this year can 
expect to suffer at least a mild “haz- 
ing.’ Considering what may be in 
store for makers of foreign policy 
when they make committee appear- 
ances later on, perhaps Mr. Gidney got 
off rather lightly. 


4 a e 


CAPITAL NOTES: 


President Ejisenhower’s Economic 
Message to Congress contained an 
Easter egg for the Independent Bank- 
ers Associations. He urged that Fed- 
eral regulation be extended to al! 
mergers of banking institutions. 
“Combined with the requirement for 


| advance notice, this extension of the 


law would give the Government an op- 
portunity to prevent mergers that are 
likely to result in undue restraint of 
banking competition.” The message 
also endorsed the principle of bank 
holding company legislation. 

* 

The United States Comptroller Gen- 
eral, Joseph Campbell, reports to Con- 
gress his view that the premium rates 
paid by savings and loan associations 
for account insurance should be in- 
creased, since his audits of the Federal 
Savings and Loan Insurance Corpora- 
tion indicate a progressive weakening 
of the Corporation’s reserves in rela- 
tion to total insured liability following 
the lowering of premium rates in 1949. 
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"HAS ANYONE TALKED TO THE PLUMBER?" 


That’s what one of our maintenance men wanted to 
know recently during a new business campaign at 
the bank. Nobody had talked to the plumber who 
was doing some work for us at the time, so our 
maintenance man did. He sold our banking service, 
too . . . the plumber opened an eight-thousand- 
dollar checking account with us! 

In the campaign we were running, employees who 
brought in new business won rewards in the form 
of merchandise—toasters, radios, bicycles and the 
like. We gave a lot of prizes . . . and the employees, 
in turn, gave us a lot of surprises, especially as to 
who among them could sell bank services. As we 


mentioned, our maintenance man proved to be a 


star salesman. So did a quiet young man in one of 


our country offices. One of our young girls was 


right up there, too. 


But the really surprising thing was that prac- 
tically everyone showed they could do it. Over 80 
per cent of our employees made sales! And some 
are still doing it even though the campaign is over. 

At a conference recently, we told some of our 
Correspondent Bank friends about our experience. 
Although we are not the first bank to run such a 
campaign, there haven’t been too many of them. So 
we found our friends eager for information about 
this new way of selling bank services. Perhaps you 
would like to know more about it, too. Write to us, 
then. We would be happy to share our experience 
with you because it would be one more way to 
demonstrate our belief that Correspondent Bank 
relationships can and should go beyond merely 


the routine. 
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HE PERSONALITY SPOTLIGHT 








There have been six major changes 
in the management staff at Security- 
First National Bank of Los Angeles. 

Formerly president, James E. Shel- 
ton has become board chairman and 
chief executive officer, succeeding 
George M. Wallace who has headed 
the bank since 1934 and who continues 
as chairman of the managing commit- 
tee. Chester A. Rude has been ad- 
vanced to vice-chairman of the board 
and continues as chairman of the ex- 
ecutive committee. 

New president at Security-First is 
Lloyd L. Austin, 51, who left an ac- 
counting firm in 1933 to join the bank’s 
central credit department. He rose to 
assistant vice-president two years later, 
and was named a vice-president in 1943, 
He is chairman of the central loan 
committee. 

Two vice-presidents, C. T. Wienke 
and Paul D. Dodds, have been elected 
senior vice-presidents. 

All of the foregoing officers are 
directors, members of the executive 
committee, and constitute the manag- 
ing committee of the bank. Three of 
the group, Messrs. Shelton, Rude and 
Dodds, have served as presidents of 
the California Bankers Association. 
Mr. Shelton subsequently became 
president of the American Bankers 
Association in 1950-51, while Mr. Rude 
is a former national president of 
Robert Morris Associates. 
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The world’s fourth largest banking 
institution, the Chemical Corn Ex- 
change Bank, New York City, has a 
new top chain of command. Succeed- 


New top command at 


H. H. HELM 
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Five big advancements at Security-First, Los Angeles 


ing N. Baxter Jackson, Harold H. 
Helm has become chairman and chief 
executive officer. Gilbert H. Perkins is 
now vice-chairman and Isaac B. 
Grainger president of the $3 billion 
organization. 

Mr. Jackson will continue to par- 
ticipate in the bank’s affairs as chair- 
man of the executive committee. He 
replaces Percy H. Johnston, who has 
been elected an honorary chairman. 
Mr. Jackson is a director of the Port 
of New York Authority and has just 
been president of the New York Clear- 
ing House Association. 

Mr. Helm, president since 1947, 
joined the Chemical Bank staff in 1920, 
immediately after his graduation from 
Princeton University. He currently is 
chairman to the executive committee 


of the board of trustees of the uni- 
versity, in addition to being active in 
many other civic and _ educational 
organizations. 

Mr. Perkins, executive vice-president 
since 1950, is a director of the Associa- 
tion of Reserve City Bankers and a 
member of the credit policy commis- 
sion of the American Bankers Associa- 
tion. He joined Chemical Bank in 1913, 

Mr. Grainger, also an executive vice- 
president since 1950, began his banking 
career in 1917. Before joining Chemical, 
he was president of Montclair (New 
Jersey) Trust Company. He is promi- 
nently known as president of the 
United States Golf Association. 

« 

A new management team has been 

selected at the Wachovia Bank and 


Chemical Corn Exchange Bank, nation’s fourth largest 
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J. F. WATLINGTON, Jr. 


Management team changes at Wachovia Bank, Winston-Salem 


Trust Company, Winston-Salem, North 
Carolina, following the retirement from 
active duty of Robert M. Hanes, its 
president for 25 years. 

John F. Watlington, Jr., former 
senior vice-president and head of the 
Charlotte office, has been named suc- 
cessor to Mr. Hanes, who will continue 
to serve as honorary chairman. Archie 
K. Davis, senior vice-president, who 
for 10 years has been in charge of the 
Winston-Salem office, was named 
chairman and Carlysle A. Bethel, senior 
vice-president and senior trust officer, 


was appointed to the newly-created 
office of vice-chairman. Richard G. 
Stockton, board chairman for the past 
five years, has succeeded retiring T. 
Holt Haywood as chairman of the 
executive committee. Messrs. Watling- 
ton, Davis and Bethel all have been 
named directors of the bank. 

Mr. Watlington joined the Wachovia 
staff in 1933 after his graduation from 
Washington and Lee University with 
Phi Beta Kappa honors. He has been 
active in the North Carolina 
Association and the 


3ankers 
Association of 


Reserve City Bankers. An aggressive 
community leader, he was named Char- 
lotte’s ‘Man of the Year” in 1951. 

Mr. Hanes, a past president of the 
American Bankers Association and the 
Association of the Reserve City Bank- 
ers, was named North Carolina’s “Citi- 
zen of the Year” in 1954. 

* 


Arthur T. Leonard, president of the 
City National Bank and Trust Com- 
pany of Chicago, Illinois, has been 
named its chief executive officer, suc- 
ceeding Philip R. Clarke, former chair- 
man, who recently retired. No new 
chairman has been named, but A. R. 
Floreen has been moved to the newly- 
created post of chairman of the execu- 
tive committee. He had been vice- 
chairman of the board. 

Stanley M. Hogshead has_ been 
elected an assistant vice-president; 
John B. Landry, Jr., trust officer; 
Bernard T. Martin, assistant trust 
officer; and Augustus Knight, Jr., 
Joseph T. Knoll and Arthur Zemek, 
assistant cashiers. 

. 


Francis A. Smith has been named 
president of The Marine Trust Com- 
pany of Western New York, Buffalo, 
New York, succeeding Charles H. 
Diefendorf, who has taken over chair- 
manship of the bank’s executive com- 
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Statement of Condition 
December 31, 1955 


RESOURCES 














Cash on Hand and in Banks 

U. S. Government Obligations 

State, County, and Municipal Bonds 

Other Bonds and Securities 

Stock in Federal Reserve Bank 

Loans and Discounts 

Bank Premises and Equipment 

Other Real Estate 

Customers’ Liability under Acceptances 

Accrued Interest Receivable and 
Other Assets 


Total Resources 


$ 251,557,411.23 
410,515,882.61 
68,908,440.60 
23,397,977.13 
2,400,000.00 
756,924,632.51 
13,137,121.17 
1.00 
4,613,691.64 


10,355,841.31 
$1,541,810,999.20 





LIABILITIES 


Deposits 

Acceptances Outstanding 
Reserve for Unearned Discount 
Reserve for Interest, Taxes, etc. 
Other Liabilities 

Capital Funds: 


Capital Stock 
($10.00 par value) 


$27,812,500.00 


Surplus 52,187,500.00 
Undivided Profits 20,314,932.59 



















$1,409,840,840.94 
4,670,569.64 
11,457,920.12 
12,622,784.89 
2,903,951.02 








100,314,932.59 





Total Liabilities 


United States Government and other securities carried at $143,387,467.06 are pledged to secure U. S. Government 


Deposits, other public funds, trust deposits, and for other purposes as required or permitted by law. 


Member Federal Deposit Insurance Corporation 
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$1,541,810,999.20 


mittee and will continue as chief execu- 
tive officer. 

George F. Rand, Jr., and John W. 
Livingston have been made vice-presi- 
dents, while Charles E. Stewart, Wil- 
liam W. Hibberd, James F. Brennan 
and Joseph B. Brider are assistant vice- 
presidents. New assistant treasurers at 
the bank are J. D. MacArthur and 
M. R. Kelling. 


e 


l‘irst National Bank of Min- 
neapolis, Minnesota, Gordon Murray, 
president, has been named chairman, 
succeeding Edgar F. Zelle who has re- 


At the 





tired. Mr. also retains the 
presidency. 

New vice-presidents are Arthur M. 
Rolfnes, Fred H. Waterhouse, Frank 
B. Krause, Elmer Lindborg and Pat- 
rick W. Colbert. Advanced to assistant 
vice-presidents are Richard O. Wey- 
rauch and Clarence H. Kroning. 


Murray 


4 


The Union 
Cleveland, Ohio, 


Jank of Commerce, 
has now augmented 
its top echelon. John K. Thompson, 
former president, has been elected 
chairman of the board and chief execu- 
tive officer; George R. Herzog, vice- 








* 






overcome. 


* * 
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is a Long Time 


Ss And the loss of the major support of a house- 
~* hold—forever—can cause emotional and finan- 
cial turmoil that may disrupt lifelong plans. 


Only time and faith can heal emotional hurt. 
Financial changes can be more readily 


Your customers desire a service that will help 
preserve the financial stability of a household 
‘during, critical periods. 


Old Republic’ s new Critical Period plan guarantees 





death’ d 
of disablir 


Ss. payments in event of the mortgagor’ Ss 
can make 12 months’ payments in case 
.sickness or illness. 


The cost is. low. There is no differential in premium 

because of age:.No medical examination is required. 

There is never any repayment. Handling is very 
= 

simple. No extra help is required. 


Old Republic’s Critical Period plan is something your 
customers want. It is good business for both of you. 


A letter, wire or phone call will bring the man from Old 
Republic to your desk with full information. 





Old Republic 


Life Insurance Company 
Chicago 1, Illinois 
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HARRY F. BURMESTER 


Cleveland banker named president 


chairman; and 
president. 
Thomas M. McCulloch, Walter L. 
Kyle, Edward W. McNelly and Louis 
A. Wild have been promoted to vice- 
presidents, Ellis S. Moore named an 
assistant vice-president, and J. K. 
Burry, T. W. Archibald, Norman M. 
Hausser and Robert W. Richards 
elected assistant cashiers. George P. 
Dietzel has been named comptroller, 


Harry F. Burmester, 


while George C. Baumrucker and 
Charles N. Holt have been elected 
assistant comptrollers. 
e 
At American National Bank and 


Trust Company of Chicago, William S. 
Dillon and Edwin 
C. King have been 
advanced to assist- 
ant vice-presidents, 
M. G. Hiben to as- 
sistant comptroller, 
W. B. Callahan to 
assistant trust off- 
cer. 

A widely-known 
figure in  interna- 
tional banking and 
trade circles, Vice- 
President A. M. Strong, retired at year- 
end and has established an Interna- 
tional Business Consulting Service, 33 
North LaSalle Street, Chicago. 

Succeeding Mr. Strong as manager 
of American National’s foreign depart- 
ment is Gerard E. Keidel, 


vice-president. 


A. M. STRONG 


assistant 
From assistant auditor, 


| Sybren D. Nydam has been advanced 


| cashier, 


Leslie W. Hunt, assistant 
is now in charge of the sav- 
ings department. 


to auditor. 


5 


The Second National Bank of Hous- 
ton, Texas, needs only supervisor) 
approval to make its new title, th: 
Bank of the Southwest National Asso- 
ciation, Houston, official. 

Meantime, A. G. McNeese, Jr., 


has 


Burroughs Clearing Hous: 




















rine = 

















succeeded L. R. Bryan, Jr., as _ presi- 
dent. Mr. Bryan has been advanced to 
vice-chairman of the board and chair- 
man of the executive committee. Wil- 
liam B. Black, Jr., Newton Wray, Carl 
G. Phillips, Peter G. Brooks, Byron R. 
Smith, Jr., Edward W. Gardiner, Elton 
W. Grant and Robert Stewart have 
become vice-presidents. 














A. G. McNEESE, Jr. 


New president in Houston 


Weyman Horadam has advanced to 
assistant vice-president, R. Goecke to 
comptroller, J. Cooney to assistant 
cashier. 

In pointing out that the average 
age of the new officers is just over 
40 vears, Vice-Chairman Bryan, Jr., 
states: “We are continuing our policy 
of bringing young, capable men who 
show exceptional executive ability up 
to top management level. The average 
age of the bank’s executive staff is 
markedly below the national level.” 

° 


Advanced to vice-president at the 
Girard Trust Corn Exchange Bank, 
Philadelphia, Penn- 
svlvania, is Leslie 
A. Hoffman, who 
now heads the 
operations depart- 
ment. Other 
changes included 
the naming of W. 
K. Gray as assist- 
ant trust officer, 
the appointment of 
L. A. HOFFMAN H. V. MacNew, 

W. Richards and 
W. E. Van Norden, III, as assistant 
treasurers, and the election of R. A. 
Selser as assistant secretary. 


With $1,000,000 in capital and sur- 
plus, the Montrose National Bank has 
been organized to serve the southwest 
business area of Houston, Texas. L. E. 
Cowling, president and board chairman 
ol the Southern States Life Insurance 
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Our sendings 
travel at 


300 miles an hour 


Fast. That’s the word to describe our sendings. 


Air mail speeds them direct to our own corre- 





spondents in all the principal cities of the United 
States. It’s a valuable service appreciated by 


our growing number of correspondent banks. 


We offer a host of other helpful services, too. 
For swift clearance, our transit operations are 
conducted 24 hours a day. Our Real Estate, 
Trust and Foreign Departments are at your 
disposal always. And the word for our securi- 
ties transactions is efficient. You'll be pleased 
with the size of our credit files—one of 


Philadelphia’s largest. 


We'd like to welcome you to the family. 


The First Pennsylvania 
BANKING AND TRUST COMPANY 


Banking since 1782 


27 offices, Philadelphia and suburbs 


Serving more people more ways than any other Philadelphia bank 


Member Federal Reserve System * Federal Deposit Insurance Corporation 
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Nation’s Financial Editors 
Explore Bank Town, U.S.A. 


see an entire city as show window of bank design 


Twenty of the nation’s leading financial 
magazine editors gathered to inspect 
the newest ideas and techniques in 
financial building design at the recent 
Bank Town, U. S. A. Conference. 


J. B. Gander, president of Bank Build- 
ing Corporation, and top executives of 
his 400-man organization, took the 
newsmen on a Show-Me Tour of some 
of the firm’s 35 current projects in St. 
Louis. With budgets ranging from $15 
thousand to $6% million, these include 





major modernizations, new buildings 
on new sites, and strikingly unique 
motor banks. 


The company, world’s largest of its 
kind, designs banks throughout Amer- 
ica and in foreign countries, has 350 
projects under contract at this time. Yet 
here, in its home town, Gander realized 
the firm has a “laboratory” of unusually 
diversified new design ideas, of value 
to every banker planning new quarters. 
So he set out to show the editors “Bank 
Town, U. S. A.” 


WM. A. McDONNELL, 
First National President, 
tells editors the bank sees 
great future in “beehive 
heart of St. Louis,” has 
backed up its conviction 
with $64% million modern- 
ization and expansion pro- 
gram. 


Left to right at table are 
C. Arthur Hemminger, Vice 
President of First National; 
President McDonnell; J. B. 
Gander and L. J. Orabka, 
President and Executive 
Vice President of Bank 
Building Corporation. 











MONEY GOES ’ROUND and 
‘round—or will when Jefferson Bank 
and Trust Company is completed. 
Drive-up banking traffic will circle 
around teller cycloids detached from 
main building. 
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FROM ALL OVER U. S., editors came to see 
the projects and talk shop with the owners. 
Here part of group approaches recently com- 
pleted American Investment building. 
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FROM OLD “First National Corner” and adjacent buildings, the designers 
have created “a whole new block for banking,” nearly doubling facilities. 
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“SUPERMARKET” BANKING as peak hour 
approaches at startling new motor-age Man- 
chester Bank. Business gains were twice na- 
tional average during construction. 


HEADQUARTERS of Bank Building & Equipment Corporation of 
America is in St. Louis, 9th and Sidney Streets. Principal offices in: 


NEW YORK, 342 Madison Avenue; SAN FRANCISCO, 275 Post St.; 
CHICAGO, 333 N. Michigan; MIAMI, 5204 W. Flagler; ATLANTA, 
Western Union Building; DALLAS, Fidelity Union Bldg. Operating 
outside Continental U. S. as Bank Building Corporation, International. 
Operating in Mexico as Edificos Para Bancos. Subsidiary: Design, Inc. 


“BANKER’S GUIDE 
to profitable new 
quarters,” new port- 


folio, free on request. 


Mail coupon today. 


NEW LANDMARK: the American Investment headquarters building (below). 





BANK BUILDING AND EQUIPMENT 
CORPORATION OF AMERICA 
NINTH & SIDNEY STREETS, ST. LOUIS 4, MISSOURI 


0 Send my free copy of “BANKER’S GUIDE TO 
PROFITABLE QUARTERS” 


Without obligation, please furnish complete information 
about your organization, its experience and services. 


NAME_ TITLE 
BANK_ 


CITY AND STATE 
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Company, will also serve the new bank 
in this dual capacity. 

Other officers include George R. 
Traylor, executive vice-president and 
cashier, and Joseph N. Mullan and 
M. H. Sorrell, vice-presidents. 


+ 

In what is believed to be the largest 
bank purchase deal in Inter- 
mountain banking history, Transamer- 
ica has purchased controlling interest 


single 


combined total resources of $43,624,000. 

‘The controlling stock was purchased 
from Walter E. Cosgriff, president of 
The Continental Bank and Trust Com- 


pany, Salt Lake City, Utah, and his 
associates. In the adjoining scene, Mr. 


Cosgriff (left) has just completed the 
notable transaction with Oscar H. Kel- 
ler, vice-president of Transamerica. 

It is reported that the operating heads 
of the Idaho banks will remain in office. 


They are W. A. Goodall, president of 











ay. 


OE 


in three Idaho banks: Continental 
State Bank of Boise, Bank of Eastern 
Idaho at Idaho Falls, and the First 
National Bank of Caldwell, which have 


Continental State, C. L. Miller, presi- 
dent of the First National and 
E. A. Clawson, executive vice-presi- 
dent, Bank of Eastern Idaho. 


W. E. COSGRIFF 0. H. KELLER 


Transamerica now in Idaho 


The new purchase marks a further 
step in the expansion of 
= 1 | Transamerica throughout the West, 
| under Frank N. Belgrano, Jr., chairman 
and president. 


BANCO GELATS 


As previously indicated (Burroughs 
Clearing House, December, 1955) Hul- 
bert T. Bisselle has now succeeded 
Robert V. Fleming as president of The 
Riggs National Bank of Washington, 


aggressive 





HABANA, CUBA 


cs | 








D.C. Mr. Fleming will remain as chair- 
Statement of Condition at December 30. 1955 
a 
ASSETS 
Cash on hand and Reserve in Banco 
ear $10.965.845.24. 
| Cash due from Banks and Items in 

| ee ee 3,608,144.40 $14.573,989.64 
5.853.816.07 


| EI ae TO 
| Municipal and other Government Obligations_______ 701,700.00 
Stock of Banco Nacional de Cuba__________-__--__ 158,700.00 
Cher TRUE GENE SOCUEMIES 2c emcees - 1.514.343.55 
| EEE TTT AL 26.297.979.44 
Bank Premises, Furniture and Fixtures______-_____-_ 354.872.82 
| IN parse ta ta dishonnceniiinttlan 402,069.60 
Customer Acceptances under Commercial 
Letters of Credit 


C. THOM,, Jr. D. J. CALLAHAN, Jr. 


Advanced at Riggs National 


man of the board and chief executive 
officer, while Mr. Bisselle acts as chief 
administrative officer. 

Other long-time staff members were 


253.025.15 





Other Assets_____~----------------------------- (19,911. involved in the major changes made in 

RII i celareciek cdeisiocrte decay ted seta akimaevnab concent $50.6 831 £008.06 | the official ranks» 

— - at the bank. Dan- 
bad } | iel J. Callahan, 
Ea Jr., was named a 
LIABILITIES senior vice-presi- 
I honest acini be a pe Alaina celica $44,.829,341.43 dent and secre- 

Outstanding Acceptances under Commercial Letters of tary of the board, 

Credit issued by us or for our account-__--_--~~- 253,625.15 | | Corcoran Thom, 
NES Repl eee ACE SE eee 495.790.76 } | Jr., was elected a 





a Oe ee 





senior vice-presi- 
dent, and John C. 
CAPITAL ACCOUNTS | McCormack pro- 
Capital issued and paid____-_---___- $ 2.000,000.00 es ay 
Reserves 3.000,000.00 vice-president and 


$45,578,757.34 





J. McCORMACK 











sapped 3 : oa | cashier. The bank also announced that 
] . _ = 9=9 920 7 norco. me ‘ ; . ‘ 

Undivided sheen ian Se ee 252.250.72 50.831, 250. (2 Miss Catherine M. Krieg had been 

Toran Liaprtities Plus Capita AccouNTs___-—_— $l .831.008 3.06 advanced to the position of assistant 

SECURITIES IN SAFEKEEPING:____.._.__________$ $54..241 B01. 84, vice-president and assistant to the 

= } | chairman. 
JUAN GELATS, President | " 

= Among promotions at the National 
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Burroughs Clearing House 
































Always on duty... 


Catching criminals is not the policeman’s 


only duty . . . many crimes are prevented 


Demme 


simply by his guarding presence. In a simi- 
lar way, safety paper for bank checks pro- 


if vides a guard against fraud . .. and by the 





warning it gives has virtually eliminated 


check-tampering on these papers. George 
La Monte pioneered the invention of safety 
paper. ..and for 85 years La Monte quality 
has been the first choice of the majority of 


the countrys leading banks. 








. YOUR 
' OWN 
\ EMBLEM 





A Check Paper 
All Your Own 


For maximum protection against alteration or coun- 
terfeiting .. . for positive identification ... thousands 
of banks and corporations have their own emblem 
incorporated in the Safety Paper made by La Monte. 


a 


Ask your lithographer to show you samples 
« » . or we will gladly send them direct. 





: 


THE WAVY LINES @ ARE fa 7 . A Poe 
WES : SAFETY PAPER FOR CHECKS ~~ 
Nike eee LAMONTE & SON, NUTLEY, NEW JERSEY. 





; February, 1956 
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Bank of Commerce of Seattle, Wash- 
ington, Chester C. McGranahan at 
the head office has been named a 
senior vice-president. Harold B. Wit- 
tenberg has become a vice-president 
and Alfred A. Erickson controller. 


e 


From vice-president and trust offi- 
cer, William E. Anderson has been 
advanced to senior vice-president at 
The Central Trust Company, Cincin- 
nati, along with Val E. Boeh, a direc- 
tor who has been vice-president. 

Others promoted, and their new 
capacities, are: Humbert Baer, E. C. 
Gamble and Albert A. Graves, vice- 
presidents; Louis Gulden and Fred 
Lindsey, vice-presidents and trust offi- 
cers; Charles G. Sattler, trust officer; 
J. R. Pohlman, assistant vice-presi- 
dent; Frank M. Mairose, auditor; J. D. 
Alexander, R. H. Franz and J. E. 
Mountjoy, assistant cashiers; N. H. 
Fairbanks, Jr., assistant secretary. 


° 


The largest bank in Houston, and 
the third largest in the entire South, 
will be formed if merger plans involv- 
ing the City National and the First 
National Bank are approved by stock- 
holders and the Comptroller. The pro- 
posed First City National Bank would 





J. A. ELKINS, Sr. W. A. KIRKLAND 














P. P. BUTLER 


J. A. ELKINS, Jr. 


After merger, will head $600,000,000 bank in Houston 


have deposits in excess of $600,000,000, 
capital funds of about $45,000,000, and 
the scope of the consolidation would 
be the greatest in the history of the 
South. 

Top management of the new bank 
would consist of the following: J. A. 
Elkins, Sr., current City National board 
chairman, to be senior chairman of the 
board; W. A. Kirkland, First National 
president, to be chairman of the board; 
P. P. Butler, First National board 
chairman, to serve as vice-chairman of 
the board; and J. A. Elkins, Jr., City 
National president, to be president of 
the consolidated institution. 


The other officers of the two banks 
would retain their relative positions in 
the combined organization. 


& 


Most important staff change among 
recent appointments made by _ the 
Fidelity Union Trust Company, New- 
ark, New Jersey, was the election of 
Leslie G. McDouall as a senior vice- 
president. 

Other major advancements included 
the naming of Benjamin F. Leonard, 
George Zabriskie, Jr., and Charles W. 
Clark, II, to vice-presidencies and the 
promotion of Peter Cartmell, George 











CITY NATIONAL BANK 


AND TRUST COMPANY of Chicago 





CONDENSED STATEMENT OF CONDITION—DECEMBER 31, 1955 





RESOURCES 


ON EES) SE a ELA AIT TE ET $131.040.356.41 
I untpicebens 148.500.889.01 


State, Municipal & Other Securities________._______.-__-----_-- 
Loans and Discounts 


Federal Reserve Bank Stock 


SES EY ee ee ee 


Ee ae aT 


Surplus 
Undivided Profits 


Reserves for Interest, Taxes & Contingencies_____-____----------- 


LIABILITIES 


Dividend Payable February 1, 1956 
Letters of Credit & Acceptances Outstanding 


Other Liabilities 
Deposits 


21,436,360.22 
132,768,666.23 
420.000.00 
1,192,858.79 
1,206.890.62 
177.821.99 





$436,743,843.27 


7,000,000.00 
7,000,000.00 
4,797,018.30 
3,592,902.19 
210,000.00 
1,206,890.62 
187,086.01 
412.749,946.15 





$436,743,843.27 


Member Federal Deposit Insurance Corporation 
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THE DETROIT BANK 


Statement of Condition 


December 31, 1955 


* 
RESOURCES 
CASH AND DUE FROM BANKS ~ - * a *« $168,446,331 
UNITED STATES GOVERNMENT OBLIGATIONS ; * 320,679,677 
STATE AND MUNICIPAL SECURITIES 74,647,054 
CORPORATE AND OTHER SECURITIES 5,066,015 


LOANS AND DISCOUNTS . $146,776,029 





REAL ESTATE LOANS ; 113,976,261 260,752,290 
FEDERAL RESERVE BANK STOCK 847,500 
BANK PROPERTIES AND EQUIPMENT . 5,221,688 
ACCRUED INTEREST AND PREPAID EXPENSE . 3,410,738 
CUSTOMERS LIABILITY ON LETTERS OF CREDIT. .. . 133,996 
OTHER ASSETS ; .“*« *& © 113,451 
TOTAL. . © © © « «+ «6$839,318,740 
* 
LIABILITIES 


DEMAND DEPOSITs: 


INDIVIDUALS, CORPORATIONS AND OTHERS . . $411,211,263 








U. S. GOVERNMENT ;<« «*« « 7 © © @& 11,695,736 
OTHER PUBLIC FUNDS .... +. 6 © e « « 22,131,554 
$445,038,553 
SAVINGS DEPOSITS . . . 6 «© «© © © © © @ « 347,716,260 
Toran Derosite@. .=.+ee¢eeeee -e $792,754,813 
UNEARNED INTEREST . . . . 6 © © © © «© « «+ 2,367,988 
ACCRUED EXPENSES AND TAXES . . . «6. « 3,278,760 
LIABILITY ON LETTERS OF CREDIT ...... . 133,996 
CapITAL STOCK. . . . . «© « « « « $ 8,250,000 
SURPLUS. . . .. - + «© © «© «# « 20,000,000 
UNDIVIDED PROFITS eee € « @ 10,619,331 
GENERAL RESERVES . .. + «© « « 1,913,852 $ 40,783,183 
TOTAL . $839,318,740 


United States Government Securities in the foregoing statement with a par value 
of $26,520,000 are pledged to secure public and other deposits where required by 
law, including deposits of the State of Michigan amounting to $5,388,354, 





e DIRECTORS e@ 


WALKER L. CISLER 
President 
The Detroit Edison Co. 


JosEPH M. DoDGE 
Chairman of the Board 


CHARLES H. HEwITT 
Executive Vice-President 


RALPH HUBBART 
Chairman of the Board 
Allied Products Corp. 


JAMES McMILLAN 
President and Treasuret 
Boyer-Campbell Co. 


H. Gray Muzzy 
Chairman of the Board 
Federal-Mogul-Bower 
Bearings, Inc. 


RayYMOND T. PERRING 
President 


Harry L. PIERSON 
Chairman of the Board 
Detroit Harvester Co. 


CLEVELAND THURBER 
Senior Partner 
Miller, Canfield, Paddock 
& Stone 


HERBERT B. TRIX 
President 


W. M. Chace Co. 


C. Davip WIDMAN 
Director 
The Murray Corporation 
of America 





MAIN OFFICE e GRISWOLD AT STATE e 


DETROIT, MICHIGAN 


42 Offices Throughout the City 
MEMBER OF FEDERAL DEPOSIT INSURANCE CORPORATION 


OUR SECOND CENTURY OF SERVICE 
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M. Johnson and Sterett R. Prevost, Jr., 
to second vice-presidencies. 

J. Howard McMaster, Leonard 
Evans and Andrew A. Breidenbach 
have been appointed assistant treas- 
urers, as were William Fairchild 
Greenley, Jr., and F. Harmon Driscoll. 


° 


Former executive vice-president 
Harold Meidell has been named presi- 
dent and_ chief 
administrative 
officer of the La 
Salle National 
Bank of Chi- 
cago, Illinois, 
while ex-presi- 
dent John C. 
Wright con- 
tinues as. chief 
executive officer 
and chairman of 
the board. New 
vice-president at 
the bank is 
Frank G. Price. Mr. Meidell has been 
with La Salle National since 1946, when 
he joined the bank as comptroller. 


H. MEIDELL 


5 


A past president of the American 
Bankers Association, Everett D. Reese 
has been elected chairman of the board 





and remains as executive head of The 
Park National Bank of Newark, Ohio. 
New president of the bank is John W. 
Alford. 


e 


After 14 years as president of the 
Security Trust and Savings Bank, Bill- 
ings, Montana, O. M. Jorgensen, has 
been advanced to chairman, with R. M. 
Waters being handed the presidency 
reins. Warren F. Vaughan has been 
named a_ vice-president, and R. G. 
Spanier and R. B. Stratton assistant 
vice-presidents. 

Two other Billings banks have also 
announced promotions. At The Mid- 
land National Bank, F. $8. Webb, J. F. 
Joyce and H. W. Daniels have been 
named vice-presidents, John A. Sillers 
an assistant vice-president and T. S. 
Wilkins an assistant trust officer; while 
at the First National Bank, D. C. John- 
son has been named an _ assistant 
cashier. 


5 


In Richmond, Virginia, directors and 
stockholders of the State-Planters 
Bank and Trust Company and the 
Bank of Commerce and Trusts have 
voted to merge the two institutions to 
form a new State-Planters Bank of 
Commerce and Trusts. 











H. AUGUSTINE 


W. A. ROPER 


New combination in Richmond 


Wilfred A. Roper, president of the 
Bank of Commerce, is chairman of the 
new institution, while Harry H. Augus- 
tine, president of State-Planters, is 
president and chief executive officer. 

Capital funds in the new bank will 
total over $14-million. 


5 


As a step toward increasing the effi- 
ciency of internal operations, the First 





ASSETS 


BANCO NUNEZ 


(Founded in 1921) 


MAIN OFFICE: 260 MERCADERES STREET, HAVANA, CUBA 
STATEMENT OF CONDITION AS OF DECEMBER 31, 1955 


LIABILITIES 





LE OD 


Cash on hand, in Banco Nacional de Cuba and NN a a tee td $70,029,690.08 
NG Pa NE ore gnc ce ae aneGeeaeae $22,666,.805.63 SO ae ae a eee 12,500.00 
Treasury Notes and Republic of Cuba Bonds__-_ 2,776.600.00 Mortgage on Other Real Estate____.___.__-_______ 6,500.00 


Municipal and Other Government Agencies 
EE eae a 
Banco Nacional de Cuba Stock__.-...---_-_---- 204,900.00 
Otmer Bonde and Securities................-..s2 1,126,568.22 Se ene eae ee 4,000,000.00 
RUN UN ODOUR eee eee ote 37,569,369.84 Unawided PreGts .................. 153,606.38 
Bank Premises and Equipment 446,124.02 I ae ae 575,000.00 
ce en eee ee 1,135,.313.94 ee 
Customers’ Liability for Acceptances under Letters Total Cepitel Accounts...................... 
OR RE aI Rh ae en. ee 
Items in Transit with Branches_._....._.--__-___ 
MN PIE ae oe ah on dha ok eon 


Acceptances under Letters of Credit 
NOUOU SE MOMRMNNIOS oo oo ee. 
| ee ROE eae $1,000,000.00 


223,652.57 
763,401.12 


4,358,300.00 


5,728,606.38 
236,763.18 


2,250.269.45 
3,993,335.87 


$76,764,350.15 $76,764,350.15 











MEMORANDA 


Assets pledged to secure liabilities as required 
by law and for other purposes__-$1,024,000.00 


J. A. MORENTE 


General Accountant 


CARLOS NUNEZ PEREZ 
President 


ct ~ F 
DR. CARLOS NUNEZ GALVEZ 
Vice-President and General Manager 


Member Havana Clearing House, Asociacion de Bancos de Cuba and Asociacion de Entidades Bancarias 
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"When clients ask 
about the West 


l reach for my 
MOA Factfile!” 


“Ts surprising how many of the bank’s 
clients are ‘looking West’ these days—ask- 
ing for information and advice about 
locating branch plants there. To answer 
their wide range of questions, a 
banker needs a handy, up-to-the- 
minute reference source. One of 
the best is the MOA Factfile.” 


Yes. The MOA Factfile is a good reference source. 
In it are Data Sheets answering almost every ques- 
tion an expansion-minded executive could ask about 
the Metropolitan Oakland Area, which includes all 
of Alameda County, California. 


In effect, it’s a ‘“pre-plant survey” of Climate, Labor, 
Markets, Distribution and Transportation, and Liv- 
ing Conditions, with facts kept up-to-date through 
frequent revisions. 


224 nationally-known firms now have plants in 
Alameda County, on the mainland side of 
San Francisco Bay. It is Northern California’s 


IMA....cciitan 
©... 
A SAN LEANDRO 

rea RURAL ALAMEDA COUNTY 


CALIFORNIA 












ALAMEDA 
ALBANY 
BERKELEY 
EMERYVILLE 
HAYWARD 
LIVERMORE 
OAKLAND 
PIEDMONT 
PLEASANTON 





“SON THE MAINLAND SIDE OF SAN FRANCISCO BAY’’ 


February, 1956 





Number One Population Center, with 57,000 more 
population than San Francisco County. 


Sooner or later some of your clients will be inter- 
ested in this area. Be prepared to answer all their 
questions by using the MOA Factfile and the special 
Industrial Survey Reports made available with it. 


JUST CLIP AND MAIL THE COUPON BELOW —TODAY. 
It will bring you your MOA Factfile containing all cur- 
rent Data Sheets and make sure you get new Data Sheets 


as they are issued. 


METROPOLITAN OAKLAND AREA 


SUITE 302 + 1320 WEBSTER STREET * CAKLAND 12, CALIFORNIA 
Gentlemen: Please send me sets of the New MOA FACTFILE. 


Name 





Title 





Name of Bank 





Address 





City. State 
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National 
Columbia, 


South Carolina, 
created the office of 
comptroller and named Francis H. 
Herndon to that post. He was for- 
merly an examiner with the Federal 
Deposit Insurance Corporation. 


Sank = of 
has 


¢ 


Twenty promotions have been an- 
nounced by Wells Fargo Bank, San 
Francisco. Albert J. Callahan, Fred 
B. Hack, and R. J. Schrader, were pro- 
moted to vice-presidents and trust offi- 
cers; Carroll H. George, James A. 
Herbert, R. L. Walling, and G. Cec- 
chini to assistant vice-presidents; S. B. 











A. J. CALLAHAN 


F. B. HACK 


Included among 20 promotions 


Wakefield III to trust officer; and R. J. 
Crawford, Jr., has been advanced 








DAGE TV 


AT WORK 





HOW TEXAS 


NATIONAL BANK 
USES DAGE CLOSED- 
CIRCUIT TELEVISION 


SCHSSSSHSSHSSHSSSSSHEHHEHEHHEHEHEOHHOOHEEEHS 


“We couldn’t operate our Motor 
Bank without it,” says Harris Mc- 
Ashan, president of Houston’s Texas 
National Bank, of the Dage closed- 
circuit television system in daily use 
there. TV camera and monitors link 
central bookkeeping and records 
section in main building with teller 
booths in the separate Motor Bank. 
Signature cards, balances and state- 
ments are televised to tellers, saving 
time and eliminating the need for 
duplicate records in the Motor Bank. 


Centralized information here is televised... 


...to teller cages here in Houston’s Texas National Bank. 


Put this versatile new management 
tool to work for you. Dage TV gives 
you a close-up look at remote infor- 
mation and operations to do more 
things better at less cost. Write, 
wire or phone Dage TV, Dept. 92 
for complete information about what 
closed-circuit TV can do for you. 


DAGE TELEVISION DIVISION 


Michigan City, Indiana 


A Thompson Product 


tn Canada, distributed by Rogers Majestic Electronics, Limited, Toronto. 
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to assistant cashier and_ secretary. 

Eight were elected assistant cashiers: 
R. W. Brown, J. A. Horsburgh, G. 
Lang, R. A. McKellar, R. G. Scott, 
R. H. Malloch, E. O. Bastianon, and 
E. A. Hussong, Jr. 

John B. Anderson, Christopher T. 
Ford, and Mervyn Silverstein were 
named assistant trust officers. 


The election of nine vice-presidents 
headed 21 promotions made at the Cali- 
fornia Bank, Los Angeles. The new 
vice-presidents are G. J. Carter, John 
W. Kenney, J. C. Ellsworth, G. J. 
Hoskin, D. S. Lockie, John M. Miller, 
Fuller M. Rothschild, F. G. Tanner, Jr., 
and A. D. Jennings. 

J. R. Van der Zee, C. D. Baillie, C. H. 
Nutt, W. J. Thomas, D. Pedlow, Jr., 
R. W. Wagar, J. J. Lovett and A. D. 


Aston are new assistant vice-presi- 


| dents, while G. H. B. Kane has been 


elected a trust officer, and G. C. 
Coombs, E. E. Gregg and L. B. Raether 


have been named assistant cashiers. 
e 


Executive promotions announced by 


| Bank of America at its San Francisca 


CHESS SHSEESEHSHEHOHESEHEOSCHHCOO HEEB EEE 


| chairman 

















F. E. YOUNG H. A. LEIF 


Move up at Bank of America 


headquarters in- 
clude Frank E. 
Young to vice- 
president and sec- 
retary of the 
bank; Howard A. 
Leif to vice-presi- 
dent and con- 
troller; and D. §. 
Langsdorf, pre- 
viously assistant 
to the personnel 
relations officer, 
to vice-president in charge of coordina- 
tion of the 
program. 








D. S. LANGSDORF 


executive development 


° 


One of the nation’s 100 largest banks, 
The First National Bank of Birming- 
ham, Alabama, has delegated new posi- 
tions to its top command. General 
John C. Persons has been re-elected 
of the board and will con- 
tinue as chief executive officer, but the 
institution has a new president, John 
A. Hand, former senior executive vice- 
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TRUSTEES 





THOMAS M. BANCROFT 

President 

Mount Vernon-W oodberry Mills, Inc. 
WILLIAM A. M. BURDEN 

W. A.M. Burden & Co. 
LOUIS S. CATES 

Chairman of the Board 

Phelps Dodge Corporation 
COLBY M. CHESTER 

Honorary Chairman 

General Foods Corporation 
FRANK A. CHRISTENSEN 

President 

America Fore Insurance Group 
JOHN B. CLARK 

President, Coats & Clark, Inc. 
LESTER L. COLBERT 

President 

Chrysler Corporation 
JARVIS CROMWELL 

President 

lselin-Jefferson Financial Co., Inc. 
MORSE G. DIAL 

President 

Union Carbide and Carbon Corporation 
THOMAS DICKSON 

Chairman of the Board 

Berlin and Jones Company, Inc. 
WALTER G. DUNNINGTON 

Attorney 

Dunnington, Bartholow and Miller 
WILLIAM F. C. EWING 

Chairman of the Executive Committee 

Masco Industries, Inc. 
WILLIAM S. GRAY 

Chairman of the Board 
C. [ARED INGERSOLL 

( hairman of the Board 

Muskogee Company 
K. TI. KELLER 

( hairman of the Board 

Chrysler Corporation 
JOSEPH H. McCONNELL 

Gene ral ( munsel 

Reynolds Metals Company 
R. Ek. McNEILL, JR. 

President 
J. K. OLYPHANT, JR. 

| ice Chairman 
ROBERT G. PAGE 

President 

Phelps Dod ze Corporation 
AUGUSTE G. PRATT 

Chairman of the Board 

The Babcock and Wilcox Company 
GWILYM A. PRICE 

Chairman of the Board and President 

Westinghouse Electric Corporation 
LUCIUS F. ROBINSON, JR. 

iitorney, Robinson, Robinson and Cole 
JOHN P. STEVENS, JR. 


Chairman of the Board 
]. P. Stevens & Co., Inc. 


























THE HANOVER BANK 


Statement of Condition, December 31, 1955 





ASSETS 
Cash and Due from Banks . . . . « « $ §77,057,988.27 
U.S. Government Securities -«¢ «€ & 2 441,079,707.98 
State and Municipal Securities . . . . §1,263,300.98 
Orher Secupities . . ss te eth hU Uh 12,875,387.35 


Tans and Bills Purchased. . . ... . 811,666,862.04 


Real Estate Mortgages. . 2. 2. 2 «© « « 21,599,211.00 
Banking Houses . . . 2. 2 6 «© © « 10,715,511.00 
Interest Accrued. . . « « «© © © «© » 2,795,851.23 


Customers’ Liability on 
Acceptances Outstanding . . ... . 29,917,303-70 





$1,955,971,123.55 


LIABILITIES 


Deposits. 2. 2 © © «© «© «© «© «© « «© «© $1;754,133,876.38 





Acceptances. . . 2. « « 32,169,630.23 

In Portfolio. . . . . 1,318,186.87 30,851,443-36 
Reserves for Taxes, Interest,etc. . . . . 18,043,814.30 
Dividend Payable January 3, 1956. . . . I ,500,000.00 


Capital . . . . « « « $30,000,000.00 
Surplus . . . . . « «  100,000,000.00 


Undivided Profits. . . . 24,441,989.51 164,441,989.51 





$1 YS59,97 1,1 23-55 


U. S. Government and other securities carried at $62,503,838.90 


were pledged for various purposes as required by law. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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president, who has been with the bank 
over a quarter of a century. 

Three other veteran First National 
officers have been named executive 
vice-presidents. They are: Charles F. 
Zukoski, Jr., Harvey Terrell and Ar- 
thur J. Bowron, Jr. Mr. Zukoski will 
continue to serve as the bank’s trust 
officer. 

* 


An American Trust Company vet- 
eran, James D. 
Mitchell, has been 
named vice-presi- 
dent in charge of 
the monthly loan 
department at the 
head office in San 
Francisco, Califor- 
nia. Other promo- 
tions include’ the 
elevation of E. 
Julian Unruh to 
vice-president and 
Chester G. Jordan to 
president. 





J. D. MITCHELL 


assistant vice- 


° 


From vice-president, H. W. McGold- 


rick has been elected president at 
the First-Nichols National Bank of 
Kenedy, Texas. 

e 





The First National Bank of Jersey 
City, New Jersey, has appointed Harry 
B. Batchelder its 
executive vice- 
president. He will 
continue to be in 
charge of loans and 
credits at the bank. 
John K. Sullivan 
has been named as 
assistant vice-presi- 
dent, R. E. Nichols 
and T. J. Adamiak 
assistant trust offi- 
cers. 





H. BATCHELDER 


+ 


Banker-lawyer Melvin R. Hazel, ex- 
ecutive vice-president of The Peoples 
Bank of Youngstown, Ohio, is also a 
full-fledged poet. 

His newest volume of verse. “Road 
to Contentment,” came off the press in 
January, as a sequel to his first work, 
“Growing Up,” which proved so popu- 
lar that it went into a second printing. 

The versatile Mr. Hazel began “dab- 
bling” in poetry back in 1932 and wrote 
a daily poem to head a column in the 
Youngstown Daily Legal News. The 
poems gained almost immediate recog- 
nition and soon Cleveland and Pitts- 
burgh newspapers began to copy them. 

The bank executive gets a kick out 


of his hobby, but gave no thought to 
publishing the verse until persuaded 
by friends to compile them in a book 
as a Christmas greeting in 1954. 

A very active civic and banking 
leader, he still finds time to write verse 
in his spare moments. As Mr. Hazel 
puts it, “some executives like to play 
golf or go boating. My only hobby 
is poetry.” 

a 


Three former second vice-presidents 
at the Guaranty Trust Company of 
New York City, Charles F. Bound, 
Hamilton C. Hoyt and William F. 
Lackman, have been promoted to vice- 
presidents. 

Newly vice- 


appointed as second 


Guaranty Trust vice-presidents 


Cc. F. BOUND 


W. F. LACKMAN 








The Trust Company of Cuba 


ASSETS 


Cash on Hand, in Banco Nacional de Cuba and 
be from Banks ..................... 


Republic of Cuba Bonds 
Public Securities 
Stock of Banco Nacional de Cuba 
Other Securities 
Loans and Discounts 
Banking Premises 


Other Real Estate 





HABANA, CUBA 
CONDENSED STATEMENT OF CONDITION AS OF 
DECEMBER 30, 1955 
LIABILITIES 

eae $ 66,074.713.50 BING | seieciniiannniininninianninnaidtniiedaana nn 
ieee 44,383,700.00 Acceptances under Letters of Credit _-..------- | 2,253,435.42 
------ 6,474,500.00 Ee ae See eae 363,646.72 
peat 479,800.00 
ai sien 2,166,701.61 ee ee 
re 56,492,766.78 Capital Funds: 
------ ae SE eceviacancnnsnncnnennnneial, aeee 
eal 900/10 q < 
at ai 2.253, 435.42 a 


Customers’ Liability on Acceptances 


Items in Transit with Branches ~----_-___ 


4,812,373.15 


a 1,684,151.75 
$187,638,354.67 

DEPOSITS : 

December 30, 1955 ._.------______-___________$174,557,736.31 December 30, 1955 


December 31, 1954 





ANTONIO RANGEL 
Chairman Executive Committee 


140,665,379.62 December 31, 1954 





Undivided Profits __- 


CAPITAL 


163,536.22 10,463,536.22 
$187,638,354.67 





FUNDS 


asa hein aicpasesene obteeas acSeicloced $ 10,463,536.22 


9,590,772.26 





BOARD OF DIRECTORS 


AGUSTIN BATISTA 
President and Chairman of the Board 


JOSE I. DE LA CAMARA 
Vice Chairman of the Board 








GONZALO R. ARELLANO 
President, Por Larranaga 
Fabrica de Tabacos, S. A. 

JORGE BARROSO 
President, Cia. Azucarera 
Central Cuba 

JULIO BATISTA 
Secretary 


EDUARDO BENET PAUL MENDOZA 
Vice Chairman President, Banco 
Executive Committee Hipotecario Mendoza 
JOSE M. BOSCH JUAN J. MARABOTTO 
President, Cia. Ron Vice President 
Bacardi, S, A. 
EUTIMIO: FALLA 
Sucesién de L. Falla 
Gutiérrez 


LUIS RANGEL | 
Vice president 

CESAR RODRIGUEZ 
President, Almacenes 
Ultra, S. A. 

HUMBERTO SOLIS 
Secretary, Solis 


Entrialgo y Cia., S. A. 


JOSE A. MESTRE 
Assistant Manager 
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DIRECTORS 


Trust ComPANY 


OF GEORGIA 
ATLANTA 









IVAN ALLEN WILLIAM N. BANKS CASON J. CALLAWAY 


Chairman of the Board President Farmer 
Ivan Allen Co. Grantville Mills 


Condensed Statement of Condition 
December 31, 1955 





CHAS. H. CANDLER Cc. H. CANDLER, JR. JAMES V. CARMICHAEL 
President Vice President President 
Asa G. Candler, Inc. Asa G. Candler, tnc. Scripto, Inc. 


ASSETS 





Cash on Hand and Due From Other Banks. $ 48,238,904.04 


United States Government 
Obligations . . . . . $30,078,921.91 





Municipal Bonds * © ee e 12 979,486.88 CARLYLE FRASER WADLEY R. GLENN, M.D. JOHN D. GOODLOE 
e . Chairman of the Board Surgeon Vice President 
*,° Genuine Parts Company and Secretary 
Other Securities . . e « © 421 .241.00 43,479,649.79 The Coca-Cola Company 





Loans and Discounts. . 


ae 2 oe ew 90,286,483.26 
” o . . o . . . 1,314.38 
Banking Houses . « 2 «© © © © © 6 @ 2.735,357.29 


Customers’ Liability on Acceptances and 


Overdrafts . . .« « 









L f C li JOHN W. ‘enna, JR. MARSHALL B. HALL ‘ WALTER Cc. “nes i. 

i i hairman of the Boar 
oe a ee ee a 488,926.92 evant esteem ae. President Shsirman of the Board 
; Accounts Receivable and Accrued Interest . 1,113,653.56 


Prepaid Expenses and Other Assets . . . 279,209.94 





TOTAL . « © « © © © «© «© « $1806,623,409.18 











LI A B I & I T I E ~ JOHN H. LEDBETTER L. F. MONTGOMERY 


WINSHIP NUNNALLY 
Manager President Directo 





ector 
Southern Department Atlanta Coca-Cola Delta Air Lines, Inc. 
° Hartford Fire Ins. Co. Bottling Company 
Capital. .« .« « « « « « $ 4,000,000.00 . 


Surplus. © © © © © © 6,.000,000.00 
Undivided Profits . . . . 4,470,740.23 $ 14,470,740.23 








Reserve for Contingencies. . . ... . 1,243,.810.36 
Reserve for Expenses, Taxes, etc. ° ee e 1,450,432.30 WILLIAM A. PARKER RICHARD H. RICH JOHN A. SIBLEY 
President President Chairman of the Board 
. ec re Rich’s, tnc. 
Acceptances and Letters of Credit . . . . 488,926.92 Hardware Company ° 


Accounts Payable, Unearned Interest, ete. . 1,326,778.38 


Deposits (*Including U.S. Treasury Tax and 
Loan Accounts) . . « « « « « « « 167,642,810.99 


TOTAL « « © © © © «© «6 « 6s 6O1G6,6838,4603.18 














om, 
HUGHES SPALDING CHAS. F. STONE GEORGE W. WOODRUFF 
Spalding, Sibley,Troutman Chairman of the Board Chairman 
and Kelley Atlantic Steel Company Executive Committee 
*U. S. Treasury Tax and Loan Accounts . $ 3,127,763.07 waar cemi os ti 





Assets Pledged to secure public funds (In- 
: cluding U. S. Treasury Tax and Loan Ac- 
: counts), trust balances and other Liabili- 
ties as required by law . .« 6 « « « + $ 22,599,934.17 





ja 


ROBERT W. WOODRUFF WILLIAM S. wooDSs Ss. R. YOUNG 


Chairman President President 
Finance Committee Trust Company of Georgia Atlanta & West Point 
MEMBER: FEDERAL DEPOSIT INSURANCE CORPORATION The Coca-Cola Company Associates Railroad Company 


February, 1956 " 











presidents are John R. Doty, William 
C. Eiseman, Ger- 
ard Hallock, Wil- 
liam H. McMas- 
ter, Jr., and H. 
Clifton White- 
man, III. Ap- 
pointed assistant 
comptroller is 
Thomas J. Crean, 
while W. S. 
Clough, Jr. and 
R. M. Hill have 
been named as- 
sistant managers in the foreign depart- 
ment at Guaranty Trust. 








H. C. HOYT 


A. C. Lewis, J. A. McCarthy and 
J. L. Rudolph have become assistant 
trust officers, E. B. Colwell, W. H. 
Dickson and R. E. Moxley are now 
assistant secretaries, while A. B. Brack- 
enridge and W. J. Moody have been 
named assistant treasurers. 


o 4 


Three members of the Lincoln Na- 
tional Bank and Trust Company, Syra- 
cuse, New York, have moved up the 
executive ladder. William V. Stone has 
been named executive vice-president, 
while Charles H. Maltby and James D. 
Heffernan have been promoted to 





You 


needn't go to 





an 


oilfield 


... for information on oil... 
underground for facts on mining 
. or tour the Canadian market 

to determine business trends, 


when we, at Imperial Bank of 
Canada, have a highly skilled 
staff who specialize on the 
gathering of up-to-date informa- 
tion on all phases of industry. 
We receive enquiries from busi- 
nessmen and bankers from all 
parts of the world. So, if you are 
contemplating business with, or in, 
Canada, write on your company 
letterhead to the Superintendent 
of Foreign Business, Dept. 55, 
Imperial Bank of Canada, Head 
Office, Toronto, Canada, and your 
request for information will be 
dealt with promptly and in 
confidence. 


IMPERIAL 


BANK OF CANADA 


Branches to Serve You Coast to Coast in Canada 
and Correspondents Throughout the World. 





conditions and opportunities. Not | 
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senior vice-presidencies. Mr. Heffer- 
nan will continue to serve as the bank’s 
trust officer. 

i 


Irwin W. Smith 
has been promoted 
to vice-president at 
Bankers Trust 
Company, New 
York City. and is 
now in charge of 
the Empire State 
Office. He succeeds 
Lauriston C. Lake, 
vice-president, who 
has moved to the I. W. SMITH 
Fifth Avenue 
branch where he assists Vice-President 
William H. Kyle in the management 
of that office. 





* 


From vice-presidents, the following 
have been elevated to senior vice-presi- 
dents at Irving Trust Company, New 
York City: Harry S. Bayer, in charge 
of the branch office division; George 
A. Murphy, who heads the loan admin- 
istration division: 
and Ben-Fleming 
Sessel, who will 
head a newly- 
created grouping 
to be known as 
general adminis- 
tration. 

Promoted to 
vice-presidents are 
John J. McSorley, 
Lester F. Grieb 
and Gordon T. G. A. MURPHY 
Wallis. Mr. McSorley, in the domestic 
banking division, now heads up a dis- 
trict comprising several eastern and 
midwestern states, and Mr. Grieb is 














H. S. BAYER B.-F. SESSEL 


Irving Trust senior v.p.’s 


associated with the same district. Sid- 
ney W. Coe, vice-president formerly in 
charge of this district, has taken over 
the district servicing accounts in New 
York City. Vice-President Michael 
Sieniawski in the international bank- 
ing division has been appointed head 
of the district covering the Western 
Hemisphere and Portugal and Spain. 

In other promotions, John W. Pross 
has been named an assistant vice-presi- 


Burroughs Clearing House 








er TT tire 2 





ne 























dent, while new assistant secretaries 
include H. Adams, D. Bolton, F. Bore- 
hart, Jr., A. Etzel and R. G. Higley. 


¢ 


Newly appointed executive  vice- 
presidents at The Chase Manhattan 
3ank, New York City, are John B. 





C. CAIN, Jr. J. B. BRIDGWOOD 





C. A. 


AGEMIAN 


H. J. MacTAVISH 


Advanced at Chase Manhattan 


Bridgwood and Charles Cain, Jr. Both 
were formerly senior vice-presidents ; 
Mr. Bridgwood is head of the trust 
department while Mr. Cain is in charge 
of the international department. 
Formerly vice-president and comp- 
troller, Henry J. MacTavish has been 
named to the newly-created post of 
loan review officer. Charles A. Age- 
mian, vice-president and _ formerly 
deputy comptroller, has succeeded Mr. 
MacTavish as comptroller. 


e 


New president 
of the Haddonfield 
(New Jersey) Na- 
tional Bank is 
Horace G. Moeller, 
42, who joined that 
institution as ex- 
ecutive vice-presi- 
dent last year after 
Nany years as a 
Philadelphia bank- 
er. In his new post 
he succeeds Joseph 
A. Auchter, now board chairman. 


e 


H. G. MOELLER 


While they have ceased to be regu- 
lar salaried officers and will now serve 
in a consultative capacity, Edward E. 
Brown has been re-elected chairman of 
the board and James B. Forgan vice- 
hairman of the board at The First 
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National Bank of Chicago. Homer J. 
Livingston continues as president and 
chief executive officer. 

Following the retirement of Frank 
Guthridge and Austin Jenner, Vice- 
President C. Edgar Johnson is now in 
charge of operating and personnel, and 
Vice-President James P. Feeley is head 
of the bond department. Vice-Presi- 
dent Edward F. Blettner, Jr., has suc- 
ceeded the late James L. Buchanan as 
head of the immediate and serial loans 
division. 

The bank’s general counsel, Christo- 
pher W. Wilson, Jr., has been elected 
vice-president and general counsel. 


Newly-advanced to vice-presidents are 
John S. Gleason, Jr., Alfred E. Langen- 
bach, Rollin B. Mansfield and Harvey 
J. Schluter. The following have been 
named assistant vice-presidents: F. §. 
Floyd, E. J. Hultgren, W. Smetters, 
H. V. Condit and C. E. Troughear. 
Moved up to trust officers are R. R. 
Manchester, W. K. Stevens and W. G. 
Schmus. 

D. H. Hinkel, M. H. Baxter, L. V. 
Bjork, W. R. Burnett, H. J. Douglass, 
H. T. Hanigan, B. A. Henry, Jr., H. G. 
Kolberg and R. K. Wilmouth are now 
assistant cashiers. R. Alston, Jr., M. J. 
Hardacre, Jr., have been elected assist- 
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DIRECTORS 
United States 
HERBERT D. IVEY 

Chairman of the Board 


Roy A. BRITT 
President 


Loans and Discc 
Federal Reserve 


CARL E. BAKER 
MILO W. BEKINS 
W. J. BOYLE 
WALTER H. BUTLER 
RALPH J. CHANDLER 
EUGENE P. CLARK 
DWIGHT L. CLARKE 


Fixtures ‘ 
Other Real Esta 
Customers’ 


Government Securities . . 
Obligations of Other Federal Agencies 
State, County and Municipal Securities 


Credit and Acceptances 
Earned Interest Receivable 
Other Resources , 


f Condition 


RESOURCES 
Cash and Due from Banks 


- « $108,261,750.76 
183,194,304.20 

8,773,125.00 
° 20,680,092.77 
yunts > « « « 150,266,341 .07 
Bank Stock . . 6 660,000.00 


Stock in Commercial Fire proof Building 
Co. — Head Office Building . ... 
Bank Premises and Furniture and 


348,500.00 
4,418,968.19 


te Owned . % : « 


1.00 

Liability under Letters a 
: -— 2 @ 956,512.26 
. 1,760,626.07 


202,563.35 
$479,522,784.67 
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Surplus 
EARLE M. JORGENSEN 


KENNETH T. NORRIS 
GEORGE A. PARKER 
SAMUEL K. RINDGE 
WILLIAM S. ROSECRANS 
W. A. SIMPSON 

RON STEVER 

KENNETH B. WILSON 


Other Liabilities 
Deposits 


TOTAL 


loam 


Undivided Profits a ae ae ee ae 

SUB-TOTAL a 
Reserve for Taxes, 
Discount Collected — Unearned , 
Letters of Credit and Acceptances 


7,000,000.00 
15,000,000.00 

6,160,959.85 
- « §$ 28,160,959.85 
—— 1,737,216.15 
* 2,313,144.32 
cs 956,512.26 


: a oe ee oe a 





Expenses, Etc. . 


4,386,006.43 
441,968,945.66 


$479, 522,784.67 
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ant trust officers, W. G. High assistant 
auditor, G. B. Rogers an attorney for 
the bank, R. K. Gannaway an assistant 
manager. 


e 


Comptroller Edmund Leone at Man- 
ufacturers Trust 
Company, New 
York City, has been 
appointed a mem- 
ber of the gen- 
eral administrative 
board and a gen- 
eral administrative 
officer. Daniel I. 
Sargeant has been 
advanced to assist- 
ant vice-president. 

A representative 
office of Manufacturers Trust has been 
opened in Frankfurt am Main, Western 
Germany, with J. H. Jebsen in charge. 











E. LEONE 


* 


Twenty-five members of The North- 
ern Trust Company, Chicago, have 
been promoted. 

New vice-presidents are James D. 
Hinchliff, Frederick W. Burnham, 
Wade R. Ringenberg, Hedges Macdon- 
ald, Thomas H. Jolls and Paul A. Dice. 
Named to second  vice-presidencies 
are: John P. Rigler, Robert P. Kline, 
Lynn H, Miller, William H. Bye, Law- 








rence W. Gougler, George B. Milnor, 
Michael P. Charles, Kenneth F. Hoff- 
master, Benjamin C. Korschot, Thomas 
F. Duffy and George S. Read. Mr. 
Duffy also serves as manager of the 
credit department, while Mr. Read is 
now manager of the foreign depart- 
ment, succeeding Harry J. Karch who 
has retired, K. P. Kinney was named 
assistant manager of the department. 

W. A. Stetson has been appointed 
manager of the investment research 
department, while C. H. Barrow and 
J. K. Buck have been advanced to as- 
sistant cashiers. New assistant secre- 
taries at the bank are J. R. Ware, R. F. 
Reusche, R. E. Kleeman and V. R, 
Gathany. 


e 


Four new vice-presidents have been 
named by First Western Bank and 
Trust Company, San Francisco. 

At the head office John K. Derham, 
formerly assistant vice-president, has 
advanced to vice-president and secre- 
tary-treasurer; Thomas Gaffney, pre- 
viously assistant vice-president and 
auditor, has moved up to vice-presi- 
dent and auditor; and Michael E, 
Tomasello, assistant vice-president, has 
become vice-president and the bank’s 
chief examiner. 

Arthur A. Atherton has joined First 
Western as vice-president and manager 




















J. K. DERHAM 
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T. GAFFNEY 








M. E. TOMASELLO 


V.P.’s at First Western 


of its new office recently opened in 
Redding, California. 

Mr. Atherton was previously man- 
ager of the Salem, Oregon, office of 
The First National Bank of Portland, 
and formerly served as president of 
the Bank of Malheur County in On- 
tario, Oregon. 


e 
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WILL SHE LOSE HER HOME, TOO? 


Your bank can give a widow 
the most comforting words of all 


You can assure her that her home is safe—the mortgage 

has been paid in full. There is no danger of a double tragedy 
for her—no possibility of injurious community relations 

for you. Federal’s Mortgage Redemption Plan protects both 
the customer and the bank. Customers like Federal’s Plan 
because the low, low cost is simply included in their monthly 
mortgage payment. Bankers like Federal’s Plan 

for its simplicity and freedom from burdensome detail. 


Write today for complete information. 


FEDERAL ALSO OFFERS CREDIT LIFE AND DISABILITY PLANS THAT WILL 
BUILD YOUR INSTALLMENT FINANCE DEPARTMENT SAFELY AND PROFITABLY 


LIFE and CASUALTY COMPANY 


WOLVERINE-FEDERAL TOWER, BATTLE CREEK, MICHIGAN e¢ REGIONAL SERVICE OFFICES FROM COAST TO COAST 


Federal Offers You: 


A Custom Designed Plan based on careful study of 
your operations * Proven Customer Appeal « Simplified 
Streamlined Procedure « Complete Flexibility including 
Health and Accident coverage * Prompt Service « All 
Promotional Tools. 


HIGHEST RATING 

See Best’s and Dunne’s for rea- 
son’s why Federal enjoys their 
unqualified recommendation. 


PERSONAL PROTECTION 
SINCE 1906 


JOHN H. CARTON 
President 


HAROLD L. BUCK 
Vice President and Manager 
Credit Insurance Division 























Several executives have been named 
to new posts at the City Bank, Detroit, 
Michigan. Everett W. Barber, vice- 
president, has also been made assistant 
to the president, while Lewis Brooke, 
vice-president, has been elected senior 




















L. BROOKE E. W. BARBER 


Detroiters get new posts 


trust officer. Named a vice-president is 
William H. Bowen, who has 40 years 
of experience in Detroit financial 
circles. 

The bank also appointed V. J. Brons- 
ing, W. E. Galbraith, J. J. Green, C. F. 
Seyferth and J. Trombley assistant 
cashiers, while C. E. Angus has been 
named an assistant trust officer. 

° 


C. Kenneth Fuller, president of 
County Bank and Trust Company, 
Paterson, New Jersey, has been named 
chairman of the board and chief execu- 
tive officer. Cowles Andrus has been 


elevated from executive vice-president 
to the presidency. 


Sd 


The City National Bank and Trust 
Company, Kansas City, Missouri, has 
created several new offices and ele- 
vated 24 of its staff members. George 
C. Kopp and Kearney Wornall have 
new posts as vice-chairmen; F. D. 
Farrell, Cyril J. Jedlicka, Dale R. Ains- 
worth, J. Milton Freeland, Edward F. 
Lyle and Charles G. Young, Jr., have 
been advanced to senior vice-presi- 
dencies, while F. Phillips Giltner, vice- 
president, has been named to the 
newly-created rank of assistant to the 
president. 

James S. Neely, John E. Hoffmann 
and R. Crosby Kemper, Jr., are execu- 
tive vice-presidents, while Clark G. 
McCorkle, Richard T. Pendleton and 
Chester L. Brewer, Jr., have been 
named vice-presidents. Carl H. Schupp, 
John J. Kramer, Roy A. Thompson 
and Melvin D. Ellis are now assistant 
vice-presidents. C. H. Church, Jr., 
R. E. M. des Islets, J. Burlingame and 
J. W. O’Connor are assistant cashiers, 
and F. R. Freeman has been made 
an assistant trust officer. 


4 


Three new senior vice-presidents at 
the First National Bank in Dallas, 
Texas, are C. B. Parrott, Vance Foster 

















Australia 


from 
a business 
point of view 


This booklet will assist anyone 
contemplating establishing a 
business in Australia, whether it 
is a small retail business or @ 


large manufacturing company. 


Written with the authority of Australia’s oldest and largest 
joint-stock bank, it offers those who wish to start a new enterprise in 
that young but growing country a short account of the framework of 
business organization throughout the Commonwealth of Australia. It 
also affords some knowledge of the problems and conditions which 


would be met. 


If you are interested in establishing a business in Australia, 
write for a free copy of this book to: 


BANK OF NEW SOUTH WALES 


BRITISH & FOREIGN DEPARTMENT, SYDNEY, AUSTRALIA 
John W. McEwan, Manager 
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and H. J. Blackwell. Mr. Blackwell 
also is cashier. 


Sam W. Easter and George P. Ridg- 
way are vice-presidents; H. Leonard 





Cc. B. PARROTT 


V. FOSTER 


U pper-level Dallas promotions 


Jacks, Roy V. 
Jackson, Hubert 
C. Gentry and J. 
M. Denson are 
assistant vice- 
presidents; and 
D. R. Fendley, 
W. C. Morris and 
R. T. Present 
were named as- 
sistant cashiers, 
New trust officers 
are H. J. An- 
drews, K. E. Gibbs, L. D. Gordon, 
P. H. Kirk, J. H. Merritt and J. H. 
Montgomery, while W. L. Baldwin, 
C. L. Johnson, Jr., and J. L. LaPrelle, 
Jr., are now assistant trust officers. 

As the new head of its correspondent 
bank department, the First National 
Bank of Dallas has 
selected W. H. 
Leatherwood, a 
vice-president, who 
succeeds Walter 
W. Schroeder, now 
president of the 
First National 
Bank in Lafayette, 
Louisiana. A_vet- 
eran among the 
Southwest’s corre- 
spondent bankers, 
Mr. Leatherwood joined the Dallas in- 
stitution in 1916. 














W.LEATHERWOOD 


Sd 


Many bankers have been known to 
give their customers the shirts off their 
backs, and what happened at the recent 
Rand McNally and Company ceuten- 
nial banquet illustrates this generosity. 
Kenneth V. Zwiener, president of the 
Harris Trust and Savings Bank in 
Chicago, Illinois, happened to be in 
the locker room of one of Chicago’s 
clubs donning his tie for the big affair, 
when one of the members showed up 
with an out-of-town guest in tow, who 
had forgotten his dinner shirt. 

Mr. Zwiener overheard their discus- 
sion and volunteered to lend an extra 
shirt he had along. It fit perfectly. 
Later in the evening, he learned that 
the shirtless gentleman was a Harris 
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Organized as 
N. W. Harris & Co. 1882 
Incorporated 1907 





HARRIS Trust 
and Savings BAN K 


115 W. MONROE STREET, CHICAGO 90 


STATEMENT OF CONDITION 





December 31, 1955 


RESOURCES LIABILITIES 


. as ote itn TS 


Cash on Hand and Due from Banks.. $192,100,380.82 Demand Deposits.....$ 617,437,229.29 

















Ti D Ps chnwees 334,819. 
U. S. Government Securities......... 169,145,287.69 me “eposits nn 
ee Sis cntvidadas ndaestews $708,772,048.42 
State and Municipal Securities...... . 64,160,957.87 
Dividend Payable January 3, 1956.... 360,000.00 
Other Bonds and Securities........ ° 5,403,454.52 Reserves for Taxes, Interest, etc....... 7,056,545.19 
Loans and Discounts......... er 329,309,421.50 General Contingency Reserve......... 8,032,059.39 
Federal Reserve Bank Stock........ ° 960,000.00 Capital. .............$  12,000,000.00 
ere 20,000,000.00 
2,994,132.42 be 
Accrued Interest and Other Resources Undietied Peciite..... 10,227,981.82 
Bank PremiseS......++eeiseesesees 2,375,000.00 Total Capital Funds............... 42,227,981.82 
$766,448,634.82 $766,448,634.82 


United States Government Obligations and Other Securities carried at $84,970,383 are pledged 
to secure Public and Trust Deposits and for other purposes as required or permitted by law. 


DIRECTORS 


EDWIN C. AUSTIN FRED G. GURLEY WILLIAM V. KAHLER CHARLES H. PERCY 
Sidley, Austin, President, The Atchison, Topeka and President President 
Burgess & Smith Santa Fe Railway Company Illinois Bell Telephone Company Bell & Howell Company 
JAMES M. BARKER NORMAN W. HARRIS wining” = —— JR. GUY E. REED 
Chairman of Board R 2001, Harris Trust Bldg. ; hare Executive Vice President 
| Allstate Insurance Company aed ne ad Union Tank Car Company (retiring as an officer 
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| MARK A. BROWN STANLEY G. HARRIS JOHN L. McCAFFREY i 55) 
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Trust customer, indicating that, in 
some cases, loans without collateral 
can work out fairly well for a bank. 


e 


Formerly president of the National 
Bank of Albany Park, Chicago, Stanley 
H. Wolff has become president and a 
director of the Central Bank and Trust 
Company, Miami, Florida. Before help- 
ing to found the Albany Park institu- 
tion two and one-half years ago Mr. 
Wolff had served as vice-president and 
cashier of the National Bank of Hyde 
Park in Chicago. 

At Central Bank, Ed Schulte, execu- 
tive vice-president, has been elected a 
director. 

2 


American Security and Trust Com- 
pany, Washington, D.C., has promoted 
Paul J. Seltzer to vice-president, up- 
graded Earl W. Leach and John L. 
Bryant to assistant vice-presidencies 
and elected C. E. Miller an assistant 
treasurer, 

~ 


Elected vice-presidents at The Han- 
over Bank, New York, are William A. 
Bayreuther, banking division; Karl E. 
Case and Gilbert H. Weale, out-of- 
town division; and Hollis B. Pease, 
personal trust division. 

Seven newly-named assistant vice- 




















W. BAYREUTHER 

















K, E. CASE G. H. WEALE 


Raised in rank at Hanover 


presidents include: Lawrence H. 
Bober, William J. H. Crossen, H. Clay 
Dennett, Daniel R. Howe, Victor L. 
Humphrey, William F. Rathjens and 
Frederick B. Utley, Jr. 


5 


From vice-president, Frank B. 
Powell has been elevated to vice-presi- 











Which coin-changer ‘& 


best suits your needs? 


BANTAM COIN HOLDER 


Handsome, modern design typifies all MP models. 


COIN MASTER 





Over 600 
MP-Jr’s 
> used by 
leading 
Western 
bank chain 


JUNIOR f I 





Designed for speed, accuracy and simplicity of operation so you can give 
faster customer service. Parts and workmanship guaranteed. 


MP Jr. Coin-Changer. Over 5,000 in use today, in all 48 states. Sturdy aluminum with handsome 
grey hammertone finish. Removable tray with inside storage box. Capacity $125—pennies through 
half-dollars. Size: 8"x10”x64”". Weighs 9 Ibs. Rubber feet protect counters. $63 plus tax. 


MP Bantam Coin-Changer. Space saving version of MP Jr. without removable top tray. Capacity $125 


(1¢ to 50¢). 6”x5”x10”. 8 Ibs. $49.50 plus tax. 


MP Coin-Master. A completely automatic changer. Features new 19-key keyboard that is quick and 
easy to use. Make any change instantly by pressing 1 or 2 keys. Sturdy aluminum with handsome 
grey hammertone finish. Rust-proof steel parts. Capacity $100. 18 Ibs. 114%2”x12”x9”. Tilt cup or 
roll-out either side. Rubber feet protect counters. $245 plus tax. 


MP Coin-Holder. Sturdy aluminum with handsome grey hammertone finish. Holds almost 2 rolls of 
each type coin. Top section holds 10 silver dollars. Capacity, $80. 5%” x64" x5". 4 lbs. Rubber feet 


protect counters. $11.95. 


Write for descriptive literature and name of nearest dealer 


Yoke f-VaaM acto lila Pee lelel-lacli- Mm aala-t- 





METAL PRODUCTS ENGINEERING, INC. 
Dept. C-2, 4000 Long Beach Ave., Los Angeles 58, Calif. 
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dent and comptroller at the Security 
National Bank, Huntington, New 
York, while a national bank examiner, 
Adam Wetzel, has joined the institu- 
tion as a vice-president. Lucas H. 
Baumann has been advanced to vice- 
president in charge of the personal 
credit department. 

Among other promotions, Walter A 
Drescher and George C. Ulrich hav: 
become assistant vice-presidents, Fred- 
erick H. Norman assistant comptroller, 
Arthur W. Bunyan auditor, P. J. Ryan 
credit manager. 

In the women’s division of the bank, 
Miss Pauline F. Reddy is now secre- 
ta, while Miss Minnie E. Bruno, Miss 
Elsie A. Elischer and Miss Charlotte 
J. Swain have become assistant vice- 
presidents. 


e 
Women are ris- 
ing in the savings 
and loan ranks, as 
well as in banking. 
Miss Jean Garrett 
has become assist- 
ant secretary of 
the Knickerbocker 
Federal Savings 
and Loan Associa- 
tion. She is secre- 
tary of the American Savings & Loan 
Institute. 








J. GARRETT 


& 


President of the Puerto Rico Bank- 
ers Association this year is Esteban A. 
Bird, executive vice-president of the 
Banco Credito y Ahorro Ponceno in 
Ponce. 

Mr. Bird was at one time assistant 
treasurer of Puerto Rico. He currently 
serves as president of Puerto Rico 
Chapter of the Navy League and holds 
the same position at the Porto Rico 
Telephone Company. He is a graduate 
of the Wharton School of Commerce 
and Finance of the University of Penn- 
sylvania. 

2 


New senior vice-president of the 
First National Bank of Fort Worth, 
Texas, is J. Allen Rhodes, and J. T. 
Vaught and W. R. Bierdeman have 
been elected vice-presidents. Roy Cole- 
man is now an assistant vice-president, 
while W. H. Denman, D. Mabra, Sr., 
H. Priddy and W. F. Turpin have been 


named assistant cashiers. 


+ 


Former vice-president Harold P. 
Johnston has been advanced to thie 
newly-created post of executive vice- 
president at The Live Stock Nationa! 
Bank of Chicago, Illinois. Other 
changes included the promotion of 
Thomas J. Fraher and Frank J. Itzel 
to vice-presidents, the naming of M. J. 
Bergfors as assistant vice-president, 
the election of U. J. Schellhase and 
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ANGLO 


CALIFORNIA NATIONAL 


BANK 


DIRECTORS 


FRED W. ACKERMAN, President, 
Pacific Greyhound Lines 


FRED B. BAIN, 
Honorary Chairman of the Board, 
Leslie Salt Co. 


OTHMAR BERRY, President, 
Berry Oil Company 


CLYDE H. BRAND. Attorney-at-Law, 
Downey, Brand, Seymour & Rohwer 


RICHARD D. BRIGHAM, 
Vice President 


ALLARD A. CALKINS, 
Member of the Executive Committee 
and Retired Chairman of the Board 


HARRY F. CAMP, President, 
Harry Camp Millinery Company 


WM. HERBERT CARR, 
Vice President and Treasurer, 
California Packing Corporation 


HARRY D. COLLIER, 
Director and former Chairman, 
Standard Oil Company of California 


ADRIEN J. FALK, President, 
SEW Fine Foods, Inc. 


FREDERICK M. FISK, 
Chickering & Gregory, Attorneys 


WALTER A. HAAS, SR., 
Chairman of the Board, 
Levi Strauss & Co. 


PAUL E. HOOVER, 
President 


ERNEST INGOLD, President, 
Ernest Ingold, Inc. 


OTIS R. JOHNSON, President, 
Union Lumber Company 


PAUL B. KELLY, 
First Vice President 


JOHN J. REILLY, President, 
Western Department Stores 


CHARLES L. WHEELER, 
Special Vice President, 
Pope & Talbot, Inc. 


HERMAN WOBBER, 
Twentieth Century-Fox Film Corporation 
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CASH AND SECURITIES 
Cash and Due from Banks. . . . 
United States Government Securities . 
State and Municipal Securities. . . 
Other Bonds and Securities. . . » 
TOTAL ._ 2©« © @ @ 
LOANS 
Commercial Loans . « «© «© e e 
Real Estate Loans. . . -« «© «© e 
Automobile Installment Loans . . 
Personal and Improvement Loans. . 


Less: Reserve for Possible Loan Losses 
TOTAL °° © © @ @ 
OTHER ASSETS 


= CENTRAL TO THE WEST COAST 


ASSETS 


December 31, 1955 





$184,420,504.01 
294,189,415.25 
66,450,727.09 
13,413,373.23 


CONDITION 





HEAD OFFICE: | SANSOME STREET, SAN FRANCISCO 


December 31, 1954 





$167,554,613.68 
330,481,333.34 
55,765,346.35 
10,534,524.33 





$558,474,019.58 


$564,335,817.70 





$178,105,995.18 
137,434,959.77 
73,630,535.51 
41,430,490.81 


$159,080,287.84 
107,384,149.85 
§5,454,202.08 
29,929,923.91 





$430,601,981.27 
6,907,894.06 


$351,848,563.68 
5 661,634.54 





$423 ,694,087.21 


$346,186,929.14 

















Accrued Income Receivable. . « « e« $ 3,613,850.62 $ 3,284,089.60 
Stock in Federal Reserve Bank. ~. « » 1,599,300.00 1,575,000.00 
Bank Premises and Equipment. . . .« 10,828,578.61 9,176,753.88 
Other Real EstateOwned . . . «2. 54,415.53 47,004.30 

Customers’ Liability under Letters of 
Credit and Acceptances . . 2. « « 9,772,214.28 8,931,253.08 
ge | ee a a a 431,462.24 867,019.62 
| i $ 26,299,821.28 $ 23,881,120.48 
tota.assets . . . . $1,008,467,928.07 $934,403,867.32 

LIABILITIES 
DEPOSITS 

Demand Deposits . . e . e . e . $479,436,901.23 $427 ,847,325.49 
Time Deposits . . . +s ec « « « 348,585,186.65 318,271,818.23 
United States Government Deposits . . 14,423,056.27 17,919,287.76 
Other Public Deposits . . . « « » 79,976,113.69 85,671,753.29 
TOTAL «6 «© 8 &© © «@ $922,421,257.84 $849,710,184.77 


OTHER LIABILITIES 
Dividends Payable . . . « « « 
Income Collected in Advance . . . 
Letters of Credit and Acceptances. . 
Accrued Interest, Taxes, Other Expense 
TOTAL *_ © © @ @ 

CAPITAL ACCOUNTS 
CaoptelGeeck « «© «© © @ 0 6 © 
a a ee 
Undivided Profits . . .« « « e 


Unallocated Reserves . 6. «4 
TOTAL '_ © © @ @ 


TOTAL LIABILITIES . . 





$ 1,599,300.00 
8,648,361.88 
9,772,214.28 
2,339,816.19 


$ 1,312,500.00 
5,755,559.40 
9,248,392.58 
6,356,430.12 





$ 22,359,692.35 


$ 22,672,882.10 





$ 26,655,000.00 
26,655,000.00 
8,267,268.04 
2,109,709.84 


$ 26,250,000.00 
26,250,000.00 
6,310,040.67 
3,210,759.78 





$ 63,686,977.88 


$ 62,020,800.45 





$1,008,467,928.07 


$934,403,867.32 


On December 31, 1955, securities carried at $145,048,745.44, were pledged to secure trust deposits, United States Government 
and other public deposits, as required by law. On December 31, 1954, securities so pledged amounted to $139,338,281.03. 


Member Federal Reserve System « Member Federal Deposit Insurance Corporation 
BAKERSFIELD » BERKELEY » CARMICHAEL * CHICO » COLUSA + CONCORD + EUREKA + FAIR OAKS » FRESNO + HANFORD + HAYWARD © LEMOORE » MAXWELL * MERCED + MODESTO » OAKLAND » OILDALE 
PALO ALTO » PITTSBURG + RED BLUFF » REDDING + SACRAMENTO » SAN FRANCISCO © SAN JOSE » SOUTH SAN FRANCISCO © STOCKTON © TAFT » VALLEJO » WEST SACRAMENTO © YREKA 
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The modern MICRO-TWIN belongs| i 


The marvelous Micro-Twin combines recording and reading in one low-cost unit 
















Burroughs now offers the low-cost 
answer to your every microfilming | 
need. It’s the Micro-Twin Recorder- | 
Reader ... the only truly up-to-date 

Microfilm Recorder and Reader 7 
that performs both operations in a 7 
single unit. 


The Recorder photographs (in greatly 

reduced and unalterable form) any © 
document you want preserved. The 

Reader projects these developed ~ 
images distinctly in their original 7 
size. You simply turn a knob to con- | 
vert from recording to reading— ff 
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and back again. 
That means the Micro-Twin can 
perform, with one unit, two invalu- 
able functions for your bank—the 
recording, filing and storing of 
thousands of essential papers in 2 
very small space, and the reproduc- 
tion of any of these documents when F 
you need them for information or © 
verification. : 
Best of all, the Micro-Twin costs — 
surprisingly little, and the operat- ~ 
ing expenses are lower than you ~ 
would ever imagine. 





Burroughs microfilming equipment offers these important features: 


Facsimile prints can be made easily— 
without a dark room. 


Exclusive indexing meter locates desired 
items quickly and easily. 


Choice of lenses—37 to 1 or 24 tol 
reduction ratios are offered. 





High-speed feeding is automatic with the op- 
tional Acro-Feeder. : 


Automatic endorser is available as a time- [ 
saving accessory. 


Low-cost filming handles 77 checks for one 
cent, including processing. 





Burroughs Clearing House 
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in your bank—and it costs so 





Separate Readers and Recorders are also available 


Model 205 Recorder 


Here is the Micro-Twin without the Reader 
—ideal for banks which require separate 
Recorders. 


The 205 Recorder will record as fast as you 
can feed it, either by hand or automatically. 
It photographs records front and back 
simultaneously or one side only, whichever 
you prefer. 


And it’s compact and easy to move about 
—just 32” wide, 23” deep. 






































Model 206 Reader 


If your bank needs extra Readers to handle 
microfilm reference, the Burroughs 206 
Reader is the ideal solution. 

Only 16 pounds, it weighs less than most 
portable typewriters, and takes up less 
than a square foot of surface space. 

It projects 8-, 16- or 35-mm. film without 
changing the lens or film guide. The image 
can be turned in any position on the 
Reader screen. 














For a free demonstration of how Burroughs microfilming can save money for your 


bank .. . from its low initial cost, through years of protection and economy, call our 
nearest branch office, listed in your phone book. Burroughs Corporation, Detroit 32, Mich. 


Burroughs” and “‘Micro-Twin” are trade-marks, 
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Burroughs 


Belle Howell 


MICROFILM EQUIPMENT 
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H. E. Coogan as assistant cashiers and 
the appointment of J. W. Mills as 
assistant trust officer. 


7° 


G. H. Chittenden has been elected 
a vice-president of J. P. Morgan and 
Company, Incor- 
porated, New York 
City. Also an- 
nounced were the 
appointments of 
Joseph P. Dow and 
Robert V. Lindsay 
as assistant vice- 
presidents; W. K. 
Blair, E. W. Cady, 
Jr., L. T. Preston, 
S. G. Butler and 
N. G. Leroy as 
assistant treasurers; J. P. McGinnis, 
Daniel P. Davison and E. Grant North, 
Jr., assistant secretaries; and J. H. 
Brooks as an assistant trust officer. 








G. CHITTENDEN 


x 


The Eastern National Bank of 
Smithtown, Long Island, New York, 
was opened last month with a capital- 
ization of $1,000,000. William J. Boyle 
is president, Walter F. Thomas is 
cashier. 


- 


On January 23 George B. Kneass, 
former vice-president of The Philadel- 
phia (Pennsylvania) National Bank, 
became assistant to Undersecretary of 
the Treasury W. Randolph Burgess. 
Mr. Kneass was in charge of the bank’s 
investment advisory department, and 
has for many years been a member of 
the Investment Bankers Association 
governmental securities committee 





which consults with the U.S. Treasury 
on financing problems. 


5 


Wade D. Mertz has been elected 
president of the First National Bank in 
Sharpsville, Pennsylvania, succeeding 
the late T. F. Wickerham at the post. 
Chief executive officer of the bank is 
Francis H. O’Donnell, who has been 
named to the newly-created post of 
executive vice-president. W. H. B. Lee 
was named a vice-president, Fay V. 
Ferguson, cashier, and Donald E. Feik, 
an assistant cashier. 


* 


Lloyd W. Stover is the new presi- 
dent and trust officer of the Farmers 
and Mechanics National Bank of 
Phoenixville, Pennsylvania, succeeding 
Charles W. Bothwell, who is now 
chairman. John J. O’Grady has taken 
over as executive vice-president and 
secretary of the board. 


a4 


Retired as president of The Kent 
(Ohio) National Bank on January 17 
was George L. Morse, who has been 
replaced by Eugene M. Fast, former 
senior vice-president at The Canton 
(Ohio) National Bank. 


5 


The Michigan Bank at Detroit re- 
cently received a state charter granting 
it the right to operate as a full scale 
commercial bank rather than an indus- 
trial bank. Currently capital funds are 
above the $2,500,000 mark, while total 
assets exceed $20,000,000. 

The bank has also elected John C. 
Hay as its new president and chief ex- 











Don’t Forget 


Telephone Diamond 3-7965 
TULSA 20, OKLAHOMA 





‘First’? on the Bank Counter 





ao YT 


545 South Rockford 


PERPETUAL 
CALENDARS 


Parade 


Other Designs Available 
in Bronze or Chrome. 
Single or Double Face. 


Makers of Changepoint 
Fountain Pens ® Ball Pens 
® Desk Sets © Counter Sets 

Perpetual Calendars 
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ecutive officer and named John F, 
Langs, who has been counsel of the 
bank, as chairman of the board. Mr. 
Hay was vice-president of the Michi- 
gan National Bank at Lansing. Bruce 
R. Benway was named vice-president 
and cashier; A. M. Wich and Earl W. 
Salomon were made vice-presidents; 
and Stanford C. Stoddard, L. R. Mc- 
Elhone and F. Dale Lenington were 
promoted to assistant vice-presidencies. 
+ 


Richard H. Van Ausdall has been 
elevated to vice- 
president at The 
Connecticut Bank 
and Trust Com- 
pany, Hartford. 
Moved up to assist- 
ant vice-presidents 
are Richard G. 
Rothwell, G. Gor- 
don Price and Roy 
C. Schabel, man- 
ager of the farm 
loan department. 
R. G. Sellew, Jr., is now an assistant 
treasurer. 





R. VAN AUSDALL 


4 


Leland S. Dupree, Oran H. Kite, 
John R. Scott, William O. Stevens and 
E. E. Wallace, Jr., have been named 
senior vice-presidents at The Republic 
National Bank of Dallas, Texas, where 
James E. Grisham, James W. Keay and 
Ray J. Pulley are now vice-presidents. 

New assistant cashiers are H. A. 
Evans and C. A. Koch, while P. Roehr, 
W. J. Williamson and R. B. Wood are 


assistant trust officers. 


a 


Victor M. Pedro- 
so is now president 
of Banco Pedroso, 
Havana, Cuba, hav- 
ing been elected to 
that post from a 
vice-presidency fol- 
lowing the death of 
his father, Jacinto 
Pedroso, who 
founded the bank. 





V. M. PEDROSO 


4 


Among recent promotions at the 
Security Bank, Lincoln Park, Michi- 
gan, is the election of Kenneth S. 
Swartzbaugh as vice-president. 
Anthony C. Owen has been named 


| vice-president and controller, and 


Albert A. Bruder appointed 
president and cashier. 

New assistant vice-presidents at the 
bank are William A. Tilmann and 
Gilbert G. Gustavus, while Stewart E. 
Hendry, Philip D. Caruso and Gordon 
A. Swirles have been named assistant 
cashiers. Samuel §S. Palazzola has beeii 
advanced to auditor. 


vice- 
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ANNOUNCES THE FORMATION 
AND OPENING FOR BUSINESS 
ON JANUARY 16, 1956 OF 





Society NATIONAL BANK 


OF CLEVELAND 


TO PROVIDE COMMERCIAL 
BANKING SERVICES 





MAIN OFFICE 
0 j 127 Public Square 





7 Cleveland 14, Ohio 


9 CONVENIENT LOCATIONS THROUGHOUT GREATER CLEVELAND 





S. 

:. 

nl Society, FOR SAVINGS WILL CONTINUE TO PROVIDE 
id SAVINGS ACCOUNT SERVICE AND MANY OTHER 
e- FINANCIAL SERVICES. 

1e€ 

id 

E. 





, Society NATIONAL BANK IS A MEMBER OF THE FEDERAL RESERVE SYSTEM AND FEDERAL DEPOSIT INSURANCE CORPORATION 
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MicHIGAN NATIONAL BANK 


BATTLE CREEK FLINT GRAND RAPIDS LANSING 


MARSHALL PORT HURON SAGINAW 


STATEMENT OF CONDITION 


December 31, 1955 




















ASSETS 
Cash and Due from Banks. ..ccccccccocscvcesss $ 52,931,473.00 
U. S. Government Securities......cccccccccccces 132,446,877.13 
U. S. Guaranteed Loans......... dessessacesecee SHAR AZIOSI $240,812,581.04 
ee re rT eT ee er 168,554,97 3.64 
Bank and Office Buildings............. Letiawidadsaeubeasannawe 7,380,466.11 
Federal Reserve Bank Stock........ccceeeees nahin anne te 390,000.00 
I hs ako tcecdernteinesesncee pedoes isateseneeonenewns 940,742.20 
Other Assets oeeeeeeeeeeeeeeeeeeeee eeeeeoeeeeeoeeeeeeeeeeeeeeeeee 958,345.50 
re... ntcaaneesemieabbinenes eeeeeeeeee ee $419,037,108.49 
LIABILITIES 
Commercial DeposSits.......eccccceseceeees ----$184,806,864.30 
Savings Deposits eeeeee eeeeeeoeoeeeeeeeeeeeeeeenee 195,850,566.00 $380,657,430.30 
Other Liabilities eee eeeeeee eeeeseeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee ee 4,697,880.41 
Deferred Income *seeeeeeeeeee eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee ee 12,061,266.08 
ee eeeeeese$ 1,000,000.00 
en 6,000,000.00 
Surplus eeneeeneeeeeeeeeeee eeeeoeeeeeeeee eeeeeeeee 6,000,000.00 
Profits and Reserves..... deopeensoneseeseeoses 8,620,531.70 21,620,531.70 
Total Liabilities. CHOCSC CHESSER EEE EEE EH HEHEHE HEHEHE EEO $419,037,108.49 








OPEN EACH WEEKDAY INCLUDING SATURDAY UNTIL 4:30 P.M: 


Member 
Federal Reserve System 
Federal Deposit Insurance Corporation 
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CANADIAN BANKING 








Bank of Montreal 
Opens Paris Office 


An information and liaison office to 
benefit Canadian tourists and business 
visitors to Europe was opened this 
month in Paris, France, at 10 Place 
Vendome, by The Bank of Montreal. 
The opening marked the third Cana- 
dian bank with offices in Paris, and 
also marked the return of the Bank 
of Montreal to the historic Paris 
square after an absence of more than 
20 years. 

The Paris office will be the head- 
quarters of the bank’s newly appointed 
European representative, Gilbert A. 
Rheaume, who until recently was as- 
sistant superintendent of the bank’s 
Montreal district branches. The Paris 
office will not conduct any regular 
banking business, but will render the 
full facilities of the bank’s Paris 
banking correspondents immediately 
available to Canadian visitors. 

The bank’s 
newspaper ads 
announcing the 
opening of the 
new Paris office 
carried an_ illus- 
tration of the 
celebrated Place 
Vendome. The 
Bank of Montreal 
had a full bank- 

G. A. RHEAUME ing office there 
from July, 1919, in the Ritz Hotel 
at 17 Place Vendome, and later at 6 
Place Vendome. The office was closed 
in June, 1935. 

The Royal Bank of Canada and the 
Banque Canadienne Nationale both 
have offices in Paris with full banking 
facilities. 


od ° aa 


Banks Report Big Gains 


Like the six other Canadian char- 
tered banks whose annual reports 
were published last month, the Royal 
Bank of Canada, the country’s largest, 
and the Banque Canadienne Nationale 
have also reported record gains. 

Total assets of the Royal Bank at its 
fiscal year end, November 30, stood at 
33,284 million, as compared to $3,026 
million in 1955. Net profits amounted 
to $10,858,480 after payment of all 
taxes and other charges, and was an 
increase of 13.6 per cent over 1954. 

Deposits totaled $3,062,220,349, up 
5264,672,200 in the year. Loans, ex- 
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The 


Bank or MontTrREAL 


announces the establishment of a 
European Representative's office 
of the Bank in 


Paris, France, 









No. 10 Place Vendime, 
with =. 
Mr. Gilbert A. Rhéaume 


The Paris Office, which wil! open io February, 
#956, will be the Bank's headquarters for Continencal 
Eu: ad is imended 10 serve as an information and 
fisison bureau. bad 


: WEAN 
Canadas First Bank : 
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A celebrated location 


clusive of mortgage loans under the 
National Housing Act, totaled $1,- 
243,629,362, up more than $55 million 
in the year. Call loans were down by 
about $81 million, reflecting reduced 
activity in the securities market. 
Other loans, including commercial 
loans in Canada, increased by $137,- 
214,338 to $1,168,841,182, indicative 
of the marked industrial and commer- 
cial development. Mortgage loans, 
stood at $100,865,965. The liquid as- 
sets of $1,918,749,579 represented 
61.23 per cent of the bank’s liabilities 
to the public. 

Banque Canadienne Nationale re- 
ported net profits for the year ending 
November 30, at $1,604,139, up 2.7 per 
cent over the previous year. Total as- 
sets amounted to $645 million com- 
pared to $573 million in 1954. Current 
loans amounted to $280.6 million com- 
pared to $244.1 million. Mortgage 
loans were $7.1 million compared to 
$1.5 million. Total liquid assets of 
$347.1 million were equal to 55.8 per 
cent of public liabilities. 


e ° a 


Development Bank Report 


The government-owned Industrial 
Development Bank, a subsidiary of 
the Bank of Canada, in its fiscal year 
ending September 30, received a total 


of 345 applications for loans, up from 
290 in the previous year, and author- 
ized 214, up from 175. During the 
year, loans and investments rose to 
$12,718,377 from $11,505,808, while 
repayments and write-offs increased 
to $10,807,559 from $8,292,000. 

The Industrial Development Bank 
showed a net profit of $1,161,732 at 
September 30, 1955, down $526,529 
from the previous year. Operating 
profit rose by $161,419 to $1,199,057. 
The drop in net was due to the bank’s 
selling some of its securities the pre- 
vious year for a profit of $804,933. 
This transaction was not repeated in 
the 1954-55 fiscal year. 
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Provineial Sidelights 


Interesting sidelights on Canada’s 
industrial progress and population 
growth are frequently contained in 
the Mercantile Bank of Canada’s 
monthly publication series, “Spotlight 
on Canada.” In recent issues such 
sidelights concerned the provinces of 
Quebec and Ontario. 

In the report on Quebec’s industrial 
progress, the bank pointed out the 
need for a bilingual approach in doing 
business in the province dominated by 
French-speaking Canadians. “From 
time to time,’’ said the report, 
“French-Canadian voices are heard 
which seem to have misgivings about 
the participation of foreign entrepre- 
neurs in the development of the prov- 
ince. Against these, however, there 
are important plus factors. The pro- 
vincial government of Quebec is firmly 
convinced that the interests of the 
province are best served by a system 
of private property and free enter- 
prise, and it acts accordingly. The for- 
eign businessman will find those 
French-Canadians with whom he 
comes in contact keenly interested in 
their homeland in friendly co-opera- 
tion with the numerous nationalities 
which have settled in their midst.” 

In a report on Ontario, the bank’s 
economists show that half of Canada’s 
manufacturing output originates in 
Ontario, and give major factors for 
the recent industrial growth. These 
include Canada’s vast natural re- 
sources, cheap hydro-electric power, 
the Great Lakes waterway system and 
the St. Lawrence Seaway, and prox- 
imity to the industrialized regions of 
the United States. 
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Canadian Farm Loans 


The Canadian Farm Loan Board, in 
late December, 1955 issued its report 
for the year ending March 31, 1955. 
The report showed loans held on 
18,111 farms throughout Canada for 
a total of $40,120,336, the highest 
amount in the Board’s history. 

During the year the board approved 
loans of $8,225,500, of which 52.5 per 
cent were for loans to buy land and 
pay land-secured debt; 16.5 per cent 
were to buy livestock, farm machinery 
and to make improvements; 28 per 
cent to pay debts; and 3 per cent for 
sundry purposes. A total of 2,145 first 
mortgage loans were approved and 395 
second mortgage loans, with the aver- 
age loan being for $3,835. 

The Loan Board will lend farmers 
up to $10,000 on first mortgages at 
5 per cent interest repayable over 24 
years, or up to $12,000 on combined 
first and second mortgages. 
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Sport Rules Book 
Wins Customers 

The Bank of Montreal recently de- 
cided to win customers through the 
simple expedient of appealing to the 























Advertising that endures 


fondness of Canadians for one of the 
country’s favorite winter sports— 
curling. The bank produced for distri- 
bution by the Canadian branch of the 
Royal Caledonia Curling Club a handy, 
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Bank or MonrTrREAL 


San Francisco--333 California Street 
Chicago: Special Representative’s Office, 141 West Jackson Blvd. 


New York--64 Wall Street 


650 BRANCHES ACROSS CANADA -+ 


casas STEM 


GUASTATO<§COAST, 






i Peel Ges 


MY EAN 


On 


RESOURCES EXCEED $2,700,000,000 








Rotterdam 











For com plete bankin g service in The Netherlands 


DE TWENTSCHE BANK nv. 


Head Office: Amsterdam 


Branches throughout the Entire Country 
New York Representative—A. Philippe von Hemert, 42 Broadway 





The Hague 
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pocketsize booklet that contains the 
complete rules of the game and a dia- 
gram of the rink required to play it 
on. The only references to the Bank 
of Montreal are on the index facing 
page which says the booklet is pro- 
vided with the “compliments of” the 
bank, and on the back cover where the 
bank’s slogan appears. 


e Sd e 


Personnel News 


C. R. Charbonneau has been appoint- 
ed to the newly created post of control- 
ler of The Provincial Bank of Canada, 
head office Montreal, and J. Lucien 
Frechette succeeds Mr. Charbonneau 
as chief accountant of the bank. 


o 


George S. Unwin, manager of the 
Montreal branch of the Canadian 
Bank of Commerce since 1951, has 
been appointed manager of the ma : 
Toronto branch of the bank, in its 
head-office building. Mr. Unwin joined 
the bank in 1923, and has held posi- 
tions in Toronto, at the head-office, 
and as manager at Owen Sound, 
Ottawa and Montreal. 

Daniel B. Slattery, manager of the 
Canadian Bank of Commerce at Ed- 
monton, has been appointed manager 
of the main branch of the bank at 
Montreal. He joined the bank in 19238, 
and has been accountant at the New 





G. S. UNWIN 


D. B. SLATTERY 


York office of the bank, and manager 
of the petroleum and natural gas de- 
partment of the Canadian Bank of 
Commerce at Calgary. 


5 


C. William Fraser, assistant man- 
ager of the Montreal Trust Company 
at Toronto, has been appointed man- 
ager of the corporate trust division at 
the Montreal head-office of the organ- 
ization. Succeeding him at Toronto is 
Douglas B. Macklaier, formerly trust 
officer of the pension division at Mont- 
real. New trust officers appointed in 
the pension division, which is man- 
aged by J. Fraser Coate, are E. Arthur 
Payne, George Stephen and Jules M. 
Decarie. The pension department was 
established in 1949 to handle pension, 


| profit sharing and employee savings 


} 
| 


plans for business and industry. 
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What 29 seconds in front of the new 
Mosler Picture Window will show you 


1. Notice how customers seem attracted by the modern, 
open look of the Mosler Picture Window . 
seems to put them at ease. And note how obviously both 
customer and teller appreciate the convenience made 
possible by Mosler’s ingenious deposit unit, which slips 


2. Note how cash stays in view of customer 
at all times during transaction. Lid of deposit 
unit is made of clear-view bullet-proof glass. 
It’s counterbalanced for effortless operation. 
Keeps drafts out . . . yet allows customer to 
see everything that’s going on. No chance of 
embarrassing errors ! 


Like to find out more reasons why the Mosler 
Picture Window is America’s finest and most 
practical equipment for drive-in banking? 
Mail coupon for brochure, today! 


IF IT’S MOSLER ...{T’S SAFE 


* Mosler Safe @: 
osier nate “2.7 


World’s largest builders of safes and bank vaults . . 


built the U.S. Gold Storage Vaults at Fort Knox and the famous 
bank vaults that withstood the Atomic Bomb at Hiroshima 
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3. Note how teller has 100% usable counter 
space inside window for change machines 
and other equipment. There is no space- 
wasting cut-away in the counter... no 
‘‘angled-in” counters that leave tellers with 
skimpy work area. Two big cash drawers are 
located below counter for coins, bills, storage. 





out at the touch of a single push-button . . . and opens 
its own cover to allow straight-in access of customer’s 
hand, This is the most easily accessible unit of its kind, 
Most wind-resistant and safe, too. No checks and money 
blowing away. No risk to customer’s hand, 











4. Note the completely new 2-way communi- 
cations system which makes conversations 
possible in normal tones, while teller’s hands 
are free at all times and vision is unobstructed. 
Microphone and speakers are above eye- 


level. Window has optional defrosters, too, 


which keep glass clear during winter. 














ees 
— THE MOSLER SAFE COMPANY, DEPT. BCH-2W 
: 320 FIFTH AVENUE, NEW YORK 1, N. Y. i 

: Please send me your new full color brochure outlining all the features of | 
Mosler Picture Windows For Drive-In Banking, as soon as possible. | 
| NAME POSITION, ! 
| l 
| BANK | 
| ADDRESS. | 
. Mosler | | 
| cry ZONE. STATE | 
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IN 1956...AS ALWAYS... 


ervice comes first 


AT FIRST NATIONAL BANK IN ST. LOUIS 


We’re looking forward to serving you 
during 1956. We’ll continue to give 
you the complete and personalized 
banking service that has won for us 
the reputation of being “‘Your Best 
Midwest Contact.”’ 


During the past year we served our cor- 
respondents in many ways. For ex- 
ample, we collected almost 21,180,000 
items, processed over 2,000 requests 
for credit information, participated in 
more than 25,500 transactions for 
correspondents and other customers 
engaged in foreign trade, travel and 
the transfer of funds abroad. 


The next time one of our representa- 
tives calls on you, or the next time 
you’re in St. Louis, let’s talk over the 
many ways our complete correspond- 
ent services can benefit your bank. 


Statement of Condition, December 31, 1955 


Resources 


Cash and Due from Banks. $196,110,763.17 Capital Stock . 
U. S. Government Securities. 154,180,567.09 Surplus . i. 
Loans. . . . 245,559,201.64 Undivided Profits é 


Liabilities 
. $ 15,400,000.00 








Loans Wholly or r Partially 
yuaranteed by U. S. 
Government. . 
Other Bonds and Stocks. 
Stock in Federal Reserve 


57,346,977.00 
14,658,179.60 


Total Capital 
Accounts .. , $ 44,800,192.19 


Reserve for Taxes, 


Interest, etc. . . 3,308,521.65 

Bank . mais nar 1,050,000.00 Unearned Discount 1,371,533.66 
Banking House, Improve- Liability, Letters of 

ments, Furniture and Credit, Accept- 

Fixtures 6,862,502.52 ences, etc... .. 1,297,721.25 
United Bank Building. 508,503.90 Other Liabilities. . "745,321.36 
Customers’ Liability, Letters Demand Deposits .. 547,089,673.51 

of Credit, Acceptances, etc. 1,174,465.55 Time Deposits. . . 69,.355.067.43 
Accrued Interest Receivable . 1,530,299.07 U. S. Government A ejpsciahli 
Other Resources... . i ; 75,915,58 Deposits . . . .  11,089,344.07 
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$679,057,375.12 





Total Deposits. 627,534.085.01 


$679,057,375.12 





Member Federal Deposit Insurance Corporation 
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THE BOOKLET COUNTER 








The Why and How of Selling... 
Bank officers will find many interest- 
ing and helpful uses for this booklet, 
which is entitled “Bank Talk.” The 
booklet is dedicated to the idea that 
“every bank employee is a salesman, 





Helps sell bank services 


whether he realizes it or not,” and is 
designed to help all staff members sell 
the services of their bank. The book- 
let’s first section tells why selling abil- 
ity is necessary in every job, and the 
other sections give specific pointers on 
how to go about selling. The booklet 
is syndicated, but sample copies are 
available. 


How a Banker Evaluates a Credit 
Risk .. . A wide interest developed in 
this offering after it first appeared as 
a speech and was later published as an 
article by the Robert Morris Asso- 
ciates. Although the author, a vice- 
president of a large Detroit, Michigan 
bank, is addressing a group of certified 
public accountants, he sets forth at the 
same time a valuable reappraisal of 
credit evaluation factors, elements and 
methods for all lending officers. After 
discussing important aspects in evalu- 
ating credit, and the bank’s responsi- 
bility in making loans, he concludes 
by saying, “There is no one easy road 
to the evaluation of the credit risk. 
Circumstances alter the approach in 
each case.” 


Adequacy of Bank Credit... In 
this reprint of an informal report 
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made to the officers of a large New 
York City bank, consulting economist 
Dr. Marcus Nadler analyzes: 1. The 
position of the monetary gold stock, 
which forms the basis for expansion 
of credit by the Reserve Banks, 2. The 
required reserves which member banks 
must maintain with the Reserve 
Banks, and which are the foundation 
for expansion of bank deposits, and 
3. The capital resources of the banks, 
which limit their ability to increase 
the volume of their risk assets. Both 
the analysis and Dr. Nadler’s conclu- 
sions as to the adequacy of bank credit 
for meeting future requirements will 
be of interest to all banks. 


Automotive Facts, Figures .. . 
Hundreds of facts about highway 
transportation and the automotive in- 
dustry are contained in the two book- 
lets that make up this offering. The 
booklets are the current 80-page edi- 
tion of “Automobile Facts and Fig- 
ures” and the latest 56-page edition 
of “Motor Truck Facts,” both pro- 
duced by the Automobile Manufac- 
turers Association. Officers of banks 
and other financial organizations who 
give public talks or who work in loan 
departments will find the booklets a 
valuable source of statistical and other 
material. Of special interest are the 
sections on the financing of auto sales 
and highways. 


Efficient Cities . . . Although this 
study was prepared by the head of a 
Canadian community-planning associa- 
tion for distribution by a large Cana- 
dian bank in its monthly bulletin, 
the study will be of interest to many 
American financial officers who are 
concerned with community affairs. The 
study discusses the importance and 
practical approaches to community 
planning and urban redevelopment in 
the face of many factors that contrib- 
ute to disorderly growth and “fringe 
development.” Featured are illustrated 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











details of the “unplanned” and the 
“planned” schemes for an Edmonton, 
Alberta, residential area between 1949 
and 1952. 


Plain Talk on Research . . . Here 
are definitions in layman’s language 
of the technical phrases used in the 
comparatively new science called 
market research. In becoming familiar 
with the phrases used in this special- 
ized field, and their meanings, the 
reader gains a comprehensive insight 
into the functions and techniques of 
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Aid to market research 


marketing analysis. The booklet was 
produced by a world-wide advertising 
agency and contains valuable tips for 
research-minded banking and other 
financial officers. 


Municipal Bond Market—1956. 
During 1956 the big revenue issues of 
recent years may not be forthcoming 
in the tax-exempt field of state and 
municipal bonds, but the nation’s 
growth will continue to require a high 
volume of smaller state and municipal 
offerings, as in 1955, says this authori- 
tative appraisal of the bond market. 
The report is prepared by a large in- 
vestment firm, and in addition to a 
number of interesting observations on 
the tax exempt market for the past 
year, the appraisal makes further in- 
teresting predictions for 1956. 


Bank Holidays . . . A handy and 
up-to-date reference guide, in chrono- 
logical sequence, of some 90 holidays 
in the United States and possessions, 
and the extent to which banks observe 
them. The pocket-size, 28-page booklet 
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BY APPOINTMENT 
TO HER MAJESTY THE QUEEN 
PATENT LOCK AND SAFE MAKERS 


CHUBB 


SUPREMACY CONFIRMED 
SOUTH AMERICA ORDERS BY TEST 














In South America a large number of anti-blowpipe 
Chests were wanted for the safe keeping of cash and 
valuables. 

Because many successful burglaries had taken place, 
protection was required against attack by the oxy- 
acetylene torch. The purchasers, therefore, decided to \\ 
carry out their own oxy-acetylene test on the Chests 
submitted for approval. In the face of strong inter- 
national competition the Chubb Chest, protected by 
Chubb Blowpipe and Drill-resisting Alloy, was so out- 
standingly successful that large orders were placed with 
Chubb. 

Another triumph for Chubb and another good reason 
for installing Chubb security equipment in every bank 
and business. 


C H U B B provide world-wide service from their 


factories at Toronto, Canada - Sydney, Australia 
Johannesburg, South Africa - Wolverhampton, England 
and agents in every principal country 


CHUBB & SON’S LOCK AND SAFE CO. LTD. 
175-176 TOTTENHAM COURT RD., LONDON, W.I 








also cites the practices of banks on 
Saturday closing in the various states. 
and maps the time zones in the U.S.A. 


Trust Promotion ... The “friendly 
approach,” adept use of photographs, 
and subtle advertising are all exem- 
plified in this booklet that was pro- 
duced by a North Carolina bank to 
promote its trust department. The 
photographs show the department 
heads and staff members not only at 


| their jobs, but at various other “at 





home” and “at play” situations, i.e., 
with family members, golfing, fishing, 
horesback riding. A photo of a smiling 
receptionist saying hello into a tele- 
phone illustrates the front cover, 
while a number of scenes from bank 
parties and picnics illustrates the back 
cover. Copy blocks tell something 
about each staff member briefly—his 
job, term of service, hobbies. The 
total effect is to leave the reader with 
the feeling that bank personnel are 


| human beings after all. A good ex- 


ample not only for trust, but for other 
types of bank advertising as well. 


Meet Brazil . . . Foreign depart- 
ments of banks and other financial or- 
ganizations will be particularly inter- 
ested in this 26-page booklet, which 
is one of a series on foreign countries. 
It gives details on Brazil’s terrain, in- 
habitants, history, government and 
natyral resources. Concise reports on 
its banking system, bank notes in 
circulation and facts about its indus- 
trial and agricultural problems are 
featured. Other items covered are 
imports, exports, opportunities for 
foreign capital and _ transportation 
deficiencies. 


Modular Safe Deposit Boxes... 
This booklet describes a new idea of 
modular safe deposit box construction 
that will be helpful to banks in plan- 
ning new or expanded safe deposit 
areas. Developed by a leading manu- 
facturer of vault equipment, the plan 
evolves around the use of standard 
size box openings and modular nests 
of boxes. The plan was based on a 
survey of past orders and an analysis 
of the problems met in safe deposit 
box construction. Complete dimen- 
sions are given for a wide variety of 
types and sizes of boxes. 


Postmark Advertising . . . This 
booklet tel?; how to develop and 
use postmark advertising, the small, 
poster-like ads that appear alongside 
postage meter stamps on letters. The 
booklet was prepared by a large manu- 
facturer of postage meter machines, 
and in addition to serving as a com- 
plete guide to this type of advertising, 
it contains actual postmark ads that 
can be used without cost by banks and 
other financial institutions which use 
metered mail. 
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tegrity, stability and prompt and efficient ser- 
vice are among the reasons why LAWYERS — < , ‘ 
“f TITLE is now, financially, by far the largest 3 bes 
wa company. engaged exclusively in the title . 
business. 
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sit 
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sit TITLES INSURED THROUGHOUT 43 STATES THERE IS NO BETTER TITLE INSURANCE 
en- THE DISTRICT OF COLUMBIA, PUERTO RICO THAN A POLICY ISSUED BY 
of AND HAWAII 
NATIONAL TITLE DIVISION OFFICES 
his Chicago New York la itl 
wr SRANCH OFFICES IN awyers {lillie 
: Akron, O. Detroit, Mich. Norfolk, Va. 
= —- y~ ee oe P ener iy _ 
side ugusta, Ga. reehold, N. J. ontiac, Mich. + 
The a” tae 6 hh Ins urance (or pora tion 
nu- Cincinnati, O. Marietta, Ga. Savannah, Ga. 
Cleveland, O. Miami, Fla. Springfield, III. 
nes, Columbus, Ga, Mount Clemens, Mich. Washington, D. C. 
om- Dllen, Tore New Orleans, la. Wilmington, Del, Home Office ~ Richmond . Virginia 
ing, Dayton, O. Newport News, Va. Winston-Salem, N. C. 
hat Decatur, Ga, New York, N. Y. Winter Haven, Fla. 
and REPRESENTED BY LOCAL TITLE COMPANIES 
use IN MORE THAN 200 OTHER CITIES 
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Now—at every savings teller’s fingertips... 


A FIRE RESISTIVE SAVINGS LEDGER DESK 


WITH ALL THE CONVENIENCE OF A FILE 
* 


This compact, desk-high unit combines the protection of a certified, 















fire-resistive safe with the convenience of a file. While primarily 
designed for savings ledger cards in banks and savings and loan 
associations, it is equally suitable for stock transfer records, utility 
company ledgers, inventory and 


stock control systems. 


Three 3-drawer units are combined 
in one compact cabinet. Each unit is insu- 
lated like a standard office safe. Each carries the 
Class “‘C” (one-hour) certification of the Underwriters’ 


Laboratories. 
Each drawer is equipped with automatic boltwork, the conventional savings record safe. An additional 
fingertip control. A key lock or a combination lock, important advantage is its flexibility. The original 


as specified, on the top drawer controls all three installation may be made with three or more units. 


drawers in each unit. Additional units may be added at any time. 


The cost of this equipment is far less than that of Catalogue with detailed information as to dimensions, 
capacity, price, etc., will be furnished on request. 


HERRING ¢ HALL - MARVIN SAFE CO. 
Hamilton, Ohio pes ynderwriters Laboratories Ine FIRE CLASSIFICATION Ve 


Branches in: New York, Chicago, Boston, Detroit, San Francisco, wba PE ya NO. 
St. Louis, Houston, Atlanta, Philadelphia, Minneapolis, Washington 




















94 Burroughs Clearing House 





i 
4 
2 
% 
a7 
; 





















= 


het —@ © oo. 5" 


6 =. 


’ 














COU 





RT DECISIONS 








By FREDERICK C. FIECHTER., Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Mortgage Note 

In Florida a decree of foreclosure 
on mortgage collateral was reversed 
by a court after the original mortgage 
collateral note was not produced, and 
a satisfactory explanation for failing 
to produce the note was not forth- 
coming. 

In 1926, a husband and wife ex- 
ecuted a note to a bank secured by 
a mortgage on property owned only 
by the wife. The bank tried to fore- 
close the mortgage in 1946, and at- 
tached to its complaint copies of the 
note and mortgage. In 1952, the com- 
plaint was amended to base the cause 
of action upon a 1939 note, signed 
only by the husband in October of 
that year. In November of 1939, the 
husband and wife executed an instru- 
ment assigning to the bank all of their 
interest in an insurance policy on the 
life of the husband, in which the wife 
was the beneficiary. In 1941, the bank 
was named beneficiary in the policy 
itself. Hearings were held before a 
special examiner, and the only wit- 
ness was the cashier for the bank. 

Pursuant to the report of the exam- 
iner, the trial court ordered both 
husband and wife to pay the principal 
due in the amount of (roughly) $2,- 
800, and the accrued interest in the 
amount of (roughly) $7,000, plus 
attorneys’ fees and about $3,500 being 
the amount of premiums on the in- 
surance policy paid by the bank, plus 
interest on those premiums 
amount of about $1,800. 

On appeal, 
that the $2,800 decree plus interest 
was in error because there was a 
failure to produce the original $4,000 
note or account for its absence. The 
Supreme Court of Florida agreed 
with them and reversed the lower 
court, quoting an earlier case in 
Which it was said: 

“A mortgage executed as security 
for the payment of a negotiable prom- 
iSsory note is a mere incident of and 
incillary to such note. When it comes 
io the payment thereof, the rights of 
the parties thereto, as well as of third 
persons, are governed by the rules 
relating to negotiable paper; in other 
words, payment to any one other than 
the holder of the negotiable instru- 
ment is at the risk of the payer and 
is binding upon the holder of the 
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in the | 


the defendants urged | 


paper only where express or implied 
authority to receive such payment is 
established by the person making the 


same. Hence payment of a negotiable 
note secured by mortgage by the 
mortgagor or his grantee, where made 
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PROBLEM, PLEASE! 


For over thirty-six years Scarborough & Company has acted as insurance 
counselors to banks. 

With facilities for placing all forms of insurance, the trick is not so 
much in selling but in selling the right kind. We pride ourselves on over 
2,000 customers who say we do just that! 

Right now, our Chattel Mortgage Non-Filing/Lenders Single Interest 
Automobile Insurances are really stretching profits for our customers’ 
credit departments. 

Chattel Mortgage Non-Filing and Lenders Single Interest eliminate: 


Time-consuming filing and detail 
Costly follow-up correspondence 
Unnecessary clerical expense and telephone calls 

As long as there is consumer credit these policies will make money 
for you. 

Scarborough & Company represents Underwriters at Lloyd’s, London, 
and acts as Underwriting Manager for the Financial Insurance Depart- 
ment of Peerless Insurance Company, so don’t hesitate to write about : 
any type of bank insurance when you inquire about CMNF and LSI! : 


SCARBOROUGH & COMPANY 
33 SOUTH CLARK STREET CHICAGO 3, ILLINOIS 
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DUMB WAITERS 
poked Ga Sk me 
RECORD CARRIERS 


Conant MATOT 


Since 1888 designers and builders of electrical and hand 


operated dumb waiters for hotels, 


restaurants, clubs, 


banks, libraries, warehouses, factories, institutions. 


COMPLETE DATA IN SWEET’S CATALOG OR WRITE 


D. A. MATOT, 


1535 W. ALTGELD STREET 


CHICAGO 14, ILLINOIS 
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This ad concerns every ban 





This latest Home Insurance 
Company advertisement talks to 
people who own cars—your 
customers and ours. 


It sells the importance of 
quality insurance coverage, and 
it’s to the advantage of bank 
as well as borrower to specify 
the best insurance protection 
that can be had. 


Your local agent of The Home 
Insurance Company will be glad 
to cooperate with you in every 
way he can. Get acquainted 
with him. 








to the original mortgagee who is not 
in possession of the note and mort- 
gage, is not binding upon an assignee 
thereof before maturity who was in 
possession of the papers at the time 
of such payment, unless he had ex- 
pressly or impliedly authorized such 
payment.” 

Downing v. ......---- National Bank, 81 
So. 2d 486 (1955). 
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Bankruptey Funds 
Escheatable 

The United States District Court 
for the Western District of Pennsyl- 
vania has held that unclaimed bank- 
ruptcy funds could be paid over to 
the Commonwealth of Pennsylvania 
as state property. 

Certain funds which were deposited 
in a Federal District Court clerk’s 
office, consisting of dividends in bank- 
ruptcy cases and in equity proceed- 
ings had been unclaimed for seven 
years, and their rightful owners un- 
known for that period or more. The 
court of common pleas decreed that 
the funds involved had escheated to 
the Commonwealth and authorized an 
application to the District Court for 
an order directing that upon verifica- 
tion of the amounts escheatable, the 
clerk remit them to the Common- 
wealth. 

The United States Attorney claimed 
that if there was any conflict between 
the State escheat law and the Federal 
Bankruptcy Act, it must be resolved 
in favor of the latter. However the 
Court determined that no such conflict 
appeared, because the Bankruptcy 
Act made no provision for a situation 
where the rightful claimants desig- 
nated in the Bankruptcy Act could 
not be paid. 

Since the claims of the bankrupts 
or their creditors were not asserted, 
the Bankruptcy Act did not apply. 
In re Moneys Deposited, etc., 135 F. 
Supp. 55 (1955). 
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Corporate Endorsement 

The importance of a proper endorse- 
ment by a corporation to make a note 
fully negotiable was demonstrated in 
this case. It involved a widow who 
made a note for $16,000, secured by 
her residence, a firm called the Hol- 
dorf Oyster Corporation, who was 
made payee of the note, and a third 
party to whom the note was endorsed. 

After the note was received by the 
oyster corporation it was endorsed 
simply: “Pres. Dwight Holdorf, Sec: 
Opal Holdorf.” No assignment of the 
mortgage that secured the note was 
made to the person to whom it was 
endorsed. 

Later that person sued on the note. 
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STATEMENT OF CONDITION: December 31, 1955 


. = RESOURCES 


Cash and Due from Banks . . . . « « « © « « $251,407,263.51 
= U. S. Government Securities. ...e-eeeee 99,046,177.87 
— State, Municipal and Other Securities. . . . 2. « - 8,460,263.50 
Stock in Federal Reserve Bank. . . . «6 « «© e « 2,100,000.00 
Loans and Discounts . . . © «6 «© © « «© «© ©) SR manera 
Loans Guaranteed or Insured by 

U. S. Government or its Agencies . . 2. « « «+ 14,065,306.26 
Bank Building and Equipment . . . “eee 19,327,639.84 
Bills of Exchange and Commodity Loans > es € « 25,859,933.66 



































' Acceptances and Letters of Credit. . . . 2. 2. « « 15,952,976.35 
: ee: Sas ek os tltlUtlUehlU elle ele 921,829.41 
: TOTAL . 6 ew el le lw lw hw) hw )«6$6864,369,681.52 
' LIABILITIES 
1 ° 
Capital . . .... . . « « $ 30,600,000.00 
1 . Surplus. . ee b&b eS 8 39,400,000.00 
. : Undivided Profits a Te Uo a 4,137,038.24 74,137,038.24 
i Res. for Dividend, Payable Jan. 2, 1956 357,000.00 
" YF Reserve for Contingencies . .. . 8,389,625.90 
1 i Reserve for Taxes, Etc. . - i. a 4,885,123.57 
‘ 7 Acceptances and Letters of Credit - « 17,623,976.35 
o «Co Deposits: 
t Individual . . . . . . . . $501,500,589.37 
7 : DG n> ot ee & we a we * 228,540,903.26 
1 U.S. Government .... . 28,935,424.83 758,976,917.46 
r - TOTAL . » & $864,369,681.52 
e . . 
: (>i SS ~-,t tt eT eS Financial Center of 
NATIONAL BANK of Dallas the Southwest . . 
d MEMBER FEDERAL ‘DEPOSIT INSURANCE CORPORATION 
n 
7 
: CAPITAL & SURPLUS $70,000,000 t LARGEST IN THE SOUTH 
' 
e A. is Al aa 
ts be 
“ DIRECTORS: KARL HOBLITZELLE, Chairman of the Board » 
n JOHN W. CARPENTER LAWRENCE S. POLLOCK — 
= Chairman, President, 
; Southland Life Insurance Co. Pollock Paper Corporation ? 
d ; EDWARD H. CARY, JR. J. W. SIMMONS a 
‘ President, President, 
iS Cary-Schneider Investment Co. Simmons Cotton Oil Mills on 
Ss = WIRT DAVIS Il R. L. TAYLOE 
ay Investments Vice-President, 
1, Es FRED F. FLORENCE Sears, Roebuck and Co. 
eh President JOE C. THOMPSON 
ee R. B. GEORGE President, Southland Corporation g 
- ka President, WILLIAM H. WILDES 
tee R. B. George Investments, Inc. President, 
Bs HAMLETT HARRISON Republic Natural Gas Co. 
ree Executive Vice-President 
a Trinity Universal Insurance Co. 
= J. M. HIGGINBOTHAM, JR. 
ay Higginbotham-Bailey Co. 
RALEIGH HORTENSTINE 
Chairman, ) 
™ ‘i Wyatt Metal and Boiler Works AN 
; J. E. JONSSON be 3 
e % President, Texas Instruments, Inc. SS 
4 J. C. KARCHER = 
n President, Concho Petroleum Co. > 
“ J. L. LATIMER oui 
| President, Magnolia Petroleum Co. S 
y W. W. LYNCH Gi 
: President, | 
l- Texas Power and Light Co. 
Ss LEWIS W. MacNAUGHTON 
: President, 
d j DeGolyer and MacNaughton 
1 I B. F. McLAIN 
, President, Hart Furniture Co. 
e 3 STANLEY MARCUS - ‘ Ajess 
: resident, Neiman-Marcus Co. — 
cl HOMER R. MITCHELL e 
ae s a , P 
: exas Employers Insurance ° 
1e Association Friendly ee 
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‘ Pearlstone Mill and El c Effi 
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an for the services rendered by 
TuRIFTICHECK to its client banks is based on a 
fair fee for each book of checks sold. A modest 
portion of the income on a new account is credited 
to TurirtiCueck — the bank retains the balance. 
The TurirtiCueck fee on reorders is much less, 
but it covers the cost of providing imprinting 
equipment, checks, checkbooks, operating sup- 
plies, advertising and many other materials. 
TuHRIFTICHECK client banks make no investment, 
pay no royalties. 


TuriFtiCHEck is a complete, dignified, successful 
plan of low-cost, no-minimum-balance checking. 
Its popularity is proven by millions of Turirti- 
CHECK customers in more than 700 communities 
across the nation. 


Exclusive TurirtiCueck rights are granted to but one 
bank in an area. Client banks are relieved of all detail 
connected with starting a new installation, which is han- 
dled under the supervision of one or more THriFT1ICHECK 
representatives. Smooth functioning is assured whether a 
no-minimum-balance plan is being installed for the first 
time, or a changeover is being made from an existing plan. 
Write for full details. 


THRIFTICHECK SERVICE CORPORATION 


100 Park Avenue « New York 17, New York 


























claiming he was holder in due course. 
Both the lower court and the supreme 
court of the State of Washington, 
however, upheld the defendant wid- 
ow’s claim that the plaintiff was not 
a holder in due course because the 
endorsement of the corporate payee 
was defective. 

The court pointed out that mere 
delivery of a note did not constitute 
negotiation, and that the corporation 
knew how to endorse properly instru- 
ments payable to its order, since it 


_had properly endorsed several cash- 


ier’s checks. Moreover, the court 
added, the mere intention to endorse 
was not sufficient since it is the active 
endorsement and not the intention 
which negotiates an instrument. 

The court went on to say that the 
similarity between the name of the 
payee corporation and the surname of 
the officers who signed on the back 
of the note did not give rise to any 
legal inference that it was a corporate 
endorsement. 

The widow had set up fraud as one 
of her defenses. This would not have 
been a good defense had the plaintiff 
been a holder in due course; but was 
a good defense since the plaintiff was 
a mere assignee. 

Glaser v. Connell, 289 P. 2d 364 
(1955). 


Sd e o 


Note Payee Not A 
Holder in Due Course 

In a case in Georgia recently it was 
brought out that some notes were 
given in payment of merchandise and 
made payable to a third party at the 
request of the seller. The question 
decided was whether the third party 
thus became a holder in due course, 
and the state’s court of appeals ruled 
that he had not. 

The defendant, a lumber company, 


| had entered into a contract with a 


paint company whereby the lumber 
company agreed to purchase a large 
quantity of paint and to store it in 
a warehouse. The paint company, 
under the agreement, was thereafter 


_ to send representatives into the lum- 
| ber company’s marketing area to 


demonstrate the paint and to create 
a market for it. 

The paint was shipped and notes 
given for it made payable at the re- 
quest of the paint company to a third 
party, a credit corporation. However, 
the paint company failed to send 
representatives to demonstrate the 
paint, and it was left in the lum- 
ber company’s warehouse without # 
market. 

When the credit corporation sued 
the lumber company on the prom- 
issory notes, a lower court ruled ou‘ 
all testimony with reference to th: 
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1l- 
. Population ........ 1,040,000 
“ Employment (Non-Agr) . OO} 225,000 
e &- Personal Income $1,600,000,000 
. | Retail Sales 1,200,000,000 
: : _ Crop Income. ..... 260,000,000 
“aa Livestock Income . . . 80,000,000 
—— Manufacturing Output 350,000,000 
a Mining Output... . . 360,000,000 
a Tourist Expenditures . 175,000,000 
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1955 

Resources { $398,000,000 

Deposits 363,000,000 

Loans 196,000,000 
as Capital Funds 24,000,000 
| No. of : 
e Stockholders ; 4,856 VA L L E | 
- No. of 


Employees 1,350 
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er’, 
nd Home Office: PHOENIX 
he MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
m- 
ed 
m- 
ue 
he 
February, 1956 99 
as 







































































__ INTERCHANGEABLE POINTS 
30 STYLES 





Always Feady to Write 


WRITES FOR MONTHS WITHOUT REFILLING 


THE PEN THAT FILLS ITSELF HOLDS 40 TIMES MOREINK CHOOSE THE RIGHT POINT 
instantly—every time you than ordinary fountain for the way you write— 
return pen to socket. pen. Needs no attention bynumber. More than 30 
for months on end. point styles. 
Try one on your own desk for 30 days. Your money 


refunded if you are not completely satisfied. 


® 
DESK PEN SETS BY Gsterbrook 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East; Toronto, Ontario 


COPYRIGHT 1956, THE ESTERBROOK PEN COMPANY 
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paint demonstration on the ground 
that the plaintiff was an innocent 
purchaser for value of the notes. 
Later, however, the supreme court 
reversed on the ground that under 
the terms of the Negotiable Instru- 
ments Law, the payee named in a 
negotiable promissory note cannot be 
a holder in due course. A failure o* 
consideration did exist, said the court, 
and the lower court was in error in 
excluding the lumber company’s tes- 
timony concerning the paint demon- 
stration. 

T. I. Pendley et al. v. Credit Equip. 
Corporation, 89 S.E. 2d 567 (1955). 


+ ° e 


Stock Purchase Agreement 
Sustained by Court 

In connection with a loan of $10,- 
000 for which the borrower agreed to 
pay 6 per cent interest, the lender 
agreed to buy from the borrower a 
certain amount of stock in the latter’s 
company at a price that was less than 
the existing book value. Subsequently, 
when the lender attempted to buy the 
shares, the borrower claimed he did 
not have to sell because the agreement 
was usurious, and the dispute was 
taken into the courts. 

A pertinent paragraph in the loan 
agreement provided: ‘‘Lewis agrees to 
sell to the Boksers, who agree to buy, 
up to, but not exceeding 450 shares 
of the common stock of the Code Elec- 
tric Products Corporation, upon the 
following basis: Lewis shall sell to the 
Boksers one share of his said stock at 
$10 per share for each 3,000 electric 
meter boxes which may hereafter be 
sold by said corporation.” 

After pointing out that oral evi- 
dence of conversations and nego- 
tiations which materially change a 
written agreement are ordinarily in- 
admissible, but that they may be ad- 
mitted as an exception to establish 
usury, the Supreme Court of Pennsy]l- 
vania overruled a lower court to hold 
that the stock purchase agreement 
was not a bonus over and above the 
6 per cent interest. 

The supreme court felt that there 
was no proof of the true value of the 
stock from the fact that the par value 
was $100 and the book value was 
about $35, and that the corporation 
had a small net profit after many 
years of losing money. 

Not only were there mutual cov- 
enants furnishing a valid considera- 
tion, held the court, but the mere fact 
that one who loans money with in- 
terest is induced to do so by an 
independent contract relating to col- 
lateral matters does not render the 
loan usurious. 

Bokser v. Lewis, Supreme Ct. of Pa., 
filed January, 1956. ' 


Burroughs Clearing House 








a Te 4 


BoP te he 























0,- 


to i s 5’ ' 
a Gg —. = = Se tee lis = 





’ 


r’s 
an 
ly, 
che 
lid 
ont 
Vas 





yan 
to 
uy, 


res zat 
ec- 


tl] 
n | the 
at 
results... 


* 4 °*S 2 oe s = 


ric 


be 





Vi- 
go- 
in- 


. | NEW BANKING QUARTERS across the nation! 


* SSS e8 oe 





























ish §& 
syl- FF 
oid 3 It’s a matter of pride with us, we have an 
ent § enviable business franchise—our good 
im | f reputation with the people for whom 
a. © NY we have worked. We are grateful to 
the & WR these friends for the spontaneity with 
ue § a \; which they have commended our efforts; 
ne | ~ we hold such trusts in high regard. 
any ff _ _ It takes coordinated planning by men 
_ who know banking problems to 
sibs achieve the desired results. 
— \ Contact us today. Your inquiry 
om eassenene will be welcome and receive 
col- AND prompt attention. 
the All projects, from small CONSULTANTS 
interiors to complete multi- ° 
Pa. ae. ae cae Offices: 1225 Vine St., Philadelphia 7, Pennsylvania 
consideration and care. 1052 West Sixth St., Los Angeles 17, California 
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Your Reception Room 





INDIVIDUAL CHAIRS ADD TO THE 
LOOK OF HOSPITALITY AND SUCCESS 


First impressions are good —and lasting—when you compliment 
your visitors with the fine appearance and comfort of Harter 
chairs in your reception room. 


With these chairs you can enhance the color scheme of your 
offices. You choose from a wide range of colors in leather, fabric 
or plastic upholsteries. For example, the C-1910 chairs are shown 
above in top grain leather. The Harter 710 pictured separately has 
rich fabric upholstery. 


Metal finishes are durable baked-on enamel. Again you 
select the color either from the standard office fin- 
ishes or from the new pastels which harmonize 
with the decorative tones in upholstery. 


Top quality upholsteries and steel construc- 
tion enable Harter chairs to keep their like- 
new appearance for years and years. They’re 
a sound business investment that says nice 
things about you to your visitors. 


Write for literature on Harter chairs ...we’ll 
send name of your nearest dealer. 


Model 710 


HARTER ‘cians 


STURGIS, MICHIGAN 


HARTER CORPORATION, 233 Prairie Street, Sturgis, Michigan 
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In Canada: Harter Metal Furniture Ltd., Guelph, Ontario 








WHITHER 
BANK CREDIT 


CONTINUED FROM PAGE 39 
Reierson said it was fair to assume 
that credit restraint will be relaxed 
quite promptly, and more swiftly than 
it was applied in 1955. Such an easing, 
he predicted, would be handled first 
through open market operations. Only 
when authorities were fairly certain 
of the changed trend would they be 
likely to reduce the discount rate, he 
added. Any move to reduce reserve re- 
quirements was seen as an unlikely 
eventuality in 1956. 


Specific Forecasts 

A series of specific forecasts in the 
important fields of automobiles, home 
building, household appliances and 
farm equipment was made by R. C. 
Ingersoll, chairman of the board and 
president, Borg-Warner Corporation, 
Chicago. These are fields with which 
Mr. Ingersoll’s company is closely 
associated and in which it has de- 
veloped its own outlook figures for the 
year ahead. His predictions: 

Automobiles: We do not expect the 
automobile business of 1956 to equal 
that of 1955. But the industry should 
be in a very healthy condition, with a 
production of approximately 6.5 to 
6.7 million. The automobile industry, 
like the economy as a whole, does not 
need to equal nor to top the phenom- 
enal year 1955 to remain strong and 
prosperous. 

Home Building: While there may be 
a mild decline in housing starts in 
1956, our people who sell our many 
products to this vast industry expect 
expenditures for homes to equal or 
even exceed those of 1955—because 
more families will be buying better 
and better-equipped homes. As for 
building construction of all kinds: we 
expect total construction this year to 
be worth slightly more than $56.5 
billion compared to $54.5 billion in 
1955. 

Household Appliances: A 20 per 
cent gain in the sale of clothes dryers, 
an 11 per cent gain in the sale of auto- 
matic washers, and a 6 per cent gain 
in the sale of gas and electric ranges 
—those are the 1956 forecasts of our 
Norge Division’s market research de- 
partment for the industry as a whole. 
As for conventional wringers, built-in 
ranges, refrigerators, freezers and 
water heaters—we expect their very 
excellent unit sales in 1955 to be re- 
peated at virtually an equal level in 
1956. 

Farm Equipment: Recent estimates 
by the major farm equipment pro- 
ducers have indicated a decline of 
about 5 per cent in total sales for 1956 
compared with 1955. 
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The new Rol-Dex installation in the Falconer, N. Y. office of the Chautauqua National 
Bank of Jamestown, N.Y., houses the bank's central file, loan history and loan ledger cards. 
The two-level unit is operated by one responsible clerk who handles all inquiries direct. 

Consolidation of records, made possible by Rol-Dex has answered 

the record handling problems of this bank. They say: “The merits 

of having these records in one convenient location, the sole re- 


sponsibility of one person, cannot be overstated.” 


Rol-Dex can solve your active 


record handling problems, too! 


The flexibility of Rol-Dex design makes this filing equipment 
ideally suited to active bank record handling. Records roll to the 
seated clerk, making her work less tiring, reducing chance of 
error. She can post and return while seated at the file. Increased 


speed . . . increased service. 


Send coupon for our bank record handling bulletins. 





WATSON MANUFACTURING COMPANY, Inc. 
Rol-Dex Division, Dept. C-5 
Jamestown, N. Y. 


| 
| 
| 
Please send me information about Rol-Dex record handling | 
| 
| 
| 
| 


equipment. 
for 


| 
! 
CONSUMER CREDIT Name 
BOOKKEEPING Company... : Title 
| CENTRAL FILE 
| and many other ; Street LOMO nanan | 
I active bank records RE ee eee CED ne See PETER | 


WATSON [established in 1887) also builds standard and custom built bank counter 
equipment, as well as a complete line of filing cabinets, courthouse and hospital equipment. 
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Two Economic Problems 


Two of the most pressing economic 
questions of the day, according t 
Delos C. Johns, president, Federal Re- 
serve Bank of St. Louis, are: 

1. Can consumers continue to add 
to their present huge stocks of dur- 
ables at anything like the rate they 
maintained in 1955? 

2. If growth in demand for goods 
continues in the near future as it did 
in the past year, can the recent rela- 
tive stability of consumer and whole- 
sale prices be maintained? 

Last year was in a sense dominated 
by the consumer, Mr. Johns noted. 
Thus installment credit increased more 
than $5 billion or 20 per cent, and 
there was an 18 per cent increase in 
mortgage debt on homes. These sharp 
upswings in 1955 may cause reverber- 
ations in 1956, the speaker warned, 
since periods of swift durable goods 
formation have in the past been fol- 
lowed by periods of retardation in the 
rate of accumulation. 

Turning to the outlook for price 
stability, Mr. Johns asserted that the 
good showing in 1955, when the index 
for all commodities rose less than two 
points during the year, was illusory in 
that the downward movement of farm 
prices exerted a drag on the whole 
index. During the latter half of the 
year there was a persistent upward 
pressure on industrial prices, and this 
is carrying over into 1956 in industries 
that have reached capacity output. 

In view of the foregoing problems, 
Mr. Johns stated: “We must make 
the monetary and credit instruments 
do their part in sustaining consumer 
demand and halting the rise of indus- 
trial prices.”” He added that the Fed- 
eral Reserve’s monetary policy simply 
cannot be applied smoothly except 
when the nation’s commercial bankers 
do a good job of allocating their avail- 
able funds. Their multitudes of in- 
dividual decisions, he said, bring about 
better allocations of funds than any 
other system yet devised. 


A Sound Loan Policy 

Where to draw the line in extending 
bank credit, that’s the $64-billion 
question, Don H. Wageman, chairman 
of the executive committee of the 
Seattle-First National Bank, Seattle, 
Washington, told the assembly. 

In order to support the very high 
level which business has attained, Mr. 
Wageman said, it is just as important 
to make those loans which are needed 


| by our solvent customers in the pursuit 


of their normal business as it is to 
refrain from those which add fuel to 


| the fires of inflation. It depends on 
| judgment—-bank judgment. 


Where the bank accepts the eco- 


| nomic responsibility, it will sometimes 
| say “no” to an application when pos- 
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Banker and American Surety man 
team up to foil bandits 


Last week in a medium-sized bank, these 


two men—the banker at left and the 
American Surety Bank Protection Spe- 
cialist at right—sat down together to deal 
with one of the toughest problems con- 
fronting bankers today: How to protect 
the bank against the rising tide of crim- 
inal violence and embezzlement. 


A patient and painstaking analysis of the 
bank’s security measures uncovered a 
number of vulnerable points that could 
be corrected, and these were remedied on 
the spot. A check of the bank area used 
by the public disclosed good locations for 
“Hot Money Cards,’—printed warnings 
to any bandit “casing” the bank that iden- 
tifiable money is kept in all tellers’ cages. 
As an added measure of security, the 
American Surety man provided a supply of 


“Holdup Cards,” brief instructions which 
are posted inside tellers’ cages and other 
working areas telling employees what to 
do before, during and after a holdup. 


It was a routine day for the American 
Surety man. Next day, he was at another 
bank doing the same thing. It’s his job— 
just part of the service American Surety 
offers to all banks, free of charge. 

If you’d like a Bank Protection Specialist 
to visit your bank—or if you want some 
“Hot Money” and “Holdup” cards—just 
call your local American Surety Agent. 
He’s a neighbor of yours and he’ll be glad 
to arrange it for you. If you don’t know 
his name, write to us and we’ll supply it 
promptly. American Surety Company, 
Agency & Production Department, 100 
Broadway, New York 5, N. Y. 
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sibly it said “yes” to a similar one a 
year ago, Mr. Wageman noted. but, 
he said, some will say this is a “vacil- 
lating loan policy and nothing hurts a 
bank’s customer relations more than 
a hot and cold loan policy.” No, he 
declared, this is not a hot and cold loan 
policy, even though the uninformed 
might think so, and no doubt do. 

What he sees is an unchanging loa 
policy which will operate within the 
framework of the greater economic 
responsibility. Most banks, he believes, 
adhere to it either consciously or un- 
consciously, and he thinks they should. 
It is “to supply all of the sound credit 
needed by our solvent customers in 
connection with their usual and normal 
business requirements. You can tear 
this to pieces, front and back; but it 
still is a loan policy which doesn’t need 
to change, in fact, doesn’t change. 
Conditions do change. The financial, 
management, or personal conditions of 
the borrower do change, or the trend 
of his sector of the industry changes, 
or the economic climate changes. What 
was sound a few months ago may not 
be sound today. What was usual and 
normal a year ago may not be usual 
and normal today. In other words, a 
correct answer may be ‘yes’ or ‘no’ to 
the same question, but according to 
changed or changing circumstances.” 

How many loans should the banking 
industry extend? Mr. Wageman asks. 
The obvious answer, he says, is enough 
to support a sound economy and no 
more. How many can the individual 
bank carry? he asks. It cannot, he 
answered, carry enough to provide 
everyone with everything he wants, 
houses, automobiles, appliances, vaca- 
tions, etc., with nothing down and 
forever to pay. The bank should 
determine how much it can allow its 
loans to increase, he advised, and yet 
retain a sufficient secondary reserve 
to protect against outstanding as well 
as future commitments and unfore- 
seen circumstances. 


Small Bank Loan Problems 

That tight credit has created its 
problems for small banks as well as 
large was the contention of William 
M. Lockwood, president, Howard Na- 
tional Bank & Trust Company, Bur- 
lington, Vermont. Further, Mr. Lock- 
wood has a feeling of uncertainty as 
to the future. He sees some measure 
of doubt, albeit slight, creeping into 
prognostications for the second half 
of 1956. 

It is his opinion that the “undou- 
bling’ of families has come to an end, 
that this should reduce the number of 
housing starts, and that many families 
have committed their incomes about 
as far as they can go in the matter of 
consumer instalment loans. 

Small business requires larger 
amounts of credit and will continue 
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"This machine reduces 
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CUMMINS Carditioners Straighten 
Crumpled Edges, Flatten Warped 
Cards, Iron Out Creases, Preserve 
Exact Original Dimensions! 


Before Equitable Trust Company installed 
their Cummins Carditioner, approximately 
10% of the punch card type checks received 
could not be run through tabulating, sorting 
machines because of damage. Their new 
Cummins Carditioner reduces rejects to less 
than 1%...and, they now handle punch 
cards in one quarter of the time! 


This is a typical example of how the 
Cummins Carditioner can help you get the 
most from your punch card equipment, in 
both added efficiency and in all the numerous 
uses for punch cards—payroll checks, money 
orders, statement forms, requisitions, reply 
cards and product tags, to mention a few. 


The Cummins Carditioner actually recondi- 
tions damaged punch cards that will not go 
through tabulating, sorting machines — any The Carditioner operates on any 
make. It renews the entire card, including desk or table — only 40 inches long, 
both long edges. Creases, crumpled edges 16 inches high, 12 inches wide. 
disappear; original length. is re-established. 
Cards damaged beyond repair, and those 
bearing foreign objects such as paper clips, 
staples, adhesive stamps and mending tape, 
are sorted out and collected in a separate bin 
for hand inspection. 


This new “running mate” to your tabulating 
equipment handles 51, 80 and 90 column 
cards ... automatically ...up to 275 cards a 
minute! The Carditioner — like Cummins 
Check Signers, Endorsers and Perforators — 
is designed to help you keep abreast of the 
latest developments in your business. Con- 
tact your Cummins representative . . . listed 
in your classified telephone directory. 


as reported by Mr. Clarence Rodekurt, 

Vice President in Charge of Operations, 
EQUITABLE TRUST COMPANY, 

Baltimore, Maryland 
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Zippo works with many firms, large and small. 
Here are some of the ways we can help you: 


ADVERTISING! Your trademark, or message, on a Zippo gets 
frequency of impact for years! Costs less than 1¢ per week! The aver- 
age user will light his Zippo—and see your name— 73,000 times! 


GIFTS! Quality Zippos in many gracious models for the full range 
of your gift giving! 


INCENTIVES! Zippos spark interest in incentive and suggestion 
programs... and lasting stimulation for managers, salesmen, distrib- 
utors, retailers and others. Any message can be engraved! 


RECOGNITION! Say “Thanks for a job well done” with Service 
Recognition Zippos. Use the wide range of Zippo models to improve 
plant safety, commemorate anniversaries ... banquets ... sports events 
... housewarmings... any outstanding occasion. 


The famous Zippo guarantee, “Always works or we fix it 
free,” assures you of a lasting gift of finest quality! Send 
coupon below for the full story! 











PO SS SSP EE OR ES ON aaa" 
' Zippo Manufacturing Company, Bradford, Pa., Dept. BC-452 ; 
| Please furnish me information on how Zippos can help me with I 
[_] Advertising L] Gifts [] Incentives [(_] Recognition I 

5 
I Name Position } 
Firm I 
: t 
i= Address i 
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to do so, Mr. Lockwood believes. This 
means, he said, that the small banker 
must know more about the business to 
which he makes loans and must follow 
it more closely. Another problem 
arises, he said, because the small bank 
may not be able to loan as much as the 
customer requires. The legal limit o1 
lending has been unchanged for a long 
period, he noted, and, generally speak- 
ing and in terms of dollars, it has been 
increased only as capital or surplus 
has grown, but not enough to meet the 
need. The obvious course, he advise: 
for the small bank, is to “participate” 
more loans either with its correspond- 
ent bank or with a neighboring bank. 

Discussing the continuing down- 
trend in farm prices, he believes the 
banker must be flexible and ready to 
adjust payment plans. Loans, origi- 
nally scheduled for repayment in two 
or three years, he thinks will have to 
be extended to four or five years. His 
bank finds that writing livestock and 
equipment loans for one year at a time 
is a plan that has merit. Before ma- 
turity of the note, his bank’s farm 
loan specialist makes an inspection 
and report. A new financial statement 
is obtained from the farmer as well as 
a record of his income and expenses. 
In the light of this information, the 
loan is rewritten for another year with 
payments continued, increased or low- 
ered, depending upon the circum- 
stances. 

“We know that we will have to re- 
duce payments on some farm loans,” 
said Mr. Lockwood. “In instances, the 
bank debt and outside debts which 
have accumulated, will have to be con- 
solidated. Intermediate term loans 
will, in effect, replace short term loans 
in certain types of farming. The bank- 
er must be realistic and must help the 
farmer with his financial planning to 
their mutual advantage.” 


Small Business Credit 

Two important points on the exter- 
nal financing of small and medium- 
s'ze business were clearly brought into 
focus by a survey published by the 
Office of Business Economics of the 
United States Department of Com- 
merce in October, 1955, William F. 
Kelly told the credit conference. Mr. 
Kelly is chairman of the Small Busi- 
ness Credit Commission of the A.B.A. 
and president of The First Pennsyl- 
vania Banking and Trust Company, 
Philadelphia. 

First of all, he said, the results of 
the survey definitely point to the fact 
that it pays a bank to advertise and 
promote aggressively its credit facili- 
ties for small business. Such a policy, 
he pointed out, not only produces good 
loans and profitable business, but i 
also effectively publicizes the fact tha’ 
the bank is interested in serving the 
whole community. Further, he adde:! 
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THIS SIMPLE DEMONSTRATION SHOWS YOU... 


How Revo-File, and only Revo-File 
can save you money in card filing 





1. No punching of signature cards or vault access cards 
is required when you change from slow-poke, money- 
wasting drawer files to Revo-File. Just pick up your present 
cards by handfuls, drop ’em into a Revo-File and go to 


work! Revo-File is the only single-drum rotary card file 
of its type that lets you do this. No wonder 9 out of 10 
leading banks (by deposits) are using Revo-Files to gain 
the proved money-saving advantages of rotary card filing. 








2. No chance of losing cards! Revo-File 
has an exclusive, patented method of 
holding cards to drum without relying on 
holes punched in cards, or other methods 
of attachment which often cause wear, 
mutilation, and eventual “‘fall out’ of 
cards from drum into base of file. (No 
trapdoor needed in Revo-File.) 


3. No limits on work speed! Since cards 
are not attached, one or hundreds can be 
removed and re-filed instantly. Easy to 
place Revo-File in most restful working 
position for any clerk. Cards come to her, 
not vice versa. All standard and most off- 
size cards accommodated. Manual and 
automatic electric selector models. 








The Mosler 


World’s finest rotary card file 





WtOO/UC 








For big-volume card filing! The new 
Mosler Roto-File can accommodate 
more than 80,000 cards. Has all the 
exclusive features of Revo-File . .. on 
a bigger scale. Electrically controlled 
drums rotate independently—several 
clerks can work at same time. 








If you have 3,000 or more active cards which are used 
continuously for reference and posting, mail coupon, today! 


Revo-File, Roto-File Div. © The Mosler Safe Company 
Dept. BCH-2, 320 Fifth Ave., New York 1, N. Y. 
Please send me complete information about (check items you wish): 


(0 Mosler Revo-File, world’s finest rotary card file. () Mosler Automatic Electric Selector 














Revo-File. ( New Mosler Roto-File for volume card-filing applications. 

| NAME POSITION. 

; BANK 

| ADDREss 

| CITY. ZONE STATE 











February, 1956 


eee eae aaa I eecaesceen ce  ner wrn nn nn ss ee  _  e: OoCPr eere  ee 


109 





rs 


=mee er rer y seme Slee ‘sts eeee 


’ oF 


s39°9 3 2 


‘rT? ef 


110 








Resigned last position as of 25 December 1955. 
Excellent recommendations from banks across 
the nation. Helped them secure many new 
customers . . . new accounts. By installing 


Christmas Clubs. 


With Christmas Clubs more folks enter 

your door every day .. . make regular payments. 
Even discover other banking services. 

Have wide variety of Christmas Clubs to choose 
from. Particularly recommend 

Rand MCNally’s. Their unique — as 
Clubtroller system speeds “7S 
handling, cuts costs, 
eliminates need for 
ledger cards or sheets. 










SZILSS 
_\ \pa7 { \ \\ 
RAND MCNALLY 


100th Anniversary 


For samples and full information, drop a line to: 


RAND MCNALLY & COMPANY, CHRISTMAS CLUB DIV. 
111 EIGHTH AVE.,N.Y.1 .BOX 7600, CHICAGO 80 





that such a policy provides the obvi- 
ous and strong defense to the oft-re- 
peated claim that private banking can- 
not and will not support the growth 
of small business. 

The second point brought by the 
survey is that there are still a great 
many managers of small businesses 
who do not know how to apply for a 
loan or, for that matter, do not know 
when they need a loan, Mr. Kelly re- 
ported. Many students of this prob- 
lem of small business management, he 
continued, have expressed the opinion 
that the great need of small business 
is not capital or credit, but rather edu- 
cation in business methods and partic- 
ularly in financial management. For 
some years, one of the primary objec- 
tives of the Small Business Credit 


| Commission has been to supply advice 


and counsel to small business con- 
cerns, he said. 

Mr. Kelly also called attention to 
the fact that the commission has 
sparked the organization of small bus- 
iness clinics. At the present time, he 
said over 50 of these are under way, 
some in progress for their third or 
fourth years in succession, including 
those at the University of Pittsburgh, 
Temple University in Philadelphia and 


_ Columbia University in New York. 


Also, he said the Small Business Ad- 


| ministration, recognizing the impor- 





tance of the education of small busi- 
ness men, has joined in this program 
so that it is now actively promoting 
and setting up clinics for similar pur- 
poses. 


Instalment Credit 

Presently, outstanding consumer 
credit is not actually excessive. That 
was the considered opinion of Thomas 
C. Boushall, president of The Bank of 
Virginia, Richmond. 

This is true, said Mr. Boushall, 
whether instalment credit of $26.7- 


| billion or all consumer credit totaling 





$34.3-billion is included. Based on the 
history of the easily supportable ratio 
of instalment credit to personal in- 
come, ranging from 8 to 11 per cent, 
he declared that the figures are well 
under tolerable limits, well under even 
comfortable limits. Besides, based on 
all the estimates for 1956, he said the 
personal income of the people will rise. 
Hence, he argued, both the ratio of 
consumer instalment credit can rise 
and the total of such credit can rise 
because the total personal income will 
rise. 

Where then is the fly in the oint- 
ment? The danger signals lie primar- 
ily in the over-production of automo- 
biles, answered Mr. Boushall, and in 
the weakening of the terms of instal- 
ment purchase by the devices of lower 
down-payment, longer periods for lia- 
uidation and even the ballooning of 
payments that carry final purchase 
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Accounts 


Ir Your Bank does not handle accounts receivable financing, 
CoMMERCIAL CREDIT can help your customers who need more 
funds than are justified under their banking lines of credit. 
ComMMERCIAL CREDIT’s accounts receivable financing functions 
quickly and smoothly, and does not interfere with your bank- 


ing services to these customers, 


Receivable 


Any CoMMERCIAL CREDIT CorPORATION divisional office listed 
below will be glad to furnish information to you or your 


customers. 


Battimore 1—200 W. Baltimore St. Cuicaco 6—222 W. Adams St. 
Los AnGELEs 14—722 S. Spring St. New York 17—100 E. 42nd St. 
San Francisco 6—112 Pine St. 


Financing 
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A Service Available Through Subsidiaries of 


COMMERCIAL CrEDIT COMPANY 
Capital and Surplus Over $180,000,000 
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Millions of customers— 
thousands of banks 
register approval of Todd 
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Personal Money Orders 


Todd Register Checks are breaking records all over the 
country. This insured remittance service is bringing 
hundreds of thousands of new customers into banks 
everywhere. North, east, south, west—profits, sales, 
good will are mounting. 

Register Checks are as popular with bank officers 
and personnel as they are with bank customers. A 
Register Check can be issued in less than 15 seconds. 
No officer signature is required. Snap-apart, triplicate 
forms eliminate detail work and record-keeping for 


busy bank employees. 


Get the time-saving, money-making facts by mail- 


ing the coupon. 


bil 


COMPANY, INC. 


Todd 


ROCHESTER Se NEW YORK 
SALES OFFICES IN 
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>, PRINCIPAL CITIES 
®@ 
DISTRIBUTORS THROUGHOUT THE WORLD 
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THE TODD COMPANY, Inc., 
Dept. BCH, Rochester 3, N. Y. 

Please give us full information regarding your Register 
Check Insured Personal Money Orders. No obligation, 
of course. 


Name- 





Address ” 


City ; jeioees. Zone a 


BCH-2-56 








price liquidation beyond 36 months in 
all too many cases. It is this threat of 
improper credit terms that may crack 
the whole structure, he warned. 

As to instalment credit generally, 
Mr. Boushall said it must be remem- 
bered that while some 40 years ago 
or so only 20 per cent of the people 
had bank credit available to them, 
today over 80 per cent of the people by 
proof and performance are eligible for 
bank credit. Today, he noted that far 
less than 20 per cent of the people 


' must resort or need to, or even choose 


to resort to, store credit or to small 
loan company extension or to credit 
union advances. 

“You men at the top, policy level,” 
Mr. Boushall advised, “will do well to 
call in your personal loan department 
officers and review with them their 
outlook for consumer credit and their 
need for an increasingly larger portion 
of your loanable funds.” 

Why, particularly? Because, he 
said, the national economy must go on 
flowing through the stimulus of instal- 
ment credit purchases or fall back first 
to a repetitive level of each previous 
year, or next to a lesser level of annual 


| buying, and hence of lower employ- 





ment and in turn of reduced total in- 
come. 

A second reason, Mr. Boushall told 
the group, is that the bank’s competi- 
tors in this field are not dragging their 
feet in any way. 


Farm Credit Policy 


With net farm income having 
dropped from $15 billion in 1950 to 
$10.5 billion last year, and with a 
further decline anticipated in 1956, 
the farm situation was termed the 
“one rotten apple in the barrel of na- 
tional prosperity” by Walter M. Willy, 
chairman of the board and president, 
Security Bank, Madison, South Da- 
kota. He warned that the situation is 
pregnant with trouble for some farm- 
ers, not only because of lower prices 
but also due to higher production 
costs. 

Regardless of any political attempts 
that may be made to alleviate the 
problem, Mr. Willy advocated a credit 
course for farm bankers that they can 
follow through all kinds of economic 
weather. 

Such a policy, he stated, starts with 


| a careful screening of loan applica- 


tions, emphasizing desirable personal 
qualities in the borrowers. 

Next, in setting up repayment plans, 
Mr. Willy advised keeping in mind 
that farm net income is, and will be, 
lower than it has been. He noted the 
farmer has certain fixed expenses 
such as family living costs, taxes, 
equipment replacements and operating 
costs, and that he must meet these 
before he has any money left over 
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You’re looking at the new way to speed window service, eliminate errors, 
save hours of teller time. Here’s why: a single Burroughs Teller’s Machine 
provides ali the features necessary to do these transactions mechanically— Wherever There's 


pti . . Banking There’s 
e Receipting e Validating “andi ctamaec 


e@ Cash Control 
e Miscellaneous Adding or Deposit Accumulation 
But you'll want to hear all the news—actually see these new complete-job 
teller’s machines in action. So call our nearest branch office right away for 


an on-the-spot demonstration of any of 5 moderately priced models. Or 
write directly to Burroughs Corporation, Detroit 32, Michigan. 
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to pay his debts. “You may think you 
hold a first mortgage on a farmer,” 
he asserted, “but it is in reality only 
a fifth lien on his income. An under- 
standing of this becomes more im- 
portant as net income shrinks. Adjust 
repayment plans to fit net income.” 
Then, Mr. Willy recommended a 
systematic collection policy. In his 
institution, this involves notification 
of coming maturities 10 days before 
due date. Before mailing, these notices 
are reviewed by loan officers and de- 
cisions made as to how the lines should 
be handled. A list of delinquent bor- 
rowers is prepared each two weeks, 





MATIONAL SAN 





and there is a definite plan of follow- 
ups. Said to be the most important 
working tool is a “comment sheet,” 
which keeps all loan officers and loan 
clerks informed as to changes in a 
borrower’s status, such as increased 
commitments, security sold, payments, 
extensions, renewals, unpaid taxes, 
family changes, and collection goals. 

“Just as soon as the outcome of the 
current crop season has been rather 
definitely established with us about 
the middle of August, we review all 
outstanding loans,” Mr. Willy ex- 
plained. “Collection goals are dis- 
cussed, and the amount of repayment 


SERVING 
THE GROWING 
MID-SOUTH 
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STATEMENT OF CONDITION 
At the Close of Business December 31, 1955 


$ 67,002,805.88 





RESOURCES 
Cash and Due from Banks. 
u. Ss. G + Securiti 


saeeguoiaeass 43,992,771.37 





State, County and Municipal Bonds............ 
Other Bonds and Securities......................... 
Stock in Federal Reserve Bank...................... 


Loans and Discounts............... 


Loans Guaranteed by Commodity Credit Corporation poleanialnaseniitessinetite 


pitiheasccpenssiedapesnsesintetscondscnoneny 17,984,009.73 


269,644.00 
540,000.00 
asap viensah ved tebicaedineaseinavodsibins 119,246,626.20 
7,775,334.26 








Customers’ Liability Acc't Letters of Credit Executed..................:00c0000 593,465.01 
Oe NE II IIL, ss ccncisucsaseesonnasesceeveicesspincsstaiesssansensdssentio’ 795,000.00 
Se IE III vescancensventesonnnessosesssiesessethesatvisiessnesibdeebssauuadecstes 1,065,000.00 
RT CRUE TR ics sescccsctcesseccsssncessssnsecssnassseeceingucosenostecesesicees 501,212.67 
Other Assets ........ 121,056.89 
Total $259,886,926.01 
LIABILITIES 
Capital Stock (Par Value, $10 per Share) $ 6,000,000.00 
III stacasadceciasenevkasesowachshsiaasauiincesinasconcéend 12,000,000.00 











BION INN oo ccecascesicasssienssnsvsenoeenrorsee 
Reserve for Taxes.....................00... RnR tot 





3.722.662.63 
842,697.53 
1,302,944.50 
210,000.00 
593,465.01 
cosnsee 235,215,156.34 
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$259,886,926.01 
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determined. The collection goal agreed 
upon for each borrower is entered on 
his comment sheet. .. . At the end of 
the liquidating season—for most bor- 
rowers it is by March or June 1— 
there must be a pretty good reason if 
the collection goal has not been 
reached. The goal is discussed with 
the borrower. He is ordinarily more 
anxious to reach it than we are, and 
generally appreciates our willingness 
to work with him to that end.” 

A definite piece of advice was: don’t 
send good money after bad. When : 
farmer is in trouble, it has been Mr 
Willy’s experience that more credit is 
usually not the cure. Easier terms and 
longer time to pay may help; but if 
the debt load is too heavy, adding to 
it will not ease the burden. 


Real Estate Credit 


Heavy amortization, greater pre- 
payment, and some new money from 
deposit increases will enable the banks 
to invest in mortgages in 1956 at 
about the 1955 rate, according to 
Cowles Andrus, president, County 
Bank & Trust Company, Passaic, New 
Jersey. He does not, however, look 
for any percentage gain in this field 
compared to that of insurance com- 
panies or savings and loan associa- 
tions. 

Mr. Andrus is optimistic over the 
outlook for home building volume for 
the year as a whole, but predicted a 
slower start for the first few months 
as compared with 1955, due to un- 
certainties over credit restraints 
which caused builders to restrict their 
planning for the new season. 

He did not believe that the V.A. or 
F.H.A. rate would be changed during 


| the year ahead. The critical materials 


list is back again, he said, and should 
be watched by the banks in financing 
builders. 

The discounting of insured and 
guaranteed mortgages is a subject of 
broadening application and of in- 
creasing significance. Here Mr. An- 


_ drus inserted a note of caution in con- 


junction with V.A. loans. He warned 
that by law, veterans shall not absorb 
more than 1 per cent of any such dis- 


| count. “The bank should satisfy itself 


that collusion does not exist among 
builder, broker, V.A. appraiser and/or 
indeed the banker which results, 
through unwarrantedly high appraisal. 
in causing the veteran to absorb— 
through the raised price—more than 
1 per cent. The bank should endeavor 
to determine who is absorbing the 
other 2, 3 or 4 per cent of the discount 


| at which the mortgages are bought. 
| Where the broker openly absorbs a 


| share of the spread or 


the builder 
shaves his profit, Mr. Andrus con 
tended that there could be no well! 
founded criticism of the bank obtain- 
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ing, through discount, a yield that 
will warrant putting its funds into 
mortgages. 

Mr. Andrus also defended the gen- 
eral practice of mortgage warehous- 
ing as serving a useful function, but 
stated: “The danger in mortgage 
warehousing is thinking about it 
loosely and going into it without due 
care. It is too easy to think of it as a 
certain procedure. It is not. The most 
characteristic thing about it is that 
there is no pattern. There is great 
variation in its application. As bank- 
ers, it is up to us to scan closely the 
details of a particular plan we are 
considering.” 

In this connection, Mr. Andrus 
made these suggestions: 1. Check how 
the commitments of the mortgage 
outlet (savings bank or insurance 
company) compare with its expected 
inflow of funds available for invest- 
ment. 2. It is desirable that the ware- 
housing bank should limit its commit- 
ments to dependable builders—those 
with sticky sales records should be 
avoided. 3. A further safeguard is to 
put a reasonable time limit on ware- 
housing commitments. One year, Mr. 
Andrus advised, should suffice in most 
instances for both the builder and the 
ultimate investor. 


Credit Panel 


The acute shortage of trained per- 
sonnel that can take over loan admin- 
istration responsibilities in the period 
ahead was cited as a serious weakness 
of banking, in a panel on the “credit 
outlook” conducted by members of 
Robert Morris Associates. 

Participants included Milton Drake, 
vice-president, The Detroit Bank, 
moderator; T. W. Johnson, vice-presi- 
dent, Security-First National Bank of 
Los Angeles; John F. Mannion, senior 
vice-president Continental Illinois Na- 
tional Bank & Trust Company, Chi- 
‘ago; and Edward A. Wayne, first 
vice-president, Federal Reserve Bank 
of Richmond. The panel members were 
introduced by James T. Overbey, pres- 
ident of the Robert Morris Associates, 
and senior vice-president, First Na- 
tional Bank, Mobile, Alabama. 

Mr. Johnson challenged that “the 
apparent overall strength in loan ad- 
ministration in many banks is an 
illusion. More often than not, we find 
a very few well trained men sup- 
porting a number of inadequately 
trained men. When this veneer of 
strong men is removed by time—re- 
tirement, deaths, etc.—the resultant 
loan administration in these banks 
could be most discouraging unless 
something drastic can be accomplished 
almost immediately.”’ 

Mr. Mannion put the problem this 
way: “The real shortage in banks will 
not be one of money or loanable funds, 
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MODEL 250 AUTOMATIC CASHIER 
DELIVERY 


CHUTE TYPE 


Coins delivered 
direct to 
customer upon 
depression of a 
single key. 






































MODEL 150 
TRAP DOOR 
TYPE 


Coins delivered 
to customer 

by operator 
following 
depression of a 
single key. 


MODEL SL 


Motor driven. 
Sorts and counts 
mixed coins, 
pennies to half 
dollars, inclu- 
sive. Features 
new ‘‘quick 
take-apart"’ 
construction 
permitting 
quick, easy 
access to many 
of the working 
parts. 





SORTER © COUNTER 











MODEL CHM 


Motor driven. 
Handles all 
coins from 
pennies to silver 
dollars, 
inclusive. 
Mechanical im- 
provements make 
for-speedier 
packaging of 
coins with less 
effort. Hand 
operated ma- 
chine is also 
available. 


Outstanding ta 


SPEED » ACCURACY = DURABILITY 


BRANDT 


AUTOMATIC CASHIER CO. 
WATERTOWN © WISCONSIN 


Established 1890 


“Brondt’’ and ‘‘Cashier’’ registered United States Patent Office and Cenadian Trade Marks Office 
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but of replacement for management.” 

Substantiating this statement, a 
study of several representative banks 
which covered the careers over a 10- 
year period of 100 men employed in 


these institutions was reviewed by 
Mr. Wayne. At the end of the decade, 
of the original 100 men a total of 20 
remained in the banks and had reached 
officer status; 25 were still in the same 















































Bankers Case 


Posting 
| Machine 
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tie for easy portability, Well reinforced Available in red rope, 
pressboard or canvas in any of five sizes to suit YOUR office needs! 
Equally superior are SMEAD'S Posting Guide and Bankers Safety 
Mailers! Another successful Smead filing product (not shown) is 
| Guide the open type Banker's Sorting Case, similar to the Bankers Case. 
No matter WHAT your filing needs, from the simplest expanding 
file to a complete centralized index filing system, you'll find that 
SMEAD has JUST the files you need! 


See your stationer today or write us for further information 


Maller The SMEAD MFG. cO., Inc. MINNESOTA 


“you CAN TAKE 
IT WITH YOU” 


witH SAFETY! 


You CAN if you have Smead's 
portable expanding Bankers Case! 
File and carry your drafts, notes, 
statements, letters or legal papers 
easily and securely! Alphabetized, 
divided into days of the month 
or months of the year, SMEAD'S 
sturdy Bankers Case expands to 
fifteen inches, has a flap and string 
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F inger-tip Moistener 


HANDLE PAPERS EASY 
TRY FREE SAMPLE 
TACKY-FINGER 


Greaseless, odorless, hygroscopic 
substance. Applied to fingers 
makes collating, handling of 
papers, invoices, money, 
foolproof. One application lasts 
long, but will wash off easily. 


Harmless, non-irritating, works 
by absorbing moisture from the 
air. Three months’ supply only 
50c retail. Try Tacky-Finger 
at our expense now. 


CLIP AND SEND THIS COUPON 

FOR FREE SAMPLE. 
BEEBE RERE REE EEE 
@ Evans Specialty Co., Inc.— 8031 Evans Bidg. & 
@ 1800 E. Grace, Richmond 23, Va. 


Please send FREE SAMPLE of 
@ # Tacky-Finger. I want to see how it 
* makes all paper handling easy. 





@ Address 
SEER EERE 
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\ These modern steel 

wardrobe racks keep wraps 
aired, dry and “in press”. 

End —— of coats and 
hats in damp lockers or cabi- 
nets. Save floor space too— 
provide ventilated hat space, 
coat hanger (spaced apart 
from all others), built-in um- 
brella stand and overshoe 
shelf for 3 persons ae? sq. ft. 
4 ft. No. 3-U rack (above) 
accommodates 12; No. S-6 
costumer (right) accommo- 
dates 6. Single or double 
(back-to-back) units in 
lengths to fit any available 
space. Strongly welded, heavy 
gauge furniture steel; baked 
enamel ee — No. $-6 
colors. Standard in Offices, ; 
factories, schools, churches, for — val 
clubs, restaurants and insti-  *™0¥ ole. 
tutions. 


Write for Bulletin OV-15 


VOGEL-PETERSON CO. 


"The Coat Rack People"’ 








1121 West 37th Street @ Chicago 9, Illinois 





jobs as at the start; and 55 had left 
banking for other jobs in industry 
and business. In the banks which had 
retained the 20 per cent in manage- 
ment posts, 55 per cent of all officers 
had reached the age of 65 or over. “In 
the years ahead,” Mr. Wayne warned, 
“there will be too much credit to be 
handled by just a few experienced 
officers who will be spread too thin to 
be effective.” 


Motor Transport Outlook 

Painting an unusually bright future 
for the truck and trailer industry, Roy 
A. Fruehauf, president, Fruehauf 
Trailer Company, Detroit, indicated 
that this dynamic growth will require 
substantial credit in the years ahead 
and that this will necessitate skillful 
judgment on the part of banks. 

He pointed out that a reading of a 
trucking company’s balance sheet re- 
quires an understanding of the in- 
dustry, since the assets are not those 
usually found in the statements of 
other businesses. For instance, he 
said, the trucker does not have in- 
ventories as such. His inventories con- 
sist of his accounts receivable and the 
equities in his equipment. 

He singled out the truck-trailer, 
especially, as being a “good piece of 
collateral,” since they have a long life 
and their main depreciation is one of 
obsolescence. “In our own company,” 
Mr. Freuhauf declared, “we have been 
lending money on trailers for over 25 
years—and our losses, right to this 
week, represent only 2/10 of 1 per 
cent.” 


Atomic Power’s Impact 

Now that the country is entering 
what is widely heralded as the Atomic 
Age, many are asking whether atomic 
energy will in the next few decades 
take the place of oil, natural gas, and 
coal. 

Not so, according to Robert E. Wil- 
son, chairman of the board, Standard 
Oil Company of Indiana, Chicago. He 
stated that the country’s needs for 
energy are expanding so rapidly (cer- 
tainly more than doubling in the next 
25 years) that the ultimate problem is 
not what fuel is going to be crowded 
out, but what can come along to help 
carry the rapidly growing load. For 
the long pull, he said, atomic energy 
will be a burden-sharer rather than a 
competitor. 

Moreover, Mr. Wilson maintained 
that within the next 10 years there 
will be few, if any, unsubsidized 
atomic power plants built in this coun- 
try for purely commercial purposes. 
Any such plants, he said, would be 
only at points remote from conven- 
tional fuel supplies, and with high 
load factors. 

Between 10 and 25 years from now 
a moderate but increasing proportion 
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of the larger commercial power plants | 


may well be built without subsidy to 
utilize atomic fuel, Mr. Wilson con- 
ceded. However, he predicted that no 
existing plant of reasonable efficiency 
would be shut down or converted to 
atomic fuel, and that the principal 
effect on the public utility industry 
will be higher capital requirements 
offset by somewhat lower fuel costs. 


Developing Executives 


With President Fred Florence hav- 
ing singled out banking’s failure to 
develop enough leaders to guide its 
activities in the future, particularly 





in the lending area, the executive de- | 
velopment program that has been | 
blueprinted by the A.B.A. for use in | 


the nation’s banks was cited as a prac- 
tical solution to the problem by Wil- 
liam Powers, deputy manager. 


The recommended procedures, he | 


explained, are incorporated in a 


manual, “Executive Development in | 


Banking,” which came off the press 
early last fall and is now in the hands 
of about 2,000 bank presidents. It is 
based on the experiences of “pilot” 
banks using on-the-job training pro- 
grams, and the reactions of some 350 
bank presidents who participated in 
a series of district conferences where 


the practicability of the plan was | 


appraised. 

The manual covers in detail how to 
analyze the qualifications needed for 
upper-level jobs, and how to select 
and train candidates for these posi- 
tions. 
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HOME 
IMPROVEMENT 


(CONTINUED FROM PAGE 43) 
tect property values.” The ads are 
designed to be used either with or 
without the OHI seal. 

The A.B.A. also has available a 
series of seven direct-mail letters on 
the home improvement theme. The 
letters, which will go on the bank’s 
own stationery, were prepared espe- 
cially for users of “The Family Dol- 
lar,” the association’s giveaway home 
magazine. However, other A.B.A. 
members may have the letters on re- 
quest. 

Bank users of “The Family Dollar” 
can use still further material in pro- 
moting home improvement. A series 
of four home-improvement ads have 
been created especially for use on the 
back cover of the 1956 issues. All 
‘Family Dollar” users are being sent 
egular newsletters on the project, 
suggested news releases, and a bro- 
‘hure of lobby and window displays. 
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good year, too... 


In the year past at Continental Bank we... 


Increased our total resources $6,913,863.67. 


Increased our surplus $100,000 
and added $306,913.88 to our reserves. 


Paid our 286 staff members a Christmas bonus 
totaling $105,000 and a mid-year “‘cost-of-living’’ bonus 
equal to one month’s salary. 


Earned from operations $627,728.34 (or $3.49 per share 
on 180,000 shares of common capital stock) after taxes. 


The Continental Bank 


and Trust Company 
OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street 
CENTRAL BRANCH: 1575 South Main Street 


Member Federal Reserve System 






Member Federal Deposit Insurance Corporation 
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MANAGEMENT DEVELOPMENT 


CONTINUED FROM PAGE 41 


one set of forms to the other we find 
our weak points, what our hiring pro- 
gram should be, and what our training 
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Business Secrets 


Now you quickly and easily destroy 
confidential papers and obsolete 
records right in your own office. 


NEW SHREDMASTER 


Beamiam 10 


Portable shredding machine designed 
especially for office use, the size 
. and weight of a business typewriter! 
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The only office papers, - 

shredding machine that 
destroys confidential pa- 
pers quietly and cleanly. 
Greater capacity, speed 
and safety than ever be- 
fore! Compact, modern 
design. Exclusive slanted 
gravity feed speeds shred- 
ding of paper in multiple 
thicknesses, tickets, cards, 
coupons and labels. Any- 
one can operate the 
Bantam 10. Safety throat 
assures protection. Priced 
well within the budget of | cludes 10 day free 
all businesses, large or | trial details. Write 
small. “BANTAM 10” on 


your letterhead or 
Ask for Brochure A postcard, and mail 
-44¢ SHREDMASTER ‘¢.../. 


9 East 40th Street, New York 16, N. Y 
tr Mm r r \ 


UNREADABLE SHREDS 
COME OUT HERE. » 


* 
*=eenece?* 





FREE: 


Illustrated descrip- 
tive folder in- 

















imitation leather or plastic 

commercial passbooks and 
pocket check cases 
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program would have to be in order to 
overcome any weak spots. 

The next step in developing the pro- 
gram was to work out a set of stand- 
ard job specifications for each officer’s 
position in the head office, below the 
level of vice-president. In addition a 
set of representative job specifications 
for the typical officer positions in the 
95 branch offices has also been com- 
pleted. 

For example, in our bank a typical 
branch manager for a medium-sized 
country office is charged with overall 
responsibility of operating the branch 
and the security of vaults and prem- 
ises. He acts as public relations repre- 
sentative in banking and community 
activities. He solicits new business, 
opens new accounts. He is responsible 
for branch loaning functions. He 
should be well posted in policies and 
procedures of real estate loans, 
monthly payment loans, and commer- 
cial loan operations. He approves 
credit on all types of loans up to loan- 
ing limits. He is responsible for selec- 
tion of his staff, promotion, hiring, 
salary increases, merit rating, and 
general staff morale for his own 
branch. 


HESE standard job specifications 

gave us another yardstick, another 
set of values. By adding these to the 
inventory of manpower and the need 
for the future, we could determine 
what our training schedule would have 
to be, and develop from that the actual 
training program required. 

The training schedule we developed 
has been made very flexible to take 
into consideration the trainee’s pre- 
vious training, education or business 
experience. 

This program is divided into four 
sections: Operations, 37 weeks; 
monthly payment loans, 26 weeks; 
real estate loans, 26 weeks; and credit 
department, 78 weeks. Although the 
program has been set up for a three- 
year period, when the time allotted for 
the four sections is added up it totals 
some three and a half years. But when 
we subtract some of the time for ex- 
perience these staff members have al- 
ready had, it brings the total down to 
a basis of three years for completion 
of the training. 

One of the reasons for rotating 
these trainees between the branches is 
to enable them to have this varied ex- 
perience needed to round out their 
training. For example, the schedule 
for operations includes training in 
out-of-town offices. In the credit de- 
partment the trainee gets all his in- 
dustrial experience and a variety of 


jobs involving various types of loans. 
In the training for monthly payment 
loans, we send the student to an office 
handling a volume of automobile 
loans. Then we send him to an Office 
where there are few automobile loans 
but a heavy volume of personal loan 
paper to handle. 


E are also attempting to develop 

people who can qualify as man- 
agers of branches in agricultural areas 
by selecting some individuals who have 
had agricultural training as field men 
for the bank or somewhere outside. 
Whenever we have a young fellow 
with an agricultural background in 
his experience, we point him toward 
a branch in some agricultural area. In 
most areas where there is a large vol- 
ume of real estate loans we endeavor 
to have those who would like to be 
managers of such offices obtain suit- 
able experience as real estate apprais- 
ers. 

During the process of training it is 
suggested that the trainee keep notes 
for his own information and that he 
file written reports on his observa- 
tions and any suggestions he may 
have at any time. 

Below are listed the schedules of 
training experience in the four sec- 
tions of the program: 

OPERATIONS—37 weeks. 

First week. Schooling in general 
banking to include adding and book- 
keeping machine experience, theory of 
banking, teller work and some bank 
accounting. 

Second to fifth week. Out-of-town 
office training to include clearing, in- 
mail, transit and bookkeeping, with a 
minimum amount of posting. 

Sixth to ninth week. Window work, 
to include paying and receiving com- 
mercial and savings funds. 

Tenth to thirteenth week. Assisting 
chief clerk, and working on the fol- 
lowing: general ledger, daily state- 
ment, safe deposit, savings bookkeep- 
ing, settlements, interest accruals, 
central proof, reports and opening 
new accounts. 

Fourteenth to twenty-third week. 
Training in an out-of-town office, and 
gaining experience primarily in the 
note department and covering items of 
investment, collection and exchange. 

Twenty-fourth to twenty-sixth 
week. These three weeks should be 
spent in getting a general picture of 
the following departments at the head 
office: exchange desk and the foreign 
department, the bank’s general ledger, 
the controller’s department (with em- 
phasis upon accounting), collection de- 
partment, clearing and transit depart- 
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ment, and some others of like nature. 

Twenty-seventh to  thirty-seventh 
week. This training period is to be 
spent in the auditing department, 
mainly with the traveling crew and 
should include auditing in at least one 
city branch and one out-of-town of- 
fice. Further training in the auditing 
department should include branch set- 
tlements and work in the reconcile- 
ment division. 

MONTHLY PAYMENT LOAN 
DEPARTMENT—26 weeks. 

First and second weeks. To be spent 
at head office, meeting and learning to 
know the supervisory personnel. Spend 
some time in the collection division 
with a full week of travel with a head 
office field collection, and assist in 
making floor inspections (this week 
need not be consecutive but will be at 
the convenience of the department). 
Will also attend loan committee and 
operational meetings of the monthly 
payment loan department. 

Third to sixth week. To be spent at 
an out-of-town office in the monthly 
payment loan collection operations; 
following up on delinquent installment 
loans. 

Seventh to tenth week. Work in the 
monthly payment loan note operations 
and monthly payment loan bookkeep- 
ing. 

Eleventh to twenty-second week. 
Work on the platform—learn to inter- 
view customers, dealers, and to handle 


new and more complicated loan trans- | 


actions. 

Twenty-third to twenty-sixth week. 
To be spent in the head office in the 
credit division of the monthly pay- 
ment loan department, assisting in the 
processing of lines of credit and loans 
that are in excess of the branch loan 
limits. 

REAL ESTATE LOAN DEPART- 
MENT—26 weeks. 

First to fourth week. The F.H.A. 
section. 

Fifth to seventh week. The G.I. sec- 
tion. 

Eighth to twelfth week. Servicing 
delinquent loans. 

Thirteenth to twenty-first week. 


Handling loan papers and loan appli- | 


cations. 
Twenty-second to twenty-fourth 
week. Accounting section. 
Twenty-fifth to twenty-sixth week. 


The appraisal section, learning to | 


evaluate property and buildings, and 
becoming familiar with building re- 
strictions. 

CREDIT DEPARTMENT — 78 
weeks. 

First to fourth week. Introduction 
to the credit department—reading 
manual, periodicals, books, and the 
‘ode of ethics. Introduction to depart- 
ment work through replies to hotel 
and department store correspondence. 

Fifth to tenth week. Continuation 
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How to make your checks worth more 


OMETHING as easy to do as having your checks printed on 

Hammermill Safety paper can have a positive effect on your 
public relations. Every time a customer writes a check, the 
Hammermill surface mark is there to remind him that you’re over- 
looking nothing to make your banking services completely satisfactory. 
Hammermill is the best-known name in paper. 

You’re protecting that good impression, too. Hammermill Safety 
paper’s specially sensitized surface shows up the tiniest effort at 
erasure or alteration, safeguards both deposits and your reputation. 

Next time you order checks, ask to have them printed on the safety 
paper that costs you nothing extra, but gives you so much more. Ask 
your printer or bank lithographer for checks on Hammermill Safety 
paper. Hammermill Paper Company, Safety Paper Division, Erie, Pa. 
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of letter writing, plus trade inquiries 
and some telephone inquiries. These 
will be replies only. 

Eleventh to twentieth week. Inves- 
tigations (telephone and letter) and 
bank inquiries (replies). 

Twenty-first to thirty-sixth week. 
Statement spreading (analysis), plus 
handling more difficult inquiries and 
investigations. 

Thirty-seventh to seventy-eighth 
week. Preparation of credit reports, 
including analysis of statements and 
investigation where it is deemed ad- 
visable, and consultation with loaning 
officers, etc., plus occasional difficult 
inquiries. Two of these weeks should 
be spent with the loan supervisor 








Many office machines use marginal pre- 
punched forms. And the records you make 
with this modern efficiency system are 
valuable. How do you file them? 

The best way is to bind them in Acco 
Pin Prong Binders equipped with special 
narrow prongs to accommodate the small 

‘holes in the record sheets. Your records 





will then be safely bound for temporary or 
permanent filing — always in order, always 
neat, always available. 

Acco Pin Prong “9000” line of Binders 
come in many sizes and are available in 
your choice of genuine pressboard (5 
colors) or heavy binder board covered 
with canvas or black pebble grain cloth. 
Your stationer will supply you. Ask him. 


ACCO PRODUCTS, Ine. 
Ogdensburg, N. Y. 
In Canada: Acco Canadian Co., Ltd., Toronto 
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machine and 
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group, which should include at least 
one branch loan examination. Also in- 
cluded in this training period should 
be some new business calls with mem- 
bers of the business development de- 
partment. 

Throughout the period of training 
in the credit department the trainee 
will be required to attend weekly de- 
partmental meetings, to have frequent 
discussions with the department head 
and have a maximum amount of con- 
tact with some of the senior loaning 
officers. 


HE ramifications of the banking 
business are such that if it is to 
maintain its leadership and relative 
position in the business community 
and the financial field, qualified young 
men in large numbers are needed to 


become future officers. Banks will need 
to participate in a program of develop- 
ing future bankers the country over 
for quite an extensive period of time, 
to fill the requirements. 

It is only natural that the larger 
banks should take the lead in sponsor- 
ing this training. In these training 
projects it may be possible to develop 
a surplus of officer material which can 
be made available to other banks not 
able to conduct such programs, and to 
other lines of business where this 
bank training can be used to advan- 
tage. 

Our top management is_ highly 
pleased with the results obtained so 
far from this management develop- 
ment program, and believes it can be 
extended to a greater field of useful- 
ness as time goes on. 


SHOPPING TEST OF BANKS 


CONTINUED FROM PAGE 46 
invited me to his desk. I told him I 
had been looking for a new car and 
saw one in the next town that would 
cost about $3,000. 

“He asked, ‘What make is it?’ 
“T told him, ‘Mercury.’ 
“He said, ‘It might be a good idea 


| to arrange for financing the car over 


there.’ 

“T then said, ‘From what I had 
heard, this bank is in the auto fin- 
ancing business and since I am now 
living here, this would seem the logical 
place to get the loan.’ 

“He then said, ‘All the local banks 
have about the same rates, 5 per cent 
on new cars and 6 per cent on older 
models. They do not make loans on 
anything older than four years.’ 

“T told him, ‘A $3,000 Mercury isn’t 
that old.’ He made no reply, and I had 
to ask, ‘How many months could I get 
to pay off the loan?’ 

“He replied rather methodically, 
‘Twenty-four months.’ 

“This man did not seem to show 
much interest, so I said I was not 
quite ready to make application today, 


| thanked him, and left.” 


In the opening paragraphs of this 
article we promised to report some 
survey findings. I think we have done 
that adequately. There is no point to 
further quotations, as most of them 
point in the same direction. Here and 
there—in perhaps 5 per cent of all 
their inquiries—the shoppers found an 
alert officer or employee who tried 
intelligently but not over-eagerly to 
make the sale that was being dangled 
before him. The rest ineptly handled 


assorted situations where it would 
take only a little sales effort to turn a 
bonafide inquiry into a profitable new 
account. Not more than one bank per- 
son in 20 managed to ask the appar- 
ently dead-ripe prospect to take the 
definite step of making a first deposit, 
renting a box, or filling out an auto- 
mobile loan application. 

We also promised to speculate upon 
ways in which the facts yielded by this 
survey might be put profitably to work 
for any bank. Frankly, it seems doubt- 
ful whether there is much need to 
point up these opportunities to any 
open-minded banker who has read thus 
far. But, anyhow, let’s fulfill this 
promise in a relatively few words. 

Despite all of the efforts by bankers 
during the past twenty-odd years, 
many ordinary folks still regard a 
bank as upstage and approach it with 
reluctance if not in actual fear. It is 
extremely important to all banks that 
this attitude be broken down at every 
opportunity, to get rid of it as soon 
as possible. Nobody can accomplish 
this but the banks themselves. 

If a bank succeeds in developing a 
cordial, outbound attitude among those 
of its employees and officers who meet 
the public, isn’t it a fair guess that 
public opinion will become progres- 
sively more friendly toward banks in 
general and toward this bank in par- 
ticular? 

Banks devote substantial budgets to 
advertising in newspaper space, radio 
and TV broadcasts, outdoor boards, 
window displays, and signs outside 
and inside the bank building. They tel! 
the public its business is desired. They 
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assert at every opportunity that, “This 
Is The Friendly Bank,” “Your Account 
Is Welcome Here,” ‘“‘We Make Liberal 
Loans on Easy Terms at Low Inter- 
est.” 

When the bank’s advertising dollar 
or excellent reputation brings in a 
prospect, is it not merely sensible and 


CLUTCHBILE'S 


CONTINUED FROM PAGE 47 
instructed John to nick the expense 
account $100 and drop it in the kitty. 

“How many here pay small expense 
items, anyhow?” he inquired. 

“All of us who are at the wickets, 
and President Perkins often has ex- 
pense items ... he has been leaving 
them in the old paper-clip box.” 

“T’ll tell Perkins that hereafter he 
is to take pay for his items from the 
kitty with the cat picture, and put 
in a ticket as he had been doing.” 

Time, like all time, fled along with 
disarming abandon, the kitty purring 
softly when disturbed, until one day 
six months later the hand of Time 
stopped with a leg-shaking jar. Mr. 
Clutehbill, musing ’round for some- 
thing to do, had counted the kitty and 
found it $50 short. He couldn’t have 
been more surprised if he had found 
himself sitting at a bamboo table look- 
ing at a box of stereoscopic views of 
Purgatory. 

Brushing a hand across his blurring 
eyes, he finally seized the kitty and 
strode to Cashier John’s desk. 

“Did you ever prove this kitty?” he 
gulped. 

“No... must be all right, though.” 

“Great heavens! it’s shy $50!” 

“Heh-h?” hopped off the top of 
John’s windpipe. “Let me run the tick- 
ets and remaining cash.” 

A moment later he returned from a 
machine. “It is—is $50 short,’ he 
mumbled curiously. 

“And here it is time for the exam- 
iner to show up again.” Mr. Clutch- 
bill gave his grey goatee a jerk. “What 
are we going to tell him? That the lid 
got loose and it evaporated?” 

“It’s all-fired funny,” wheezed John. 
“Hasn’t President Perkins had any 
expense items in six months? There 
isn’t a charge slip of his in the whole 
kitty.” 

“T’ll go after him at the directors’ 
meeting this afternoon . .. maybe he’s 
been careless. I see Director Spear- 
hawk had a slip for 95 cents that 
seems all right.” 

“Oh, yes, that must have been when 
he took visiting vice-president 
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thrifty to turn him into a customer by 
making sure the bank’s personnel wel- 
comes him cordially, explains available 
services intelligently, and does not fail 
to ask him directly to deposit his 
money now, rent a box, or apply for 
the most liberal loan to which his 
credit standing entitles him? 


CASH “RUTTY” 


Needum from up north out to lunch.” 
“Do you realize the examiner is 
due?” hollered Mr. Clutchbill. “We’ve 
got to find this $50 . . . to—today!” 
“T can’t believe anybody has pinched 
it,” gulped John. 

“We'll see! First I’m going to gim- 
let Perkins this afternoon,” 

At 2:30 that afternoon Director 
Clutchbill sat at his accustomed chair 
in the boardroom. In front of him on 
the table rested the kitty. He had 
turned on all the lights, and he now 
looked round the table at four sets of 
wondering eyes. 

“Have you,” he asked each director, 
“ever seen this box before?” The old 
director passed the cat-pictured box 
before their eyes. 

President Perkins, Director McTav- 
ish and one odd director shook their 


heads. Director Spearhawk alone 
nodded nervously. 
“TI took,” admitted Mr. Spearhawk, 


“visiting Needum out to the dog cart 
for lunch. I tried to sick him onto a 
hot dog, but he would have baked ham 
frosted with pineapple ...I had a 
hot dog with water. I lifted 95 cents 
from the kitty ... 75 cents for Needum 
—and 20 cents for me.” 

“A noble sacrifice,” nodded Mr. 
Clutchbill admiringly. “How about 
you, Perkins? Haven’t you had an ex- 
pense item in six months?” 

“T have,”’ said President Perkins in 
a deep, rich voice. ‘And I have turned 
in a slip every time.” 

“Where are they? . 
in this kitty.” 

“Those slips have got to be in this 
bank . . . somewhere!”’ 

“Well, the kitty is $50 short... and 
—and the examiner may blow in any 
minute.” 

Director McTavish anxiously got 
out a small brier pipe, gave his 
bristling mustache a short nervous 
comb, and returned it to a side pocket. 

The dramatic silence following the 
act was broken by the door being 
snatched open, and Cashier John 
ducked in hurriedly. 

“A new examiner,” he hissed, “is 
in and he is counting the cash al- 
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ready! What’ll we do about the kitty? 
No telling how soon he will be asking 
for it. I’ve got a queer feeling he sus- 
pects something already!” 

“Oh, my grandmother’s warts!” 
howled Mr. Clutchbill wrapping his 
long ankles round his chair legs for 
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a new hold. “Now look a’here, gentle- 
men, every man put a $10 bill into 
this box.” 

The silence deepened so that the 
faint buzz of a fly on the chandelier 
was somehow important and arresting. 

“Why don’t Perkins put it all in?” 
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He took it out!” complained Director 
Spearhawk. 

“Don’t ask questions of a sinking 
boat,” snapped Mr. Clutchbill. ““At the 
moment embarrassment camps on our 
tail. Later ... later,” breathed the 
old director softly, “if the examiner 
ever goes, maybe the kitty will de- 
clare a dividend; if Perkins put in 
any slips they must be somewhere.” 

“T doubt it!” ventured Mr. Spear- 
hawk’s thin, wrinkled face, and im- 
mediately got a dark, long and dirty 
stare from President Perkins. 

In the impending flash of claymores 
John with frightened eyes sidled out 
and closed the door softly. 

“Be generous, gentlemen,” said Mr. 
Clutchbill shoving the kitty to the 
center of the table. 

“As for my $10 you can wait a 
minute!” bellowed President Perkins. 
“I’m going out and find my expense 


slips.” 


“No one can find them,” insisted the 
old director. ‘“‘We’ve looked every- 


| where. If you go out and claw around 
| with a purple face this new examiner 
| will know something is wrong. 


” 


“T don’t give whoop for the exam- 
iner. I’m going. I'll tell him I am 
searching for my private aspirin 
bottle ... he may be glad of a pull at 
it himself before this is over.” 

In the wake of Mr. Perkin’s depar- 
ture Mr. Clutchbill leaned over the 
table. “Be careful to put in only one 
ten-spot, gentlemen,” he said dryly as 
he shook the kitty. 

Out in the banking room a moment 
later President Perkins was leaning 
over the counter after giving the 
seated bank examiner a Chesterfield 
bow and a glass eye. He then peered 
through his eye glasses at the area 
beside the check protector where he 
had dropped many an expense slip. 
The entire space was as vacant as a 
frog pond in January. He searched all 
along the counter, at times looking 


| over his lenses at the examiner who 
| was now looking over his own horn- 


rims more often at Mr. Perkins. 

Picking what he thought to be an 
innocent moment, President Perkins 
snatched open a cupboard under the 
counter. His glance slowly penetrated 
the dark interior. Of a sudden his 
hand darted in and out swifter than 
the strike of a cobra. He turned tri- 
umphantly, took two steps .. . then 
stopped short. 

“What’s that . .. where are you 
going with that?” rang out as though 
from behind a fence of shining 
bayonets, the staccato notes having 
tooted warningly from the throat of 
the examiner. 

Mr. Perkins’ habitual aplomb floated 
quickly to the surface. 

“The directors’ cigar box,” he de- 
clared piously with a bow. “You'll 
join us later, perhaps?” 





“More than ‘perhaps’,” scowled the 
long, lens-glittering face of the exam- 
iner as Mr. Perkins ran off trippingly 
for the directors’ room. 

“What have you lugged that in here 
for?” greeted Mr. Clutchbill as his 
eye fell on the familiar old cigar box 
of paper clips. 

“We'll see!” bubbled Mr. Perkins 
holding his breath as he slowly raised 
the lid with trembling fingers. 

He said nothing as he pushed the 
box slowly to the center of the table. 

Mr. Clutchbill rose with swaying 
coat-tails and glared like a Plymouth 
Rock rooster into the interior. He 
clamped his grey goatee up under his 
nose, and rushed for the door. 

“John!!” he shouted with a vim 
that caused the bank examiner to float 
free from his chair. 

There came the rapid patter of feet, 
and half of John’s head appeared in 
the doorway. 

“Run them!” ordered the old direc- 
tor. 

John stared down into the open box 
pushed under his nose. In a moment 
he snatched it and staggered into a 
back room where stood an ancient, 
experienced and kind-hearted adding 
machine. 

It began clucking contentedly like 
a motherly hen counting corn kernels 
in a trough. 


OHN snatched off a white tape and 
scrambled back into the directors’ 
room. 

“Now add that to this trial balance 
tape in this kitty,” thundered Mr. 
Clutchbill. 

“One hundred forty dollars,” re- 
vealed John weakly with widening 
eyes when his fluttering pencil stopped. 

“Yes, four of us have donated ten 
dollars each, making the “over.” How 
. . . how did that clip box get into 
the cupboard under the counter where 
Perkins just found it?” 

“Why ... why I put it there just 
the other day,” admitted John. “I was 
afraid the old clip box might get con- 
fused with the new kitty.” 

“And why ... why,” demanded the 
old director of President Perkins, 
“didn’t you put your expense slips in 
the new kitty with the picture of the 
cat on the lid? I told you about that.” 

“Must have stuck them in the old 
familiar box,” grunted Mr. Perkins. 

“Take this kitty out and let the 
examiner have one of our cigars,” 
said Mr. Clutchbill to John. 

“But first, gentlemen, those of you 
who so graciously donated ten-spots, 
remove them. Be careful, Mr. Spear- 
hawk, to take only one and the same 


one... you must have had it for fou 
years.” 
“Forty! ... forty years!” confidec 


Mr. Spearhawk eagerly, openly and 
without shame. 


Burroughs Clearing Hous 














 * ee Ee ade Ed 


C= 
ig 
d. 
n 
Ww 
to 
re 


st 


aS 


he 
iS, 
in 
he 
Id 
1S. 


he 


Ou 
ts, 
ur'- 
ne 
ul 














—| [AWRENCE 


SETS THE PACE 


in Field Warehousing 
































Integrity ... Security ... Facility 


LAWRENCE, the oldest and largest nationwide field warehouse company: 


—has issued its receipts covering more than 10 billion dollars worth 
of goods and products. 


—has served more than 10,000 American businesses through its 35 


offices which today operate 2,500 field warehouses. 


—has always provided the most comprehensive bond coverage 
available, which today is in the form of legal liability and fidelity 


insurance totaling $5,000,000 at each warehouse. 


That’s why, for field warehousing, Lawrence Warehouse Company has set the 


pace for over 40 years. And that’s why loan officers everywhere can specify 


LAWRENCE...and be sure! 





LAWRENCE ON WAREHOUSE RECEIPTS RI > 1S LIKE CERTIFIED ON CHECKS 








> 


|AWREN CEWAREH OUSE 


NATIONWIDE FIELD WAREHOUSING 














37 Drumm Street, San Francisco, California 
100 N. La Salle Street, Chicago 2, Ill. © 79 Wall Street, New York 5, N.Y. 


OFFICES IN PRINCIPAL CITIES 





DIRECTORS AND ADVISORY DIRECTORS 


ASSETS 


Cash on Hand and Due from Banks 


United States 


December 31, 1955 


Government Obligations . 


Public Housing 


Authority Obligations 


(Fully Guaranteed) 
State, County, and 
Municipal Bonds . 


7. e 


Stock in Federal Reserve Bank . 


Other Bonds . . 


Bills of Exchange and Commodity L 


Loans and Discounts . 
Income Accrued . . 


Letters of Credit and Acceptances . 
Banking House and Equipment . 


Other Assets . . - 


LIABILITIES 


Capital Stock . . . 
Surplus Fund. . . 
Undivided Profits. . 


Reserved for Contingencies 


Reserved for Taxes, Ete. . 


Deferred Income. . 


Letters of Credit and Acceptances 


DEPOSITS: 
Individual . . +. 
ae ee 
U. S. Government . 


. - 


$ 88,587,036.89 


4,845,850.48 
18,915,140.38 


eo 2 €& © 2 3.83.6 


- $488,070,967.34 
273,547,927.17 


12,450,149.02 


$339,562,399.10 


112,348,027.75 
1,500,000.00 
3,522,227.27 
11,390,783.06 
362,054,715.53 
2,136,289.96 
5,182,599.84 
7,941,748.91 
129,950.57 





$845,768,741.99 


$ 54,544,893.72 
5,398,381.53 
4,679,551.26 
1,894,272.11 
5,182,599.84 


774,069,043.53 





$845,768,741.99 


For the 80th Straight Year 
Results Tell Us... 


the major difference between banks of 
today is the way people are treated. 


fro Wort 


80 years of growth through service to people 


CLAUDE G. ADAMS* 
Vice President 
Braniff International Airways 
NATHAN ADAMS* 
Honorary Chairman of the Board 
JOE AGEE* 
Senior Vice President 
GEORGE N. ALDREDGE* 
Chairman, Loan Committee 
HARRY W. BASS 
President, Harry Bass Drilling Co. 
HENRY C. COKE, JR. 
Coke & Coke, Attorneys 
ROSSER J. COKE 
Coke & Coke, Attorneys 
CARR P. COLLINS 
Chairman of the Board, Fidelity 
Union Life Insurance Company 
E. DeGOLYER 
DeGolyer & MacNaughton 
J. B. DONOVAN* 
President, Donovan Mfg. Co. 
J. T. ELLIOTT* 
Elliott Lumber Company 
EARL FAIN* 
Investments 
EDGAR L. FLIPPEN* 
Investments 
HANS C. GLITSCH 
President, 
Fritz W. Glitsch & Sons, Inc. 
W. A. GREEN, JR.* 
Investments 
S. J. HAY 
President, Great National Life 
Insurance Company 
JOHN T. HIGGINBOTHAM 
Chairman of the Board, 
Higginbotham-Bailey Co. 
JOSEPH L. HIGGINBOTHAM* 
Vice President, 
Higginbotham-Bartlett Company 
ROY W. HILL* 
President 
Radio City Distributing Company 
ERNEST HUNDAHL* 
Resident Vice President, Mutual 


Benefit Health and Accident Assn. 


T. E. JACKSON 
Southwestern Manager, 
Pittsburgh Plate Glass Company 
JOHN J. KETTLE 
Senior Vice President 
LOUIE KIMPLE* 
President, Dixie Wax Paper Co. 
ERNEST L. KURTH* 
President, Southland Paper Mills, 
Lufkin, Texas 
WALTER W. LECHNER* 
Oil Production 
EUGENE McELVANEY 
Senior Vice President 
ROBERT E. McKEE, JR.* 
Vice President, Robert E. McKee, 
General Contractor, Inc. 
Cc. A. MANGOLD, JR.* 
President, American Laundry Co, 


sue NATIONAL BANK in Dallas 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


BLAGDEN MANNING 
Chairman, Executive Committee 
A. D. MARTIN 
President, Central Engi 
and Supply Company 
W. J. MORRIS* 
Chairman of the Board, 
The Continental Supply Company 
HARRY S. MOSS 
Independent Oil Operator 
WILLIAM F. NEALE 
President, 
William F. Neale & Company 
J. 8B. O'HARA 
Chairman of the Board, 
Or. Pepper Company 
HYMAN PEARLSTONE 
President, Higginbotham-Pearistone 
Hardware Company 
G. U. PICKERING* 
President, 
Vitalic Battery Company, Inc. 
H. NEVILLE PIERCE* 
President, Southern Fertilizer gnd 
Chemical Company 
A. F. PILLET* 
President Emeritus, 
Republic Insurance Company 
W. L. PREHN 
Investments 
HUGO W. SCHOELLKOPF* 
Chairman of the Board, 
The Schoellkopf Company 
J. FRED SCHOELLKOPF, JR, 
Investments 
E. E. SHELTON 
President, Dallas Federal Savings & 
Loan Association 
ARTHUR STAR* 
Investments 
R. H. STEWART, JR. 
Investments 
J. C. TENISON* 
Investments 
ROGER L. TENNANT 
President, Pi-Do Corporation 
ARCH S. UNDERWOOD* 
President, Union Compress & 
Warehouse Company, Lubbock, Tex, 
JACK C. VAUGHN* 
Oil Producer and Co-Owner 
Spartan Drilling Co. 
TRAVIS T. WALLACE* 
President, Great American Reserve 
Insurance Company 
ROBERT F. WEICHSEL* 
Vice President and Treasurer, 
Great National Life Insurance Co. 
JAMES RALPH WOOD 
President, Southwestern Life 
Insurance Company 
BEN H. WOOTEN 
President 
TODDIE LEE WYNNE 
President, American Liberty Oil Co, 





*Advisory Directors 








